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Here’s the latest of the new Regal line of Dexter Key-in- 
Knob locksets-- The Regal Portrait Design — 5” backset 
with escutcheon 5%" x5%", mounts either diamond or 
square. Portrait is available with pin or disc tumbler 
cylinder, deadlocking or spring latch. 

Like other Dexter Regal locksets, exterior is solid brass, 
interior parts cold rolled steel. Available in standard or 
two-tone finishes. 

Knobs armored brass, steel reinforced. Lock: reversible 
for any hand of door without disassembly. Requires only 
1%" dia. hole through door. 


DEXTER 









PORTRAIT DESIGN 
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Sal 
Portrait mounted square. 


fea sf Attractive mounted displays are 
available in Decorator Colors: 
red, blue, green or ivory: 


DEXTER LOCK DIVISION » faster thin a Dextes 

DEXTER INDUSTRIES, INC. Grand Rapids, Mich. In Canada: 

. Dexter Lock Canada Ltd., Guelph, Ontario 
In Mexico: 


Dexter Locks, Plata Elegante, $.A. de C.V., Mexico City 











YOU CAN'T 
BUY 


BETTER 








Just press left 
and lift out 
to wash or paint 


Replace above tab to reengage Lif-T-Lox 


Removable R-O:-W windows cost no more (usually much 
less) than other good-quality wood windows. Because 
we manufacture far more double-hung windows than 
any competitor, you can buy the highest quality plus 
the removable feature—plus the exclusive LIF-T-LOX 
balance at no extra cost. If you pay more than the price 
of an R:O-W window, you’re bound to get less. 





registered trademark of the R.0.W. Sales Co, 


R.O.W. SALES COMPANY, 1317 ACADEMY AVE. «+ FERNDALE 20, MICHIGAN 
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Big promotion 
sells this great name in 


birch flush doors! 


WS Deller llomes 


and Garden 


and Gardens 





Four color advertising in Plus every merchandising 
America’s greatest home magazine help to get your share 
This advertising goes direct to the biggest group of To tap big sales for yourself, just use the FREE selling 
residential buyers in all America a market 4 million aids. They're ready to use — and as valuable as so many 
strong all willing and able to buy what you sell checks you can cash 





They re pr e-sold and stay sold. ( Ynly 
Atlas Plywood doors are quality con 
trolled from American forest to finished Atlas Plywood 
product 
CORPORATION 
FROM AMERICAN FOREST TO FINISHED PRODUCT 


Sell the door that gives you and the final 
user more, Order your complete Atlas 
? ! tio) | { , 4 4 » . : : tar 
Plywood promotion kit now, Write Dept Boston 16, Mass. Distributors in all principal cities 
AML.10, 1432 Statler Bldg Boston 16 


Massachusetts 
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“..and it 


ily even figures 


our change!” 











total owed 


amount 
given clerk 


__. Correct 


Change 


Up to now, National Cash Registers 
told the customer how much to pay. 
This new feature also tells the exact 
change due—giving complete protec- 
tion to customer and salesperson. 

For every one dollar of sales, several 
dollars of customer money are handled 
—thus inviting countless opportunities 
for mistakes in computing change. 
NCR Automatic Change Computer 
removes all chance for such errors. 

The printed, itemized receipt is a 
complete “take home” record of the 
transaction. 

You can also see, at the top of the 


THE NATIONAL CASH REGISTER COMPANY, Dayton 9, Ohio 


977 OFFICES IN 94 COUNTRIES 


6 


(For more data on advertised products fill in 





pon on page 132) 


October 3 


National figures correct change! 


stops mistakes! saves time! 


register, every step of the transaction 
—price charged for each item, total of 
purchase (including tax), money ten- 
dered to salesperson, and the amount 
of change to be returned. 

You must see this new time-and- 
money saver to appreciate its great 
advantages. Call your nearby National 
branch office for a demonstration today. 
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NEWSCAST 


LATE AND IMPORTANT Developments of the Industry 


Were tighter credit restrictions necessary on home financing? 


Builders deny that the July 30 credit restrictions were really required. They 
point to the 11% drop in July starts prior to the imposition of credit restric- 
tions. In their opinion the home building industry had already started making 
its own adjustments in the free market place. 

FHA and VA workload figures now indicate about 200,000 to 300,000 new units 
are being processed and will not be subject to the July 30 regulation. Clearly the 
new credit rules should have little serious direct effect on housing for the 
remainder of the vear. 

Full impact of the rules will be felt next year and the administration has 
a choice of fewer new homes for the lower income families or a rather serious 

political reaction in an election year. 














Long range housing market is still strong. 

Family formations per year from 1950 to 1955 have been running at a million 
a year. A recent Census report states that in the year ending April, 1955, the 
increase was but 850,000, lower than the five-year average. This, however, is 
a higher rate than had been anticipated in view of the low birth rate of 
the 1930's. 

The figures are significant because months ago the home building industry 
was attacked by the Census Bureau, who claimed new homes were being built twice 
as fast as we were forming new households. The latest Census figures, however, 
refute this argument and bring into the picture still another factor of housing 
strength. 


Demolition of older homes is also at a higher rate than anticipated. Labor 














Department studies suggest about 300,000 housing units a year are being removed 
from the market. The BLS states "housing retirements have been accounting 

for most of the difference between new households formed and the substantially 
larger number of new dwellings provided." Or, translated into American Lumberman 
lingo, 850,000 plus 300,000 equals a need for 1,150,000 homes a year. 


Preview of 1956 home financing prospocts. 


Builders shopping for money to erect new homes next year are getting a 
restrained reception from bankers and other financial groups. The Wall Street 
Journal reports that in New York, where banks and insurance companies are 
concentrated, the cry is now "30% down and no more than 15 to 20 years to pay." 

The new FHA and VA rules are given by bankers 4s the reason but there are 
other factors at work. As pointed out in Harper's magazine in August. the roaring 
boom that's now on requires more cash than is available. Consumer financing, 
inventory financing and now a new jump in expansion by industry is beginning to 
dry up the old pump. 

Discounting of mortgages shows the wny the wind is blowing. Earlier this 
year the market for VA and FHA loans was strong and lenders were offering $10,100 
for a $10, 000 morteage, ha example. Now discounts are the rule, ranging from 
4% to 1% Example: at 5% 











the interest rate from the fixed “4% to 5%. 


Seek new sources for mortgage funds. 


Faced with strong demand for their homes but with prospects for mortgage 
money reduced in 1956, builders are looking for new sources for cash. They are 
eyeing union welfare funds, cooperatives, credit unions and the new financing 
agencies being set up by lumber dealer associations. The Texas association, for 
example, has been successful beyond all expectations and is a pattern that can be 
Cuplicated in other states. 

Banks and insurance companies are essentially working with funds provided 
by the general public. Eventually the housing industry must stand on its own 
feet and secure necessary funds almost directly from the real sources of capital. 


(continued on next page) 
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Four Days of Clinics Will Be Ready 
For Dealers at Cleveland Exposition 


Four full days of clinics on six 
key subjects will be offered deal- 
ers attending the second annual 
building products exposition at 
Cleveland, October 11-14. The 
clinics have all been planned to 
provide a full measure of valuable 
information about new trends in 
building material retailing for 
both small and large volume deal- 
ers. 

Registration Fee—The registra- 
tion fee for the exposition and all 
the clinics will be $15. The dealer 
paying this fee will be entitled to 
visit the exhibits as often as he 
desires and to attend any clinic at 
any time. The registration fee for 
ladies who accompany dealers to 
the exposition will be $5, which 
will cover a series of special 
events. Tickets for the evening en- 
tertainment will be sold sepa- 
rately. 

After Dark Entertainment—The 
program for Tuesday evening 
opens with an industry reception, 
including cocktails and buffet sup- 
per for dealers and their wives, to 
be followed by the presentation of 
a dramatic film, “Operation Home 
Improvement.” Later a panel of 
consumer magazine editors will 


analyze the home improvement 
market on a nationwide telecast 
from Cleveland. 

On Wednesday evening visitors 
will be offered a choice of three 
plays appearing in Cleveland, in- 
cluding “Tea House of the August 
Moon”, with the New York cast. 

Thursday evening will be the 
gala banquet celebrating the 75th 
anniversary of the Ohio Associa- 
tion of Retail Lumber Dealers and 
honoring the pioneers of the Ohio 
industry. The banquet, which will 
be informal, will end with dancing. 


Ladies Events—Daytime enter- 
tainment will consist of a luncheon 
and style show Tuesday noon at 
Highbee’s, one of Cleveland’s lead- 
ing department stores and on 
Thursday noon at the country 
club. The trip to and from this ex- 
clusive club will be planned as a 
sightseeing tour of the city. Wed- 
nesday will be left open for shop- 
ping and entertainment by state 
and regional lumber dealer asso- 
ciations. A block of tickets for 
“Tea House of the August Moon” 
has been purchased by the ladies 
committee for the Wednesday mat- 
inee performance. 


Mason Announces 
Promotion of Cy Sweet 


Federal Hous- 
ing Commis- 
sioner Norman 
P. Mason has 
announced the 
appointment of 
Cyrus B. Sweet, 
director of 
FHA’s Title I 
home improve- "7 
ment loan pro- SWEET 
gram, to the post of assistant com- 
missioner for Title I. 

The announcement followed a 
two day session of a lenders advi- 
sory committee. The committee 
members meet periodically to give 
FHA officials counsel and guid- 
ance on experience in operation of 
the government’s insured loan 
program in the home repair and 
modernization field. 

Sweet, who conducted the meet- 
ings, came to FHA in July, 1954, 
after more than 30 years’ associa- 
tion with the retail lumber busi- 
ness. He is a former president of 
the National Retail Lumber Deal- 
ers Association. 


Commissioner Mason says that 
the “organizational change in- 
volved in Mr. Sweet’s advancement 
will bring more direct leadership 
to the Title I program at a time 
of growing interest in home repair 
and modernization.” 





NRLDA DEALER CLINICS 
CLEVELAND AUDITORIUM — OCTOBER 11-14 


SEATING 
* Music Hatt 3000 
* BALLROOM 1317 
*** Crus Room “B” 500 
*** Crus Room “C” 200 





Cost Cutting 


Mei THODS OF 
HANDLING 
MATERIALS 


COMPONENT 
CONSTRUCTION 
TecHNIours 


Mopean Srore 
LAaY-OUT AND 
DispLay 


DEVELOPING 
Faam 
Maker 


Moarcace Money, 

ConsuMer Crepit 

AND INSTALLMENT 
SELLING 


CORRELATING 
ADVERTISING 
ro SALES 





MEETING 
ROOM 


All Demonstrations 
Railroad Siding 


Forums—Music Hall 
M-H Films— 
Little Theater 


Main Exhibit Hall 
Public Auditorium 


Ballroom ® " 


4th Floor 
Auditorium 


Club Room “B” *** 
rd Floor 
Auditorium 
Elevators 


Club Room “B” *** 
rd Floor 
Auditorium 
Elevators 


Club Room “C” **** 


rd Floor 
Auditorium 
Elevators 





mc = 


Demonstrations 
9:00 a.m,.-2:50 p.m 


Forum 
5:00 p.m,-5:00 p.m 


Demonstration 
10:00 a.m.-12 Noon 


Elevators 
9:50 a.m.-12 Noon 


> 


2:00 p.m.-4:00 p.m. 


10:00 a.m.-12 Noon 


2:00 p.m.-4:00 p.m. 


--3:00 p.m. 





Demonstrations 
9:00 a.m.-2:50 p.m 


Forum 
5:00 p.m.-5°00 p.m 


Demonstration 
10:00 a.m.-12 Noon 


9:30 a.m.-12 Noon 


2:00 p.m.-4:00 p.m 


10:00 a.m.-12 Noon 


2:00 p.m.-4:00 p.m 


3:00 p.m 





Demonstrations 
9:00 a.m,.-2:50 p.m 


Forum 
5:00 p.m.-5:00 p.m 


Demonstration 
10:00 a.m.-12 Noon 


Possible 
Repeat 


10:00 a.m.-12 Noon 


Possible 
Repeat 


-3:00 p.m 





-azaanlCra|/oms 








Demonstrations 


, 


9:00 a.m,-2:50 p.m 


Forum 
5:00 p.m.-5:00 p.m 





Demonstration 
10:00 a.m.-12 Noon 





Possible 
Repeat 





Possible 
Repeat 





Possible 
Repeat 











EXHIBITS and CLINICS—All Under ONE Roof 
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Only Amoninn Kien 
Only Amenion Kishen 
Only Amenion Kish 
ly Ameninn Khon 


START SELLING IT TODAY! 











. 


SELLS TO THOSE WHO WANT WOOD WY 
and to those who want steel! 


OFFERS SO MANY "EASY TO SELL” 
exclusive features! 


HAS SUCH A COMPLETE LINE... 
dishwashers, disposers, built-in ranges and ovens! 


HAS NO COLOR MATCHING PROBLEMS... 
natural birch, copper, or white harmonize with all appliances! 


GIVES YOU 100% MARKET COVERAGE 
at full 40% profit! 


AMERICAN KITCHENS DIVISION (4vco CONNERSVILLE, INDIANA 
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SKC 


BUILDERS 


CONTEST 





/1000 IN CASH 


BENDIX Duomatic 
WASHER-DRYER 


AMANA FREEZER 


sos merchandise | FREE ENTRY BLANKS! 
Sa," | READ HOW TO WIN! 


TAKE ONE! 


STOCK AND DISPLAY SKIL TOOLS NOW 


TO TAKE ADVANTAGE OF THIS GREAT PROMOTION! 
' ' 


SKIL Sanders, 2 Models 


SKIL Saws, 5 Models j SKIL Drills, 3 Models SKIL Drill Kits, 2 Models 
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OF BIGGER PROFITS 


Ties In Your Store with the 


SKIL GRAND PRIZE CONTEST! 


Here’s the contest display card every dealer will come to your store for contest entry blanks... 
receive from SKIL to attract new customers by for hobby and homeshop ideas. . . for sales-mak- 
the scores! Display it prominently . .. make your ing SKIL demonstrations. It’s your biggest SKIL 
store SKIL Contest Headquarters. Prospects in profit opportunity in years! Order—display — 
your community will be reading about the SKIL sell SKIL merchandise during this important 
Grand Prize Contest in full page Lifeads. They must nation-wide promotion! 


SKIL GOES ALL OUT FOR STEPPED-UP SALES ACTION! 
@ THOUSANDS OF DOLLARS IN PRIZES 


to direct customers to your store! 


© DRAMATIC DEMONSTRATION OPPORTUNITIES 


because prospects have to come to you for entry blanks and ask you about SKIL tools! 


© COMPELLING FULL PAGES IN |&la: 


to spread the news throughout every community! 


e BIG CASH BONUS PRIZES FOR YoU! 


You get a cash prize for every one of your customers who is a winner! 


e COMPLETE LINE OF SKIL BUILDERS TOOLS! 


HERE’S SKIL’S ATTRACTIVE GRAND PRIZES: 
FOR YOU FOR YOUR CU 


ML y, WW fy, 


\AN 
\\ 
\ “om 
‘a $1,000 in cash! 
—A Ford Victoria! 
An Amana A Bendix 
Freezer! , Washer-Dryer! ; 


Plus 100—$25 SKIL Merchandise Certificates! 


—Over $4,500 in cash and as much traffic 
as your store will hold! 


SKIL CORPORATION, Dept. AlL-105 
5033 Elston Avenue, Chicago, illinois 


ATTE NTION! Gentlemen: 


New SKIL Dating Plan Please send me FREE Kit of Grand Prize Contest materials. 
lets you order now 
to pay later. 

Ask your wholesaler 
for details. 


Address 





City 
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EXPANDED STAFF COVERAGE 





American Lumberman Appoints 
East and West Coast Editors 


Herbert A. Vance, publisher of 
American Lumberman, has an- 
nounced that this magazine will 
open east and west coast editorial 
offices on October 15. Vance said 
the move was in line with Ameri- 
can Lumberman’s constant policy 
of improved reader service. 

Donald O. Carlson, formerly in 
American Lumberman’s Chicago 
office, will be the new eastern ed- 
itor with headquarters in New 
York City. Dexter W. Johnson, 
formerly managing editor of West- 
ern Building, will be the new west- 
ern editor with headquarters at 
Portland, Ore. 

American Lumberman will be- 
come the first magazine in its field 
to have full-time, staff men on 
both coasts. The midwest will be 
handled from Chicago. 

Donald O. 
Carlson, who be- 
comes American 
Lumberman’s 
eastern editor, 
has made hun- 
dreds of dealer 
contacts since 
Fat the . 
staff two years 
ago as an as- D. O. Carlson 
sociate editor. His travels have 
taken him from Florida to Wash- 


ington state and from Texas to 
New England. 

Dexter W. 
Johnson has 
been managing 
editor of West- 
ern Building, 
light construc- 
tion trade jour- 
nal serving the 
11 far western 
states, since 
1944. He is D. W. Johnson 
known by hundreds of retail lum- 
ber dealers and builders in this 
area. He is a member of the Port- 
land Hoo-Hoo chapter. 

As western editor of American 
Lumberman, Johnson will make 
dealer calls in western Canada as 
well as the 11 western U. S. states. 

Dealers on the east and west 
coasts, who have stories of in- 
terest to American Lumberman 
readers, are invited to contact 
these editors directly. Address 
Don Carlson at American Lumber- 
man, Grand Central Terminal, 70 
East 45th Street, Room 5622, New 
York 17, New York, Telephone 
MUrray Hill 3-8333. And Dexter 
Johnson at 3128 Northeast Bryce 
Street, Portland 12, Ore., Tele- 
phone ATlantic 1-2069. These two 
editors want to meet personally as 
many dealers as possible. 


Home Building Jumps Upward Again 


After a two-months’ tumble home 
building jumped forward again in 
August. And a check around the 
country shows that September will 
be just as busy. 

Contractors started 123,000 new 
houses in August according to the 
Labor Department. That’s 8,000 
more than was started in July, 7% 
above the same month a year ago. 
This year’s high point was May, 
when 132,000 units were started. 
June’s figure slipped to 129,000 and 
July was 115,000—followed by the 
sharp August upturn. 

Private construction. Private 
starts accounted for 121,700 of last 
month’s total, with public housing 
amounting to only 1,300 units. Pri- 
vate starts in August, on a season- 
ally adjusted basis, was at an an- 
nual rate of 1,352,000 homes. 
That’s 8% more houses than last 
year and only a shade below the 
1950 record high of 1,352,000 
starts. 

Effect of mortgage controls. 
Hasn't the tightening in mortgage 
money supply put a brake on build- 


12 


ers? Not much, so far, is the gen- 
eral impression. But there’s wide 
expectancy that it will do so some- 
where along the line. 

“Home mortgage debt has been 
increasing at a rate faster than 
savings have been piling up to take 
care of investment demand,” notes 
a vice president and chief econo- 
mist of one of New York’s biggest 
banks. “The question arises: how 
long can you go on piling up debt 
at a rate faster than banks can 
take in funds to invest in mort- 
gages?” 


August Awards 20% 
Higher Than 1954 


August’s total dollar volume of 
Dodge Reports of contract awards 
for future construction in the 37 
states east of the Rockies set an 
all-time high for August and was 
20% higher than August, 1954, 
F. W. Dodge Corporation an- 
nounced. The figure was $1,894,- 
841,000. 


The total for the first eight 


months was $16,130,149,000, up 
27% from the eight-month figure 
of last year. 

For August: nonresidential 
building, $681,463,000, up 24% 
above August, 1954; residential 
building, $835,418,000, up 21%; 
utilities and public works, $337,- 
960,000, up 15%. 


Say Builders Have 
“Fantastic Optimism" 


Business Week reporters have 
found “almost fantastic optimism” 
in talks with builders and real 
estate people in every section of 
the country, according to an ar- 
ticle in the magazine. 

“Pressure for mere shelter has 
eased, but demand for new homes 
is as strong as ever, reporters 
were told. “Financing is no prob- 
lem except for a few marginal 
buyers or builders. New starts 
may drop slightly next year, but 
chiefly in the lowest-priced brack- 
ets,” the article adds. 

The following consensus of 
builders and real estate people 
were found: 

1, “Housing starts may slip a 
little next year. Estimates of the 
drop range from 2% to 15% from 
this year’s mark, with the average 
about 7%. 

2. “Dollar volume may actually 
be higher, though. That’s partly 
because of price increases, partly 
because many builders plan to 
upgrade the types of houses they’!] 
put up. 


Ad Helps Dealer 
Promote Financing 


The success of the Lumbermen’s 
Investment Corp. sponsored by the 
Texas Lumbermen’s Association is 
partly due to the fine promotion 
by the stockholders. 

For example, the Temple Build- 
ers Supply Co., Longview, ran the 
following ad, which has been suc- 
cessful in securing Title I busi- 
ness, according to secretary-treas- 
urer H. W. Walker, Jr. 

“Temple Builders Supply, Inc., 
has completed 79 Title I FHA re- 
modeling jobs during the past nine 
months. These have _ included 
painting and papering, room addi- 
tions, partition changes, new 
baths, garages and other improve- 
ments. We now have our own 
financing through Lumbermen’s 
Investment Corp., which operates 
on simple FHA plan —no mort- 
gage, no down payment, no closing 
or other hidden costs.” 

(For further details of the suc- 
cess of this new dealer-organized 
financing agency not yet one year 
old, see “Texas Loan Agency 
Shows Nice Profit,” Sept. 5th is- 
sue, page 230.) 
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Here is a partial list of America’s 
greatest names in building ma- 
terials and tools whe advertised 
in September Popular Science: 


Albertson & Co. 

American Lumberman 
Armstrong Cork Co. 
Arrow-Fastener Co. 

A.R.B. Window Sales Co. 
Otto Bernz Co. 

Bilco Company 

Black & Decker 

E, L. Bruce Co. 

Building Supply News 
Champion DeArment Tool Co. 
Cosom Industries 

Curtis Co. 

Delta Power Tools Div. 
Desmond Bros. 

Detroit Steel Products Co. 
DeWalt Inc. 

Douglas Fir Plywood Assn. 
DuPont Company 
Edwards Company 
Estwing Mfg. Co. 

Evans Rule Co. 

Fayette R. Plumb Inc. 
Formica Co. 

Grand Rapids Varnish Corp. 
Homosote Company 
Janitrol Div. 
Kimberly-Clark Corp. 

L O F Glass Fibres Co. 
Machlanburg Duncan Co. 
Magna Engineering Corp. 
Marsh Wall Products Inc. 
Masonite Corp. 

Millers Falls Co. 
Minnesota Mining & Mfg. Co. 
Molly Corp. 

National Gypsum Co. 
Nicholson File Co. 
Philippine Mahogany Assn. 
Porter-Cable Machine Co. 
Radiator Specialty Co. 
Reynolds Metals Co. 
Rocket Devices Corp. 
R.O.W. Sales Co. 
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..for a HUGE September success 


Western Pine Acen. And thanks to your 18,000 NRLDA dealers from coast-to-coast 
for supporting our September promotion so enthusiastically. 
ecovoeeeeeee Never before have 18,000 lumber and building material dealers, 
supplied by nearly 600 wholesalers, offered the products of 
leading manufacturers in a nation-wide September Home-Im- 
provement Campaign to develop the “Do-It-Yourself” market. 


% We'll be looking for you at our booth (#121) at the BUILDING 
PRODUCTS EXPOSITION in the Cleveland Public Auditorium, 
October 11-14. 


POPULAR SCIENCE monthly 


353 FOURTH AVENUE * NEW YORK 10, N. Y. 
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WEATHER STRIP 


on, — Sets for windows 
’ Handy to buy, handy to use. Here in one attractive pack- 


This complete packa 
easier ge unit meons : 
saainielioe or for you . . . easier age is a complete M-D Numetal W : 
seamed lor your customers, M-D single window. Available for all eather Strip set for a 
door sets are available with and 36” double hung windo standard 28", 30", 32” 
selling time... cut handling ee eee sets save 
see @ inventory easy. 


regular door bott 
ond exposed me eo 
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ip Born ‘ Moe sta inte ss steel oF 
: ss heal . k onze coil weather strip 
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Specio! lengths ovailable. 
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BUILDERS 

adability always 

ardware, lumber D £ A L E R Ss 
throughout the 


For highes! quality and depe 
specify M-D products. Sold by h 


and bvilding supply dealers 
country! 


ame day it 


Order Today! Your order shipped * 
sellers, 


received! All M-D products are fast 


is 
nationally advertised. 


























Easiest in the world to put on , K 


This easy-to-put-on weather strip makes 
friends as it makes you profits. Works Pe; .? 8 a, 
perfectly on windows, storm sash or doors. 
Made of wool felt and white metal. Each 
: individual carton contains one 18 ft. roll 
| with nails and instructions. Packed 12 car- 
tons in display case. 






This free, colorful dis- 
ploy case tokes very 
little counter space 
. but dos a 
big job of selling. 





9G DUNCAN C™ | 
i MACKLANBURY — 


- Automatic 


, DOOR BOTTOM 


Here's the perfect automatic door bottom and droft 
eliminator for ALL doors. Completely solves old 
problem of clearing rug or floor every time door 


| — 















UP eric. 











opens, Easily installed on right or left hand door. matically to snugly against 
Smartly designed with silvery-satin finish — will not clear carpet floor to seal 
rust or tarnish, Furnished in standard lengths—- easily when out drafts 
28, 32,36, 42 and 48 . Pocked in individual gene ened when door 
cartons, _ closes. 


Na (ALK 
CALKING COMPOUND 


World's best calking 
compound available in 
loads, with or without 
nozzlie...hand 
squeeze tubes . . . or 
Ye pt., pt., qt. and gal. 
cans. Also 5 gal. and 
55-gal. drums—gun or 
knife grade. 





Y ers PLASTIC 


GLAZING COMPOUND ips. sey , a 


You can recommend down asphalt shin- | 
this glazing com- — ~ gles and general 
pound with com- = repair work on | 
plete confidence roofs and flarhings, 
that it always “stays Comes in handy 
put.” Packed in % loads, with or with 
pt., pt. and qf. out nozzle; 2, |b 
cons, 25 Ib., 50 Ib., and 10 Ib. cans; 50 
100 Ib., and 880 Ib. pails and 550 Ib, 
ib. drums, 
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GLAZING 


Compound 


MACKLANBURG-DUNCAN CO. 


OKLAHOMA CITY 1, OKLAHOMA 


Leaders in the Building Specialty Field for 35 years! 


FIRS T ANNOUNCEN’NEN 'T 


Better Homes & Gardens 


1996 
HOME 


IMPROVEMENT | 
CONTEST 


$25,000 
IN CASH PRIZES 





Beginning January 1, 1956, and extending through 
December 31, 1956, Better Homes & Gardens will 
sponsor a big $25,000 Home Improvement Con- 
test. The Contest will be announced and promoted 
editorially in a major way, starting in the Jan- 
uary 1956 issue and continuing in succeeding 
issues throughout the year. 


All phases of Home Improvement will be covered 
—kitchens, utility rooms, all other interior rooms, 
bathrooms, attics, basements. Contest will also 
include exterior remodeling and additions as well 
as lot-line to lot-line improvements, such as ter- 
races, patios, landscaping and fencing. 

Here’s how Better Homes & Gardens will support 
the Contest — 


TO READER FAMILIES: 


MAJOR EDITORIAL space will support the Con- 
test reaching the 14,700,000 BH&G readers— 
giving them ideas and suggestions for home im- 
provement projects, telling them how-to-do-it, 
from lot-line to lot-line improvements to interior 
and exterior projects. 

ADVERTISEMENTS in Better Homes & Gardens 
will appear in the magazine supporting the Con- 
test. Readers will be invited to enter. 
12-MONTH PUBLICITY will back up the Contest. 
Better Homes & Gardens will work closely with 
local radio, television and newspapers, providing 
important promotional and news items. 


TO DEALERS: 


CONTEST PROMOTION KITS will be provided each 
dealer tying in with the 1956 Home Improvement 
Contest, at no charge. The Contest will be open 
to building material dealers, appliance dealers, 
utility companies, department stores, financial 
institutions and allied industry dealers. 


Each cooperating dealer will receive the follow- 
ing display materials tailored for his industry: 


Serving more than 4,000,000 families, 


screened for the BUY on their minds! 


and (Gardens 


MEREDITH PUBLISHING COMPANY, Des Moines, lowe 


Giant banner for window display 

e Newspaper mats of the Contest seal 
“Before” and “After” illustrations of remodel- 
ing projects for newspaper advertising 
Special “‘as seen in’? newspaper mats to identify 
manufacturers’ products 
Pad of entry blanks 

e Operation booklet, ‘How to promote Better 
Homes & Gardens Home Improvement Contest 
Headquarters—for more traffic and sales” 
Radio and television suggestions with props 
available on request 
Periodic listing of manufacturers tying in with 
the Contest 


Check list to help plan continuity in promotion 
and advertising 


CONTEST NEWSLETTER will be sent cooperating 
dealers periodically during the Contest. It will 
keep dealers up to date on their suppliers’ ac- 
tivities, offer special aids, give additional ideas 
and suggestions for promoting more sales through- 
out the Contest. 


$1,000 IN DEALER PRIZES: Dealers will receive 
prizes totalling $1,000 in an advertising and dis- 
play tie-in contest. Dealers will be asked to submit 
entries and will compete for cash awards. 


MANUFACTURERS TIE-IN will include major pro- 
motion through a collateral contest and direct 
support of the Better Homes & Gardens Home 
Improvement Contest with merchandise awards 
and dealer promotion. 


Here’s how you can make your yard an official 
Better Homes & Gardens 1956 Home Improve- 
ment Contest Headquarters: 


1. Visit Better Homes & Gardens Exhibit 
No. 444 during the National Retail 
Lumber Dealer Association Convention 
in Cleveland, Ohio. 


2. Rush this coupon for complete details. 
Better Homes & Gardens 
Merchandising Division 


Home Improvement Contest 
Des Moines, lowa 


Please rush me details on how | can make my yard 
an Official 1956 Home | mprovement Headquarters. 
Of course, | am under no obligation. 


Company Name 
Name , Title 


Address 


} City eg tt _ State 


I 
spsahio ial diinsiadipialedicieaiiiiasiipeemniaigatiiel 


fee cee ee cee cue cue cue cue aun ae cue aD ome oes oe oe ow oe ow oe oe en 
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Thanks 
for the 


MCMoOf;r 
key 


...on the Calculator that Prints! 
The Remington Rand Printing 
Calculator with its unique “printing 
memory key” really saves me the 
trouble of jotting figures on paper. 

It locks one number in the machine 
to remain constant, for repeated 

use with other figures in 
multiplication, subtraction 

and addition. A touch of the 

key clears the machine and 

I’m ready to work ona 

new problem. 


and thank you 
so much... 


for speeding up my work with 


the modern 10-key 
touch-method keyboard TO 
for providing me with a printed 


record of figures on exclusive 
two-color Simpla-tape. 
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Featured in beautiful color in October’s BEST in the 
HOUSE “Model Home” is Flintkote’s Emerald Green 
Shake Insulating Siding shown here. Also shown, 


Sell insulating siding that’s in 


...Flintkote Materials featured in 
“Model Home”’ in BEST in the HOUSE! 


In the October issue of Good Housekeeping, the 
popular and influential BEST in the HOUSE 
advertisement is telling your customers that: 


“Flintkote Insulating Siding takes years off 
a house’. . .“‘Increases its beauty and value’’.. . 
“Insulates winter and summer’’. . .“‘Reduces heat 
loss through walls up to 30%”’. . .“‘Keeps its lovely 
colors for years’. . .“‘Cuts painting costs.” 


Your customers also see that these Flintkote 
building materials are backed by the famous 
Good Housekeeping GUARANTY SEAL! 


So identify yourself as an applicator of Flintkote 


a a 
are Flintkote’s Leaf Green Narro-Lap, top... and 


Woodgrain Insulating Siding. Be ready to show these 
materials when customers ask for them. 


in f 


BEST in the HOUSE building materials. Build 
a display around Flintkote Siding and asphalt roof 
shingles. Use Flintkote Insulating Plank and Tile, 
perforated ceiling tiles, and other Flintkote build- 
ing materials. 

Take advantage of the BEST in the HOUSE 
promotion material that Flintkote gives you 
free. Display the four color jumbo blow-up 
prominently on your walls and windows. 


Call your Flintkote Representative for these 
sales aids and full details, or write: 


“oe CW 
‘Guaranteed by @ 
Good Housekeeping 
+ uy y 


45 apvieves OS 


THE FLINTKOTE COMPANY, 
Building Materials Division, 
30 Rockefeller Plaza, 
New York 20, N. Y. 


FLD INTKOTE spe cc:cotor Leader since! 901 


MERCHANDISER 
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“EVERYTHING HINGES ON HACER J.’ 


C. Hager & Sens Hinge Mfg. Co. + 139 Victor Street + St. Louis 4, Mo. 
Founded 1849—Every Hager Hinge Swings on 100 Years of Experience 








(For more data on advertised products fill in coupon on page 132) October 3, 1955, 


AMERICAN ILUMBERMAN 





AND 











Contble WOOD 


that sells right off your counter! 


Xt, WELDWooD 
REAL WOOD VENEER FLEXIBLe 
IN HANDY ROLLS 


FOR EDGING PLYWOOD- 
(no more exposed edges) 
FOR DECORATING - - 


coffee tables, picture 
frames, lamp shades, 
waste baskets, etc., etc. 








Ai 


WELDWooD 
r 
rue ONTACT CEmemy 


WELDWOOD Wilteee... 


EASY TO SELL from this free, beautiful display. 
Contains 36 rolls, 6 rolls each of Oak, African 
Mahogany, Walnut, Birch; and 12 rolls of Fir 
Each roll is 8’ long, 1” wide, packed in trans 
parent re-usable case. Retails at 79¢ a roll 
Wood-Trim is so flexible you can wrap it around 36 rolls cost the dealer $18.96 list; you sell 
‘ it for $28.44; your profit, $9.48 


Display case free with initial order. 





a pencil, yet it won't chip, split or peel. 








Applied preferably with Weldwood® Contact 
Cement or Weldwood Presto-Set* Glue (or any Everyone of your customers who makes things 
good wood glue). of plywood—things like book cases, desks, 
: : cabinets, tables or any other objects— is literally 
No heat, irons, pressboards or clamping. No ’ Phe pea al ? 
F sad hungry for Weldwood Flexible Wood-Trim. Let 
sawing; no nailing. : j ‘ 
them know you have it— order the display shown 


Heavily advertised nationally to your customers. above and place it prominently in your store. 


Made by UNITED STATES PLYWOOD CORPORATION 
* TRADE MARK Dept. 301 , 55 West 44th Street, New York 36, N. Y. 


ORDER WOOD-TRIM TODAY! 
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Certain-teed 


SHINGLES 


for a roof 
that harmonizes 
in taste and 


appearance 


Certain-teed Woodtex is not only the 
most beautiful asphalt shingle made. 
It is also tough, heavy and longer 


wearing. 


Laughlin & Silver, prominent 
builders, of Dallas, Texas, have this 


to say about Woodtex: 


“When we 
our Edgemere Apartments, we 
that 
appearance with the beautiful buildings 
After 
sideration we decided upon Certain-teed 


Woodtex, in Green Blend 


Certain-teed 


G. vs. Pat. OFF 


were formulating plans for 
wanted a 
roof would harmonize in taste and 


we were planning mature con 


Quality made Certain . . . Satisfaction Guaranteed 
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Edgemere Apartments, Dallas, Texas, 
Architect 


“... Four years have elapsed, and we 
are happy to state that the roof is as 
beautiful as the day it was applied. Not 


once have we had any semblance of 


trouble—no blow-up troubles, no color 


variations, nor any of the other difficulties 
that often beset a roof in this area.” 
Certain-teed Woodtex Shingles owe 
their beauty first to their brilliant 
range of colors and pastel blends; 
second to the genuine raised grain 
texture and deep shadow line that 
simulate the appearance of hand-split 


wood shingles. 


roofed with Certain-teed Woodtex Asphalt Shingles. 
Bery! Stegall. Builder: Laughlin & Silver. 


W oodtex Shingles are heavy, massive. 
The unique built-up graining acts as 
reinforcing ribs which add strength, 
rigidity, weight, and wind resistance. 
And the extra layer of fire-resistant 
mineral granules gives still further 
weather protection. 


With beauty that can take a beating 


from time, wind and weather, 
Certain-teed’s exclusive Woodtex is 
a shingle it will profit you to carry 
for both residential and non-residen- 
tial construction. See your Certain- 


teed representative, or write direct. 


CERTAIN-TEEBED PRODUCTS CORPORATION 
ARDMORE, PENNSYLVANIA 

EXPORT DEPARTMENT; 100 EAST 42ND ST., NEW YORK 17, N.Y 

ASPHALT ROOFING © SHINGLES © SIDING © ASBESTOS CEMENT SHINGLES 


GYPSUM PLASTER © LATH © WALLBOARD ¢ SHEATHING ¢ ROOF DECKS 
FIBERGLAS BUILDING INSULATION © ROOF INSULATION © SIDING CUSHION 
PAINT PRODUCTS ALKYD © LATEX © CASEIN © TEXTURE © PRIMER SEALER 
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Denie's Ready Mix Concrete, Memphis, Tennessee 


Transit Mix Concrete & Foundation Company, Beaumont, Texas 


| 


San Jose Transit-Mix Concrete Company, San Jose, California 


Concrete Supply Company, Charlotte, North Carolina 


Se 


Thos. E, Currie Company, Detroit, Michigan 





Concrete Corporation of Indiana, Indianapolis, Indiana 


Gravel Products Corporation, Buffalo, New York 


Most successful way to sell concrete 


If you are interested in ready mixed concrete as a business, 
it is important to you that more concrete is sold in Jaeger truck 
mixers than by any other method. 


It is important because it establishes the Jaeger truck mixer, 
beyond any and all claims, as the first choice of successful 
operators, from the world’s largest (210 mixers) fleet of Co- 
lonial Sand & Stone Co. in New York City, down to small one 


and two-mixer plants. 


Jetween New York and California, there are many types of 
plant operations, local practices, weight limitations and pay- 
load requirements for which the broad Jaeger line offers a 


3UILDING PropucTs MERCHANDISER 


complete range of choice. Your Jaeger distributor knows your 
own local conditions and how Jaeger basic units can be most 
efficiently equipped to serve your requirements, Check with him 
or write today for catalog. 


THE JAEGER 
MACHINE COMPANY 


160 Dublin Avenue, Columbus 16, Ohio 


LOADERS © COMPRESSORS © PUMPS © CONCRETE MIXERS © PAVING MACHINES 
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TO SEE THE HYSTER INDUSTRIAL TRUCK 

EXHIBIT AT THE NATIONAL RETAIL LUMBER 

DEALER SHOW IN CLEVELAND, OCTOBER 11-14 
BOOTHS No. 512 and 521 


... because Hyster® Industrial Trucks are 
helping to make tremendous savings in 
materials handling costs for lumber 
dealers. 

Whether you are now using lift trucks, 
or haven't ever used industrial trucks of 
any kind, your Hyster Dealer is ready to 
help you achieve cost reductions. Because 
he keeps abreast of the materials han- 
dling problems and improvements, he 
has helped many building supply yards 
realize more profit from their operations. 
Why not call him today, take advantage 


of bis specialized services. 


HYSTER Dealers Give You All 3 
1. PLANNING, Your Hyster Dealer will plan 


your materials handling operation from 
scratch —or will analyze your present system 
to see if it can be improved. 

2. THE RIGHT TRUCK for your job from 
Hyster’s complete line of industrial trucks. 
(1,000-30,000 Ibs), over 100 job-attachments. 
3. THE RIGHT SERVICE 


stock, shop facilities, factory-trained mechan- 


ample spare parts 


ics and an efficient field service that keep your 
Hyster lift trucks going on your job, wherever 
your job might be located. Hyster trucks are 


noted the world over for their low downtime. 


2939 N. E. Clackamas 


Portiand 8, Oregon 


HY STER company 


FOUR FACTORIES: Portiand, Oregon; Danville, Iilinois; Peoria, Illinois; Nijmegen, The Netheriands 


1039 Myers Street... . . Danville, Winois 


NS ESR er Nijmegen, The Netheriands 
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Push these Christmas Specials 
from Black & Decker! 


BACKED BY THE GREATEST ADVERTISING PROGRAM IN POWER TOOL HISTORY! 


NEW! ps piece FixkerT | NEW! Drill M Sew kit 


Wes only $99.95 | 


Your customers save | 


The perfect Christmas gift that offers fun for the whole 
family! Includes B&D 4” Drill, chuck and key, 7 drill bits, 
horizontal stand, backing pad, 3 sanding discs, polishing 
pad, paint mixer, grinding wheel, wire brush, arbor and 
attractive steel kit box. Special gift packaging attracts 
customers and starts sales. 


__halladds up! 


Surveys show 12 out of every 
Black & Decker—and we're re 


To 
<Sauns 


Ariene 
Do. ve Garr roway 
on “TODAY on HOME 


Stev e Allen 
coon Pe TONIGH HT” 





PLU § participation in IRH 


Ask your wholesaler about new DATING PLAN 


ORDER STOCK NOW—PAY LATER! 


Also get details on B&D’s Window Contest— 
WIN $500! 


BUILDING Propucts MERCHANDISER 


—_—_—— 
a—_mmamweamwe= = 
™ 


20 homes are 
aching 17 out of = with— | 


SOO m) 2 


A Family Gift Cen 
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ony $44.95 


Your customers save 


$5.45 


The ideal gift forthe “ man who likes to build things 
and to keep hishomein “? repair. Includes new B&D yy" 
Utility Drill, geared chuck & key, B&D Saw Attachment 
with 5” blade, guard and rip fence, and 13 drill bits, in steel 
case. There’s a savings of $5.45 over the cost of items sepa- 
rately, and the entire kit is gift packaged to help you sell! 


prospects for 1 


~aR 


eaders ! . 
Digest | 


ter Promotion in t ost 


an aa of 


—_—_—_——— 


Find your nearest B&D Wholesaler in the Yellow Pages 


For full details, write Bob Davis, Dealer Service Director, 
Tue Brack & Decker Mra. Co., Dept. H310, Towson 4, Md, 


((])) Black & Decker 


Black ELECTRIC TOOLS 
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Sell BOTH big screen markets with one line of... 


Columbia-matie TENSION SCREENS 


Cost-conscious builders and today’s fast-growing mar- 
ket of do-it-yourself homeowners are your two big 
screen markets. And Columbia-matic Tension Screens 
give you a genuine opportunity to sell both markets 
more easily, more profitably. 


ine 
parented SP int 
Tenet wuts 
‘ Meuromaticall Fulltensth 


ne: A 
ree olds drum ve 


pie. 4i0n- 
ec 
xe pro gown from 


You sell frameless Columbia-matics with a minimum 
inventory. Your distributor will provide prompt, fast 
delivery on all standard Columbia-matic sizes, and any 
special-order size. You stock only what you need— 
yet sell a complete line. 


Columbia backs up your selling effort 
. . . builds consumer demand by con- 
sistent advertising in national magazines. 
Your customers know Columbia-matic 
Tension Screens are the finest on the 


market. 


Ask your distributor 
for Columbia-matics or write: 


THE COLUMBIA MILLS, Inc., Dept. AL-10, Syracuse 1, N. Y. 
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quality 
constancy 


through rd mex .. the amazing 
@ interior finish 


q u a I i ty that replasters 


YX control 


as it paints! 


the same Sart 
yesterday, today, 


and tomorrow... 


1: ‘must poss b 

ists for packaging. 
They constantly test for color, consistency ard 
ness and adhesiveness. Even the raw materialt®> 
used in Dramex are analyzed before they enter 





our plants to make sure they meet the rigid 
specifications that we have established. 


QUALITY CONTROL PROTECTS YOU! 
When you recommend Dramex for covering 
cracked plaster and finishing wallboard, you 
know you recommend the best. The Dramex in 
every package has been approved by our 
laboratories. Dramex does it and does it right! 








This consistent and comprehensive national advertising program reaches 
compre hen sive all potential Dramex customers. It reaches all your customers. 


. ' sk LIFE «LIVING FOR YOUNG HOMEMAKERS 
national advertising PARADE «+ BETTER HOMES & GARDENS 
AMERICAN WEEKLY + WOMAN'S DAY 

creates consumer FAMILY WEEKLY + SUNSET MAGAZINE 


demand Order DRAMEX— Display DRAMEX! svoiloble in 12 decorator 
shades and white. In Regular and Ready-Mixed form. 


TPES 


THE REARDON COMPANY 


ST. LOUIS «+ LOS ANGELES © KEARNY, NEW JERSEY 
CHICAGO «+ MONTREAL, QUEBEC 


By the makers of BONDEX—the original cement paint. 
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troduced) Ruberoid Lok-Tabs have the biggest 
home roofing success story in 20 years. We 
planned it that way by designing a roof shingle 
with so many extra sales features that it couldn't 
help but go to the top. Lok-Tabs are leading the 


roof shingle sales parade: 
square-tab design with proven wind protection 
(Lok-Tabs’ 


in place even in hurricane winds). 


BECAUSE — Lok-Tabs are easily the most 


beautiful roof shingle for any home (new deco- 


only Lok-Tabs combine popular 


“hidden lock” holds each shingle tab 


pe Pap today are the fastest selling 
roof shingle to have hit the 
market in years, That’s a fact. In ev 
area from Maine to Texas, ad 


sales and ofits with 
the talk of idea tek-Tabs ae 


RUBEROID LOK-TAB SALES... 


the Biggest Home Roofing News of the year: 


After only 12 months (since they were first in- 


rator colors, modern texturing and built-in shad- 
owlines add up to a new concept in roof beauty). 


BECAUSE — Lok-Tabs lay faster, easier and 
more economically (Lok-Tabs have fewer shin- 
gles per square, require fewer nails and are easier 
to align). 

BECAUSE — 1 ok-Tabs are available in all areas 
at the same cost as regular strip shingles 

See your Ruberoid representative today. Join the 
thousands of dealers who are making Lok-Tabs 


the biggest sales and profit news in home roofing 
in years. 


The RUBEROID Co. 


ASPHALT AND ASBESTOS BUILDING MATERIALS 
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Greater Strength, Uniform Thickness and Color 


help you sell more 


ILON 


THE FIRST FIBERGLAS AND NYLON 


REINFORCED PLASTIC PANELS EVER PRODUCED 


STRONGER, MORE UNIFORM By 
adding nylon strands FILON is by far 
superior in strength and uniformity to 
any comparable material. 


UNIQUE PRODUCTION METHOD 
FILON is produced by a fully automatic 
electronically controlled process, in the 
world’s largest and most modern plant 
in its field. 


CONTINUOUS LENGTHS FILON 
is produced in all standard sizes as well as 
any length panels, limited only by con- 
venience of handling. 


LOWER PRICES Every FILONdealer 
is in a position to meet all competition, 
attract volume sales at greater profits. 


MORE COLORS FILON offers 20 
beautiful colors to meet all require- 
ments. Leading architects acclaim 
FILON’S colors the best in the field. 


MORE SALES Aggressive national 
and local advertising plus effective 
“point-of-sale” materials create more 
sales for each dealer in his own area. 


Write or Wire Today 


for name of distributor near you with 
complete stock and prompt service. 


FILON PLASTICS CORP, 


The world's largest plant in its field 
2051 E. Maple Ave., El Segundo, California 
270 Park Ave., New York 17, New York 
228 North La Salle Street, Chicago 1, Illinois 


Unlimited Uses 
for the 
Do-It-Yourself, 
Residential 
and Industrial 
Markets 


For patios 
porches, lanais 


For awnings, 


For carports, 
canopies, partitions 


fences, greenhouses 


For industrial 
skylights & sidelights 
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“No chips with L-0-F” 


says BERNARD YORK 
of YORK HARDWARE, 
WALLINGFORD, CONN. 


Mr. York has just finished running several test-cuts on four well- 


known brands of single-strength window glass. Each piece was 


marked A,B,C or D. Mr. York was not told which brand was which 


until after he had selected the one that was easiest to cut. 


He picked “D” every time. “D” was L’O-F, 28 
out of the 30 dealers who took this “Blindfold 
Test” picked L’O-F! 

“This L‘O'-F Window Glass cuts true and 
smooth and breaks clean and easy,” said Mr. 
York. “No chips. You don't have to knock off 
little chunks that hang on.” 

L‘O’F Window Glass is easier to cut into big 
pieces or little pieces. It's easier to cut into 
angled or curved pieces. You can even cut off 
narrow strips with a light, easy stroke. 

L‘O-F cuts easier because it is annealed more 
slowly, more patiently. That makes it less 
brittle and more “even” in structure—so it’s a 


safer buy for your customers, too. 


L 
OF 


Try the “Blindfold Test” Yourself! 


Cut L-O-F first, last, or in between the other 
brands. Run any kind of a cut you want. You'll 
see why you have fewer bad cuts, less waste 
and more profit with L-O-F. 

Call your nearest L-O-F Distributor. These 
local businessmen are listed under “Glass” in 
the yellow pages of phone books in many prin- 
cipal cities throughout the country. And send 
for your free booklet—'For Greater Profits in 
Window Glass”. 

Write Libbey-Owens-Ford Glass Company, 
608 Madison Ave., Toledo 3, Ohio. 
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LIBBEY: OWENS-FORD the easy-to-cut WINDOW GLASS 
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N () V V...for a bigger share of the 


home improvement market...this great 


Johns-Manville flooring combination 


Buitpinc Propucts MERCHANDISER 


64 Johns-Manville Terraflex® 
Vinyl-Asbestos Tile 


(1/16" thickness) 


... the floor tile that offers the long-time beauty and 
easy care every homeowner wants. Made of vinyl 
plastic and asbestos, Terraflex maintains its surface 


sheen and clear, marbleized colovs for years . . 
it costs no more than ordinary floor covering. 


= New Johns-Manville 


Terraflex Adhesive 
(Brush-on Type) 


. yet 


And... for the easiest installation ever... 
Terraflex can be cut to fit with scissors. 














.. . brushes on as easily as paint . . . practically 


colorless . . 


. eliminates troweling . . . lets your 


customers apply Terraflex tile easier and faster than 


ever .. 


: the new Johns-Manville flooring sales 
combination that can build greater volume and 
profits—J-M Terraflex tile and the new J-M 
Terraflex adhesive that your customers simply 
apply with a brush. 

These two nationally advertised Johns- 
Manville products offer a complete new avenue 
of related sales volume. You can offer your 


. on concrete above or below grade... on 
practically any type of floor or wall surface. 


customers the ideal combination of the finest 
in flooring . . . Terraflex Vinyl-Asbestos tile. . . 
and the time- and labor-saving advantages of 
the newest in adhesives... Terraflex adhesive. 

For complete information about Terraflex 
adhesive (brush-on type) and Terraflex tile, 
write Johns-Manville, Box 158, New York, 
New York. 


JM Johns-Manville 
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| P NEW PROFIT PRODUCTS 
» «+more money for you! 


QUICK SALES FOR DO-IT-YOURSELF customers! 








STANSTRIP. SS* 


Protects overhead garage 


Drarlire .£%%. 


fastest selling weatherstrip 









for doors : doors—PROVED BEST SELLER 
° gd : ptm rubber compound to ab 


* Seals out dust and dirt. 
* Protects door bo 


4 ie) oh 2 
y y NATIONALLY Easily installed. 


ttom from rotting, 






| gy __. SDVERTISED Nationally adverti 
‘ol V4 yi ws PRICE RETAIL PRICE $2.95 pan ag 
. 2 2.49 YOUR MARKUP. 
Y Sh YOUR MARKUP P—66% 
LM | 66% 


: : GET Your 
Guaranteed customer satisfaction | FREE vispiay 


¢ Aluminum strips with new rubber-locked FREE 
wool pile. SELLING 
FOLDERS 





® Seals doors against drafts and dust. 


¢ Pays for itself. Cuts fuel cost. Keeps cold 
out. Keeps heat in. 


® Quality product: Made right, priced right and 
packaged right for quick sales. 


SALES IMPACT COUNTER 
DISPLAY FURNISHED FREE i 

















*Trademork te 








BUILDING PRODUCTS DIVISION, LEXINGTON, KENTUCKY 
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BUILDING PropucTs MERCHANDISER 


Best builders 
in the Business 
are 


jill 


| 


Levitt & Sons, Inc., Pennsylvania. world’s Largest 
City Builders. Illustrated; Accordofold used in master bedroom, 
Two 4’ pairs covering 16’ area. Note ceiling to floor installation, 


Sold on ACCORDOFOLD 


FOLDING DOORS & ROOM DIVIDERS 


Here’s why Accordofold is your best buy 


21 stock sizes supply 95% of all needs. 6 decorator colors 
harmonize with 95% of all color schemes. 4” stack front to back 
assures flush fit. Exclusive nylon linkage assures uniformity 

of folds. When used in new construction, Accordofold 
eliminates the need for any furring, trim or additional hardware. 
The average closet closure, room divider or door is hung 

in 7 to 10 minutes. Accordofold gives more space because 
wasted door space becomes usable floor space. Makes any home 
more modern, more livable, more salable at a better price. 


Top quality, wide use, low price! Durable washable Viny] 
cover. Can be repainted with rubberized base paint. 

Solid core body. Precision-made hardware guarantees years 
of trouble-free service. No wonder best builders in the 
business are Sold on Accordofold! 


They’re sold on Bamboofold too! 


Ventilated closures or room dividers. Special imported 
polished bamboo gives furniture-like finish. Constructed 
with American hardware. True accordion action. Easy 
to install. Laboratory tested. Variety of colors and sizes. 
New: Bamboofold birch doors in 10 low cost, widely 
adaptable stock sizes. 


Write us today for complete Accordofold and Bam- 
boofold Specifications. Please Address Dept. 58. 


DESIRABLE TERRITORIES AVAILABLE 
TO FRANCHISED DEALERS & DISTRIBUTORS 


AMERICAN BAMBOO CORPORATION 
171-04 Jamaica Avenue, Jamaica 32, N.Y. 


B43 


Jones-Frederick Norwood Project, Florida. 
Itlustrated: Free hanging Accordofold, with left and right 
handles, affords accessibility to closet from either side, 


il] : 
> ‘ 
| | ie 
| 


Cinderella Homes, New Jersey. j\iustrated: Accor- 
dofold's space-saving advantages in crowded corner of living room. 
































red 


Castle Construction Co., Ltd., Ontario, Can. 
iNustrated: Accordofold used as room divider separating kitchen 
unit from dining or living area 
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Northern Woods have been recognized for high quality and dependable performance ior 
over half a century. Today the mills of the Northern region are better prepared than ever 
to serve you with well-manufactured, accurately graded lumber and lumber products of 
these quality hardwoods. Consult the firms on this page for your requirements in Northern 
Woods. 


*+), W. Wells Lumber Co, . . . . « Menominee, Mich, 


Hard Maple and Oak Flooring. Strip, Herringbone, Block patterns. 
Custom kiln drying. Upper mates Bast Maple and Birch lumber, 
rough. 


“Edward Hines LumberGo. . . . we 


Chicago, Ill. 
Mill at Bergland, Michigan 
Sales Office—77 W. Washington St.—Chicage 2 
Hardwoods, Hemlock and White Pine. Planing Mill and Dry Kilns. 


Cadillac-Soo Lumber Co, . . . . Sault Ste. Marle, Mick. 


Northern Hardwoods, Hard Maple a cialty. Hemlock, White Pine. 
Modern Dry Kilns. Facilities for Suria . Resawing, etc. 


“Copeland LumberCo, . . « » « + + « Ghleago, Il, 


Mills — Marquette and Cusino, Michigan 
Sales Olfice — CHICAGO — 135 &. La Salle St. 
Hardwoods, White Pine and Hemlock. 


*tHoll Hardwood Go. . 1. « Oconto, Wis. 


Maple, Birch, Beech, Oak Fi Stri Resenbted Bosh, Henten- 
"bene. beseeeue Mooring. Sui, Ae Duty Fleoring. 


tMember Maple Flooring Mfrs. Assn. 


“Kimberly-Clark of Michigan, Inc. . . 


Mills at Marenisco, Mich. 


Northern Hardwoods, White Pine. 
Modern Dry Kilns. Expert Millwork. 


Sauce Neenah, Wis. 


“Goodman Lumber Company . . . . . Goodman, Wis. 


Northern Hardwoods, Hemlock. White Pine, Bassweed, Hardwood 
Dimension. Planing Mill. Dry Kilns. Rotary Cut Veneers. 


“Michigan Pole & Tie Co, . . . . . Newberry, Mich, 


Northern Hardwood Lumber, Old Faithful Hemlock. NORTHERN 
WHITE PINE, NORWAY PINE and Piling. Excellent Transit Mill- 
working Facilities. 


“Roddis Plywood Corporation . Marshfield & Park Falls, Wis. 


Reddis Lumber & Veneer Co. of Mich. . lronweood, Mich. 


Roddis Lbr. & Veneer Co., Lid...... Sault Ste. Marie, Ontarie, Cen. 
Complete stack N. Hdwds.. Hemlock, W. Pine, Cedar Pred. Maple, 
Birch. Fig. Hdwd. Ven'r'd Doors. Piywd. Modern Dry Kiln facili 


lroawood, Mich. 


veed Witeding. 


*Member Northern Hemlock & Hardwood Mfrs. Assn. 
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Get more of the high markup paneling business 
with this 3-minute PLANKWELD demonstration! 


Easy-to-put-up, high-profit Plankweld 
paneling practically sells itse/f... 


when you show 'em how fo do it! 


1. “Show them these 7 beauti- 2. “Let them watch you put it up 
ful woods... . all pre-finished at over an old wall or directly on studs, 
the factory. Your customers can have Clips go into the groove. . .nails hold 
a finished wall in a few hours, and clips in place...next panel hides 
you can show ‘em how!” 


clips. What could be simpler!’ 


3. “Let them feel that Plank- 
weld finish . . . nothing can match 
it! 14 separate steps give a fine hand- 
rubbed look—no staining, no sealing, 
no waxing for the customer!” 


5. “And wait till you tell them 
the cost! Real wood beauty for as 
little as $60 for a 12’ x 8’ wall! Get 
ready to write another order for 
high-profit Plankweld |’ 


4. “Show the ladies how easily 
Plankweld cleans. ..a whisk with 
a damp cloth and it's clean! An oc 
casional waxing keeps Plankweld 
like new indefinitely!” 


6. “And don’t forget the Plank- 
weld guarantee .. . this lifetime 
guarantee by the world’s largest 
plywood organization is the final 
sales clincher!” 


United States Plywood Corporation 
Weldwood Building, 55 West 44th St., 
New York, N. Y. 


’ RUSH ME free plans for Plankweld demonstrator, 


3-minute sales script, and full details on high-profit 
\ Weldwood Plankweld. 


WELDWOOD PLANKWELD' svi 


ADDRESS 


Send coupon now for free easy-to-build demonstrator plans .. . free 
step-by-step 3-minute sales script . . . full details on Plankweld! 


AL-10-55 


The best known name in Plywood 


tREG. AND PATENTED . CITY 
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Farm Journal to Continue 
Farm Building Contest 


The nationwide $10,000 farm 
building improvement contest 
launched by the National Lumber 
Manufacturers Association and 
Country Gentleman (Better Farm- 
ing) magazine is being continued 
by the association and Farm Jour- 
nal magazine. Farm Journal re- 
cently acquired Country Gentle- 
man from Curtis Publishing Co. 
The contest was announced in the 
September issue of Farm Journal. 

The same rules laid down when 
Country Gentleman sponsored the 
contest will continue. Forty-eight 





with WINTON 


in the picture... 





( ASK YOUR WINTON MAN 
MINNESOTA 
Lovis F. Huett!...3100 W. Lake St. 


Minneapolis 
Fred Cool.....3100 West Lake 51. 
R. C. Nelson. 


Minneapolis 

. 3100 W. Lake St 

Minneapolis 

R. E. Somers... .3100 W. Lake St 

Minneapolis 
WISCONSIN 

Box 32, Wauwatosa 

2542 No. Richards 


Milwaukee 


W. €. Lenz 
4. A. Westrup 


IOWA 
R. W. Hamilton. Box 376, Mason City 
Mike Morrissey P.O. Box 213 


Waterloo 
Denald Olson. . P.O. Box 523 


Davenport 
ILLINOIS 


4554 N. Broadway 

Chicago 
teRoy Andrews... .Box 27, Normal 
w. A. Oliver. ..Box 202, Rockford 

INDIANA 
4. P, Gallagher. Box 627, Hammond 
On10 

4. M. Ellison. 316 Marion Building 
C. 0. Hess... Box 5001, Columbus 
7. 4. Gardner P.O. Box 66 


Cincinnati 
MICHIGAN 
4. V. Sharkey. .Box 4721, Redford 


a Station, Seren } 


36 


H. H. Grace 
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cash prizes will be awarded for 
those farm building improvement 
projects judged the best from the 
standpoint of originality in design, 
ease of construction, most for the 
money spent, efficiency and labor 
saving in use, and increased pro- 
ductivity and profits from its use. 
For the purposes of the contest, a 
farm building improvement means 
a remodeling, modernization, reno- 
vation, alteration, addition, re- 
arrangement, new construction or 
new building intended for produc- 
tion purposes on a farm or ranch. 

There will be a total of $10,000 
in prizes, to be awarded in two 
classes — class “A” for projects 


66 years 
of experience 


QUALITY and SERVICE 


We've spent 66 years learning what dealers 
want and expect from their lumber source 
and every man in the WINTON organiza- 
tion is trained to perform his job in terms 
of customer satisfaction. That starts with 
quality in the product and goes right down 
the line to delivery on time when you need 
it. Give us a chance to prove it. Ask the 
WINTON man. 


WINTON LUMBER SALES CO. 


3100 West Lake St., Minneapolis 16, Minnesota 


Distributors of all types 
and grades of West 
Coast Woods, including 
the finest WHITE SPRUCE 

PINE - 
CEDAR and REDWOOD. 


7 
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that use up to $500 worth of lum- 
ber or other wood products, ciass 
“B” for projects that use more 
than $500 worth. In each of the 
two classes there will be a grand 
prize of $1500, with a 2nd prize of 
$750, 3rd prize of $500, 4th prize 
of $250 and 20 prizes of $100 each. 

To be eligible, a farm building 
improvement project must have 
been started this year and must be 
completed before November 1, 
1955. 


N. Pacific Building 
1,000 Special Lumber Cars 


An appreciable increase in the 
availability of freight cars has the 
northern California lumber in- 
dustry breathing easier over relax- 
ation of the only possible threat 
to a market prosperity which, al- 
most without interruption, has been 
booming ahead to new records 
since the first of the year. 

Industry spokesmen agree that 
demand will continue to exceed 
car supply for some time to come 
but all were cheered by the state- 
ment recently made in Oregon by 
R. 8. Macfarlane, president of the 
Northern Pacific, that the N.P. 
has completed construction of 300 
special all-steel boxcars of a lot 
of 500 scheduled for 1955. 

The new cars are equipped with 
double doors so that plywood and 
lumber can be loaded with fork 
lift trucks. An additional 500 of 
these cars wil! be made next year, 
Macfarlane reports. 


Charge Lumber Concerns 
Violated Anti-Trust Laws 


Five Pacific Coast lumber com- 
panies have been charged by the 
government with having violated 
anti-trust laws by restricting the 
foreign export of logs from Eu- 
reka, Calif. 

Named as defendants in 
anti-trust action are The 
Lumber Co. and the Hammond 
Lumber Co. of San Francisco; 
Coast Pacific Lumber Co. of Port- 
land; C, T. Takashashi & Co., Inc., 
Seattle; and Joseph R. Maginis, 
doing business as Fairhaven For- 
est Products Co. at Fairhaven. 

The companies are accused of 
having refused to make their 
docks on Humboldt Bay available to 
ocean going vessels or use in load- 
ing the export logs. 

This refusal, according to the 
charge, came after the port of 
Eureka was improved in 1953 by 
the Army Engineers at a cost of 
$1,000,000 at which time, it is al- 
leged, the lumber companies made 
assurances their docks would be 
available to the public on a com- 
mon basis. 


the 
Pacific 
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DRILL-SAW KITS 


vertised in Saturday Eve- 
se Post, Good Housekeeping. 
Cummins has the top kit val- 
ues! Model 3052, above, has 35 
pieces in handsome cabinet- 
style case. Attachments to 
Drill, Sand, Saw, Grind, Buff, 
Polish, Only $39.95. Other 
models from $24.95 to $49.95. 





Cummins. MAXAWS 


rtised in Saturday Eve- 
aan. Good Housekeeping. 
Finest home power saw you 
can sell! MAX AW 717, above, 
builds everything from book- 
cases to complete houses. Has 
exclusive magic> pivot makes 
all cuts in 2” dressed lumber 
with blade to spare. $49.95. 
Others $59.95 and $69.95. 


Propucts 


us IS 


Cummins. 


with 37% % 





M ERCHANDISER 


*« 


profit for YOU! 


ONLY Cummins Power Tools 
pay retailers 374% —highest in 
the power tools field. And with 
the biggest gift buying season 
in history coming up, this famous 
high-paying line can really play 
Santa Claus to your profits. 


With Cummins, you get power- 
ful selling helps—a hard-hitting 
advertising campaign in your 
local newspaper — big free 
merchandising kit — dramatic 
national magazine ads reaching 
some 40 million people. 


Just a low-cost order gets you 
in on the profitable Cummins 
program. Act now! Contact your 
Cummins Jobber — or rush 
Coupon below. 


FREE! 


Merchandising Kit! 


Includes spectacular new 4-color 
mobile-type counter display, 
above, for 56-Piece Do-It-Your- 
self Workshop; Metal Pegboard 
Display Stand, Banners, Counter 
Displays, Store Handouts 


Cummins Portable Tools 
MADE BY 


MANUFACTURING CO 


5055 N. Lydell, Milwaukee 17, Wis 
in Conada, 334 Lauder Ave., Toronto 10 


Nationally Advertised Cammnins Tools Gift Shoppers Will Be Asking For! 
4. 


3 That Work and Sell Together 


Advertised in Popular Science, 
j Popular Mechanics, Saturday 
a Evening Post. TWO BY FOUR 
Drill-Saw Attachment runs by 
any Cummins geared chuck 
pistol-grip drill. Cuts full 2” 
dressed lumber; 1-11/16” at 90 
degrees, 1.3/8" at 45 degrees. 
Terrific Value! Only $14.95, 


x 


Cummins Model 304 ¥," 
geared chuck drill. Has 
famous Perm-Align shock- 
proof gears. Only $24.95. 
Other Cummins Drills 
from $19.95 to $34.95. 


TWO BY FOUR 
Drill-Saw Attach. 
ment runs new 
Model 624 Saw Table. 
Has PA RA-LOCK 
Rip Fence Guide. 
Table surface 
14-3/4" x 16-1/2", Ex. 
pandable to 24” x 24”. 
Only $12.95, including 
Miter Gauge. 


Do-It-Yourself 
Workshop 


Featured in ads in 
peur local newspaper, 

*LUS Saturday Eve. 
ning Post, Better 
Homes & Gardens, 
Boys Life, Inside 
Detective, Front Page 
Detective, 

A complete home 
nage: Shop at a new 
ow money-saving 
price. Includes Saw 
Table with PARA- 
LOCK Rip Fence 
Guide—makes al] cuts 
in 1” lumber; Vertical 
Drill Press; Cummins 
geared chuck Drill] 
and all attachments 
to drill, saw, sand, 
grind, buff, polish, are 
contained in Cummins 
Portable Kit. Only 
$49.95 complete. 


Don't Delay! Order Today! 


© 1953 .0.M.C. 


RUSH COUPON NOw! 


JOHN OSTER MANUFACTURING CO., Dept. CPT 
5055 N. Lydeil Ave., Milwaukee 17, Wis. 


Gentlemen: Please rush full details on how I can 
increase my Fall-Christmas profits for just a low- 
cost Cummins Power Tools order. 





Name 
Address 
City 
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You've got a whale of a lot of 


SALESPONER An gd” pot ot a PONDEROSA PINE 
with — 


LINE 


GUARANTEED - QUALITY FLEXIBLE PLASTIC PIPE 





one of 10 woods from the 


WESIER \ Y NE region 


Straight, close and uniform-grained, lightweight, light- 
colored, workable, nailable, paintable, Ponderosa Pine 
is the pick o’ the pines! Suited for all residential and light 
construction use — for fine paneling, woodwork, windows 
and doors — for furniture and specialty cuttings. 


Ponderosa Pine comes in 3 select, 5 common, 4 dimen- 
sion, 4 factory grades. You can order it in straight or 
mixed cars—together with the other woods of the 
Western Pine region—from most Western Pine Associa- 
YOU COMMAND tion member mills! 
the strongest backing 
in the plastic pipe business 
from the day you become a . IDAHO WHITE PINE 
CRESLINE distributor or dealer. the Western Pines PONDEROSA PINE 
Never a qualm about product quality — SUGAR PINE 
not when you sell CRESLINE! It’s made of 100% 
virgin materials, with every single coil pressure 
tested, every single foot measured and marked LARCH 
(and every 10-foot length as well). No doubt about DOUGLAS FIR 
deliveries either — because every order you place . WHITE FIR 
for CRESLINE plastic pipe is on its way within 24 th A t d W d ENGELMANN SPRUCE 
hours! Add the fact that CRESLINE is backed by a c $S0CIa C 00 S INCENSE CEDAR 
RED CEDAR 
LODGEPOLE PINE 


written guarantee, and it’s easy to see why you've 
“got it made”... when you make the CRESLINE list 
your one pipe-buying guide! 

Write for the profitable proof now. 


et the facts 
MADE TO SPECIFICATIONS OF THE THERMOPLASTIC PIPE : a . ONDER CA PINE 
DIVISION OF THE SOCIETY OF THE PLASTICS INDUSTRY Oo aay yee et 
_ Write for the FREE illustrated booklet to 


CRESCENT PLASTICS, INC. - WESTERN PINE ASSOCIATION 


“ap” is @ Registered Trademark 


Dept. L-5, 955 Diamond Ave. . Evansville 7, Ind. of the Western Pine Association Yeon Bidg., Portland 4, Oregon 
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. Newspaper mat on better-looking fence. 


. Newspaper mat stressing more economical fence. 


3. Newspaper mat explaining the extra-long life of pressure- 


creosoted posts. 

. Newspaper mat on fence post replacements 

. Newspaper mat on good fence construction with pressure- 
creosoted posts. 

. A Boring Tale—folder telling the adventure of Terrence the 
Terrible Termite and unprotected wood. 


. Fences That Pay tells the farmer why he'll save money with 
pressure-creosoted fence posts. 


. Fence Planning Saves explains good fence layout. 


UNITED 


SF a Te 2 





Agricultural Extension Section 
United States Steel Corporation 

525 William Penn Place, Room 4794 
Pittsburgh 30, Pa 


] Please send me complete details on the United States 
Steel free merchandising program 

] | am interested in pressure-creosoted post, pole and 
lumber dealership 


Name 
Address 


City 


STEEL 
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make your 


name known 
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Some advertisers use skywriting planes to There is timely, worthwhile information 


impress the public with their name. But, un- 
less you’re in a big, densely populated area, 
skywriting costs a lot for its short exposure. 
There’s a longer-lasting way to put your name 
before the public—inexpensively. 


Try using HOME Maintenance & Improve- 
ment magazine, sent quarterly to your con- 
sumer trade. Over 1600 lumber dealers have 
found that sending this helpful magazine to 
their 400,000 customers and prospects is a 
profitable promotion—because HOME makes 
it easier for the consumer to buy. 


HOME Maintenance & Improvement is a 
full-sized, national consumer magazine, with 
full color cover bearing your name, address, 
phone number and sales message. We mail it 
to your customer and prospect list — live 
names, not just occupants or boxholders. 
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for the homeowner in HOME. It is full of de- 
tailed photos and stories on home remodeling 
and repair, all referring to you, the local lum- 
ber dealer, as source of materials and infor- 
mation. Appeal is not only to the consumer 
who wants to do it himself, but to the man or 
woman who wants to do an intelligent job of 
buying a home improvement package from you. 


“And, if a suitable mailing list might be a 
problem for you, we are prepared to supply a 
prospect list for you at nominal cost—compiled 
from proved homeowners in your trading area 
—available for nearly every U. S. city and 
town of 5,000 population and over. 


We want to give you full information about 
this solution to your local advertising prob- 
lems. Just fill in the coupon below and mail. 





Service Manager, Room 2000S. 

HOME Maintenance & Improvement 

139 North Clark Street, Chicago 2, Illinois. 

FInancial 6-5380 

( ) Send us complete information, with no obliga- 
tion on HOME and its new homeowner mailing 
list service. 


( ) We already use HOME, but would like full de- 
tails on the new homeowner mailing list service. 


Business name 
Street 
City 


Your name___.__ 
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Always have a supply of sales lit- 
erature on hand. Full color folders, 
promotional material and sales aids 
are FREE to every recognized build- 
ing supply dealer. 


Be sure to tell new home planners 
about the BILCO Door. Remind them 
that supplementing the inside stair 
with direct access is the only way to 
have a useful, convenient and safe 
basement. 


Create interest and sales by setting 
up this “Silent Salesman” in your 
yard or showroom. A standard size 
A painted bright red comes equipped 
with attractive sign. Sold at a very 
special price or a money back 
guarantee. 


Follow these ABC’s and sell BILCO Doors in volume for new homes and to replace 
wood hatchways. Available immediately from wholesale distributors in most sections. 





The BILCO Co., Dept. GL, New Haven, Conn, 


; [ ) =) Gentlemen 
S| : me Ve [_] Please send samples of literature so we can order a supply 


til 
| Please send information on the display offer 


| 
| 
| 
AMERICA’S FINEST [EMRE : 
| 








BASEMENT DOOR l Company 


Sold only by Lumber and Building Supply Dealers. 
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Report from 


The Federal Reserve Bulletin 
for August carries an extensive 
story about the 1955 survey of 
customer finances and housing ar- 
rangements. According to this re- 
port, one-third more nonfarm fam- 
ilies owned their homes early in 
1955 than in early 1948. “The 
growth in home ownership reflects 
not only changes in family com- 
position and in income status, but 
also the continuing availability of 
mortgage financing on generally 
favorable terms.” It’s not surpris- 
ing that there’s an increase in the 
percentage of owner - occupied 
houses that are mortgaged and 
also in the average size of the 
mortgage debt. 


* * + 


What about the desire among 
consumers for larger or better 
houses? About 15% of home-own- 
ing families and twice that percent- 
age of renters are discontented 
with their present housing arrange- 
ments. Lack of enough space is the 
leading gripe. As a rule, renters 
have one less room than do house 
owners of similar age, income and 
family size; also less garage and 
storage space. Naturally a larger 
percentage of renters than owner- 
occupants feel cabin's, cribb’d and 
confined. Home-owning families of 
similar income are likely to have 
houses of similar dollar value re- 
gardless of the number of people 
in the families; and much the same 
is true of rent-paying families. 


*_ * + 


In many areas a family’s choice 
between owning and renting doesn’t 
turn so much upon available finan- 
cial arrangements or floor plans as 
upon the family preference for liv- 
ing in a house or an apartment. The 
desire to own a home is likely to be 
the top argument. Unfavorable 
location is also an important reason 
why many families decide to move. 
Most young married couples rent 
their first living quarters. Early in 
1955, four out of ten of these young 
couples were planning to buy or 
build within two years. Home- 
owners with small children are 
usually planning to buy or build a 
larger house or to make major addi- 
tions or repairs. 


42 


During the past seven years the 
number of home-owning families 
has increased from 18.6 million to 
24.9 million. The number of rent- 
ing families has risen from 16.9 
million to 18.2 million. Price and 
other financial factors have favored 
owning rather than renting. Since 
the removal of most rent controls 
in 1949, rents have increased rela- 
tively more than house values. The 
median value placed on their homes 
by owner-occupants in early '55 was 
25% higher than in early '49. In 
the same period the median rent 
of nonfarm families increased by 
some 35%. In early ’55 the per- 
centage of families planning to buy 
or build within two years was larg- 
er than the percentage reporting 
such plans in the three earlier sur- 
veys. 


+ + * 


Another factor supporting the 
new home market shows up as an 
error of the statisticians. Family 
formation, a year ago, was supposed 
to be at the annual rate of 600,000. 
Probably never was that low. It’s 
now said to be at about a 900,000 
rate. That in itself is pretty much 
of a market. All these Federal Re- 
serve items are important in a 
dealer’s sales plans; something he 
should be making or overhauling 
as this season draws toward a close. 
This naturally recalls the Building 
Products Exposition to be held in 
Cleveland, Ohio, by the National 
Retail Lumber Dealers Association, 
October 11 to 14. 


ee} 


An important feature of the ex- 
position is to be the clinic on “Cor- 
relating Advertising to Sales;” to 
be handled by famous authorities in 
sales publicity. Two sessions, to be 
conducted by staff members of the 
National Broadcasting Co., will deal 
with “Advertising Opportunities in 
Radio,” and “Advertising Oppor- 
tunities in TV”: two of the newer 
media that dealers are learning to 
use. A third session, “What Makes 
People Buy?” is to be handled by 
the research director of the Chicago 
Tribune. The fourth session will 
deal with case histories of a panel 


O< tober 3, 


WASHINGTON 


Stronger Market for Larger Homes . . . NRLDA 
Show Dealer ‘Must’ . . . FHA Upgrades Insulation 


of lumber dealers who are getting 
outstanding results from their ad- 
vertising. Tom Bright, building 
products manager of the Saturday 
Evening Post, will explain about 
correlating dealer sales promotion 
with national advertising. 
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Another important feature of the 
exposition will be a three-day farm 
clinic; to be based upon case histor- 
ies explaining promotional and ad- 
vertising techniques as reported by 
large and small dealers. Farm ex- 
perts will analyze farmers’ building 
needs and preferences and the type 
of service farmers want from deal- 
ers. Other clinics will deal with 
store layout and display; cost-cut- 
ting methods of handling materials ; 
mortgage money and consumer 
credit; and how to sell and assemble 
modern building parts. Looks like 
a merchandising university. A good 
education not to miss. 


+ + * 


A few changes have been an- 
nounced in minimum property re- 
quirements in FHA-financed homes. 
One is an upgrading of insulation 
rules; involving the reduction from 
60 to 55 BTU per square foot of 
floor area in calculated hourly heat 
loss; the establishment of maximum 
heat loss coefficients for walls, ceil- 
ings and floors; new requirements 
for perimeter insulation of floor 
slabs on ground; a limitation on 
loose fill insulation and the like. 


ee ee 


Minimum interior garage meas- 
urements have been increased; in 
length, from 19 to 20 feet, and the 
minimum width of a two-car garage 
from 17'6” to 184”; providing for 
the larger cars now being manu- 
factured. Some reductions in re- 
quirements have been made. If the 
owner agrees to install wall-to-wall 
carpet at his own expense, in either 
a new or an existing house, finished 
flooring is not required as a base 
for the carpeting. Plywood, soft- 
wood, hardwood, concrete slab or 
other hard surfaced material may 
be used. Also some other relaxa- 
tions in requirements have been 
made. R. Y. Kerr 
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in Price, Quality and Profits 
— for both Dealer and Builder! 


ese Differences All Ma 
CLOUD’S 


TEMPERED OAK FLOORING 


A Better Deal for You, Mr. Dealer! 


Watch your Building and Flooring Contractor 

accounts grow when you stock Lockwood! After 

your customers have worked with Cloud's 

Lockwood Oak Flooring, they'll come 

back for more for the next job. It's 

really tempered, kiln-dried and pre- 

cision-milled, Lockwood's features 

and design assure savings of up to 

35% in laying and finishing costs. 

And there's a grade for every 

@ Lockwood's delivery is direct 
need, each produced in accord- 
ance with NOFMA standards. to the dealer, cheaper to the dealer, within 


trucking orea, via Cloud's own fleet of giant vans, 


OAK FLOORING 
COMPANY 
Springfield Missouri 
-o #-4.3;7% 2 8 2. 2. 2 Bes. 8.8. Be 6.3. 2.4.5 s Re we 
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lights in Strand door optional 


HERE’S THE DOOR THAT GIVES YOU MORE! 
Strand Design Saves You Installation Time and Money 


This all-steel “beauty” is the quickest garage door of them all 
to install! Your installed cost is reduced by Strand’s quicker, 
easier installation, The one-piece door leaf saves assembly time 
at the job. Factory-assembled hardware (including new adjust- 
able track hangers) cuts installation time. No prime coat of 
paint is needed—another saving. 


Strand’s horizontal lines blend with today’s design. And— 
its beauty /as#s, because Strand Door is all-steel, galvannealed 
with a heavier, hot-dip zinc coat for rust protection (steel can't 
ever rot, shrink, sag, warp!). You give your owners modern 
beauty and lifetime durability—you do away with the ‘‘grief” 
and cost of complaints and call-backs. 


Huge volume, concentrated in only 3 sizes, makes Strand 
America’s biggest garage door value. Strand all-steel Garage 
Doors come in 9’ x 7’, 8’ x 7’, and 16’ x 7’ sizes. Easy to get ina 
hurry—through 150 distributors and thousands of dealers all 
over the country. 











FOR SINGLE AND DOUBLE GARAGE 


TRAND GARAGE DOORS ARE THE PRODUCT OF A 50-YEAR-OLD COMPANY. WHICH 
ALSO MAKES FENESTRA STEEL RESIDENCE CASEMENTS, PROJECTED WINDOWS 
WINDOWALLS. BASEMENT & UTILITY WINDOWS METAL TRIM. LINTELS METAL 
RESIDENTIAL SWING & SLIDING CLOSET DOORS. STOCK STEEL INDUSTRIAL AND 
INTERMEDIATE WINDOWS 


(For more data on advertised products {ill in coupon on page 132) 








5 NEW Features... 


@ New captive track provides added pro- 
tection—keeps roller enclosed 


New stainless steel, automotive-type “T” 
handle has larger grip, more strength, 
better looks. 


New Nylon rollers, for all single reced- 
ing doors, ensure silent operation 


New round-corner vision lites have con- 
tinuous auto-type rubber moulding 
(they're optional at added cost) 


New adjustable track hanger cuts instal- 
lation time 





A Book to Help You 


A 32-page book that will give you a 


lot of quick and easy garage “know- 
how." Contains 12 smart designs and 
sensible floor plans, how-to-build in- 
structions, material lists, driveway 
shet¢ hes, etc. 
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See 


ALABAMA 

BIRMINGHAM 

Contact Detroit Stee! Products Co., 

District Office & Warehouse, Birmingham 
MOBILE 

Underwood Builders Supply Co. 
MONTGOMERY 

Building Products, Inc. 
SHEFFIELD 

Southern Sash Sales and 

Supply Company 


ARIZONA 
PHOENIX 
Arizona Sash, Door & Glass Company 


Arizona Sash, Door & Gloss Company 


ARKANSAS 
UTTLE ROCK 
Fischer Lime & Cement 


CALIFORNIA 

FRESNO 

Building Materia! Distributors, Inc. 

Kendall-Addington Company 

Pacific Coast Aggregates, Inc. 
ELMHURST 

Pacific Coast Aggregates, Inc, 
EUREKA 

D. C. McDonald Company 
OAKLAND 

Pacific Coast Aggregates, Inc. 

Wholesale Building Supply 
SACRAMENTO 

Norco Dist. Company 

Pacific Coast Aggregates, Inc. 

Building Material Distributors 
SAN FRANCISCO 

Pacific Coast Aggregates, Inc. 
SAN JOSE 

Building Material Distributors, Inc. 

Pacific Coast Aggregates, Inc. 
STOCKTON 

Building Material Distributors, Inc. 

Pacific Coast Aggregates, Inc. 


COLORADO 
DENVER 


C. A. Crosta, Inc. 
GRAND JUNCTION 
The Biggs-Kurtz Company 
CONNECTICUT 
Contact Detroit Stee! Products Company 
District Office & Warehouse, New York 


DELAWARE 
DOVER 
Layton & Co. 
DISTRICT OF COLUMBIA 


WASHINGTON 
Central Building Supply, inc. 


FLORIDA 
JACKSONVILLE 
Huttig Sash & Door Company, Inc. 
MIAMI 
Contact Detroit Stee! Products Co., 
District Office & Warehouse, Miom 
GEORGIA 
ATLANTA 
Addison-Rudesal Company 
MACON 





ger & Company, Inc. 
SAVANNAH 


Neal-Blun Company 


IDAHO 

BOISE 

Morrison-Merrill & Company 
IDAHO FALLS 

Morrison- Merrill 
POCATELLO 

Morrison-Merrill & Company 
TWIN FALLS 

Morrison-Merrill & Company 


ILLINOIS 

CHICAGO 

Reserve Supply Coop. Corp. of Chicago 
DANVILLE 

Material & Fuel Co. 
E. ST. LOUIS 

Cahokia Lumbermen’s Supply 
PEORIA 

Lucas Sales Division 
SPRINGFIELD 

Material Supply Co. 


STRAND GARAGE DOOR DIVISION 


DETROIT STEEL PRODUCTS CO, 


DISTRICT OFFICES OF DETROIT STEEL PRODUCTS COMPANY 


Your 
INDIANA 
EVANSVILLE 


Indiana Wholesalers, inc. 
FORT WAYNE 

International Lumber & Supply Co, 
INDIANAPOLIS 

Building Materials Service Division of 

Capital Paper Company 

HAMMOND 

Standard Equipment & Supply Corp. 
NEW ALBANY 

Thorn Whol | 
SOUTH BEND 

E. R. Newland Company, Inc. 

OWA 

CEDAR RAPIDS 

Horper-Mcintire 
OTTUMWA 

Harper-Mcintire 


KANSAS 





Supply Company 


WICHITA 


Pioneer Building Company 


KENTUCKY 

LEXINGTON 

Reserve Building Supply, Inc. 
LOUISVILLE 

Thorne Wholesale Supply Co. 

New Albany, Ind. 
PADUCAH 

Paducah Sash & Door Company 


LOUISIANA 

ALEXANDRIA 

Davidson Sash & Door Company 
BATON ROUGE 

United Sash & Door Company 
LAFAYETTE 

Davidson Sash & Door Company 
LAKE CHARLES 

Davidson Sash & Door Company 
NEW ORLEANS 

Cole Manufacturing Company 


New Orleans Sash & Door Company, Inc. 


MAINE 


Contact Detroit Steel Products Company 
District Office & Warehouse, Boston 


MARYLAND 


BALTIMORE 
Central Building Supply, inc. 


MASSACHUSETTS 
Contact Detroit Stee! Products Company 
District Office & Warehouse, Boston 


MICHIGAN 

ALPENA 

Saginaw Sash & Door Co. 
CADILLAC 

Saginaw Sash & Door Co. 
DETROIT 

Strand Det 

Wimsatt Brothers 

Garage Door Mart 
GRAND RAPIDS 

Acme Door & Awning Co. 
KALAMAZOO 

Miller Sash & Door Company 
SAGINAW 

Saginaw Sash & Door Co. 


MINNESOTA 
Contact Chicago D, O. 


MISSISSIPPI 
JACKSON 


Fred Thrasher Co 
Jackson Sash & Door Company, inc. 
Lumbermen's Supply Company 


MISSOURI 

JOPLIN 

Southwestern Sash & Door Co. 
KANSAS CITY 

Martin Material Company 
ST. LOUIS 

Bidg. Products Supply 
SPRINGFIELD 

Farm & Home Supply Company 


MONTANA 


BILLINGS 
Building Specialties Company 


. 2244 E. Grand Bivd., Detroit 11, Mich. 


NEBRASKA 
HASTINGS 
Hansen Building Specialties, Inc. 


NEVADA 
RENO 
Flanagan Warehouse Company 
NEW HAMPSHIRE 


Contact Detroit Steel Products Company 
District Office & Warehouse, Boston 


NEW JERSEY 
ELIZABETH 
Bildisco 


NEW MEXICO 
ALBUQUERQUE 


New Mexico Company 


NEW YORK 
BROOKLYN 
Herb Heimus Hardware Corp. 
LONG ISLAND 
Empire Millwork Corporation, Northern & 
Willet Bt. Bivds, Corona 
Queen Door Co., South Ozone Park 
Ajay Overhead Doors, inc., 
New Hyde Park 
Royal Glass Works Corp. 
MOUNT VERNON 
Lanson Door Co. 
ROCHESTER 
Genessee Reserve Supply 


NORTH CAROLINA 
PAYETTEVILLE 
Binswanger & Company, Inc. 
GREENSBORO 
Bi ger & C 





pany, Inc, 


NORTH DAKOTA 


Contact Detroit Stee! Products Co, 
District Office, Chicago 


OHIO 

AKRON 

Cueni Construction Company 
CINCINNATI 

Acme Sash & Door Company 
CLEVELAND 

District Office, Cleveland 
COLUMBUS 

Morris Door Company 
MUNROE FALLS 

Cueni Construction Company 
TOLEDO 

Nixon-Peterson Lumber Co, 
WARREN 

Ohio Glass & Sales Company 


OKLAHOMA 
ENID 
Long-Bell Lumber Company 
OKLAHOMA CITY 
Long-Bell Lumber Company 


OREGON 


PORTLAND 
C. E. Sand Plywood Company 


PENNSYLVANIA 
BRADFORD 
A. Miller & Sons Lumber Co. 
PHILADELPHIA 
Contact Detroit Stee! Products Company 
District Office & Warehouse, Philadelphia 
PITTSBURGH 
Contact Detroit Steel Products Company 
District Office & Warehouse, Pittsburgh 
SHEFFIELD 
McMillen Builders Supply Co. 


RHODE ISLAND 


Contact Detroit Stee! Products Co, 
District Office, Boston, Mass. 


SOUTH CAROLINA 
COLUMBIA 
Binswanger & Company, Inc. 
PLORENCE 
Binswanger & Company, inc. 
GREENVILLE 
Binswanger & Company, Inc. 


Strand Garage Door Division 
Detroit Stee! Products Co. 
AL-10, 2244 £. Grond Bivd. 
Detroit 11, Mich. 


send 32-page booklet of 
Garage Pians and ideas 
10c for postage and handling. 1 


O) Please 


() Please send free 12-page booklet | 


Nearest Strand Jobber—Listed Below 


SOUTH DAKOTA 


Contact Detroit Steel Products Co. Dis- 
trict Office & Warehouse, St. Louis, Mo. 


TENNESSEE 
KNOXVILLE 
Wilson- W eesner- Wilkinson Company 


Fischer Lime & Cement Company 
NASHVILLE 
Nashville Sash & Door Company 


TEXAS 
AMARILLO 
Long-Bell Lumber Company 
USTIN 


Davidson Sash & Door Company 
CANADIAN 

Santa Fe Sash & Door Company 
DALLAS 

Huttig Sash & Door Company, Inc. 

Texas Sash & Door Co. 
&. PASO 

Booker-Walker Supply Company 
FORT WORTH 

Texas Sash & Door Company 

TON 


Houston Sash & Door Company 

George C. Vaughan & Sons 
LUBBOCK 

Lubbock Sash & Door Company 

NEDERLAND 

George C. Vaughan & Sons 
SAN ANTONIO 

George C. Vaughan & Sons 
SWEETWATER 

Sweetwater Sash & Door Company 
waco 

Stevens Sash & Door Company 


UTAH 
SALT LAKE CITY 
Morrison-Merrill & Company 
VERMONT 
Contact Detroit Stee! Products Company 
District Office & Warehouse, Boston 
VIRGINIA 
ISTOL 
Bristol Steel & Iron Works 
DANVILLE 
ai ger & C 








ad 7 
NORFOLK 

Eico Lumber Company, Inc. 

Swift Construction & Seonty Co. 
RICHMOND 

Bi & Company, Inc. 


ROANOKE 
Binswanger & Co 


WASHINGTON 
SEATTLE 


Paimer G. Lewis Co. 
SPOKANE 

Lumbermen's Supply Corporation 
WENATCHEE 

E. T. Pybus Company 
YAKIMA 

Aves Millwork Company, Inc. 


WEST VIRGINIA 


CHARLESTON 

Oscar F, Henry Co, 

West Virginia Stee! Corp. 
PARKERSBURG 

Parkersburg ice & Fuel 
WHEELING 

H. L. Seabright Co. 


WISCONSIN 
MILWAUKEE 


Jackson & Foster 


WYOMING 


Contact Strand Jobber in Denver, Colo- 
rado; Salt Lake City, Utah; or Billings, 
Montana 








CANADA 
LONDON 


George H. Belton Lumber Co., Ltd. 
SARNIA 

Belton Lumber Company, Ltd. 
TORONTO 

Ontario Lumber & Supply 
WINNIPEG 

Walter Wray, ltd. 











I'm enclosing 





Atlante, Ga. + Baltimore, Md «+ Birmingham, Ala. + Boston, Mass. « 
Cincinnati, Ohio « Cleveland, Ohio + Denver, Colo. « Detroit, Mich. « Houston, Texas 
los Angeles, Calif « Miami, Fie « New York City, N.Y + Philadelphia, Pa 
Pittsburgh, Pa. « San Francisco, Calif. « Seattle, Wosh. + St. Louis, Mo. +» Washington, 0.C 


showing how to modernize my garage 
Name 

Address _ 

City State 


| 
| 
| 
| 
| 
Chicago, Il | 
i 
| 
| 
Lt 
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EDITORIAL: Dealer-Tested Formula for Selling More New Homes 





What is the right step-by-step procedure in han- 
dling the family that is a good prospect for a new 
home? 


Here is the answer developed by a group of dealers 
in a recent management workshop sponsored by 
American Lumberman. 


Make them feel at home in your place of 
business. 


Make them feel that you recognize that this 
is the investment of their life and that they 
have come to a service-minded organization 
that will see them through to a satisfactory 
fulfillment of their dream. 


Assign them to one sales person who will 
handle everything for them. 


Find out if they have a lot—assure them you 
can take care of that problem, too (if they 
haven’t found a suitable lot). 


Explain why house price consideration should 
be left for later consideration but plant the 
feeling that if all things are equal they will 
do business with you. 


Determine size of family—name, number and 
age of boys and girls. 


Establish other equity than lot. Credit ref 
erence? 


Find out if they have a plan—if they don’t, 
get a suitable one. 


Explain all the problems of home building 
especially changes and extra costs during 
construction. Develop right attitudes. 


Find out if they have a contractor in mind. If 
they do not, assure them that you'll provide 
a competent one.* 


Find out what monthly payment they can af- 
ford. Base this on about 20% of their monthly 
income. Determine financing picture tenta- 
tively. 


Find out if they plan to do any work them- 
selves. Explain this potential realistically. 
(Possibly limited to less than a $1,000 and 
to be completed in a specific time.) 


Relate their thinking to houses you are famil- 
iar with—that you have supplied previously. 


Compliment them and assure them they have 
made the right preliminary decisions. 


Cal) their attention to the detailed services to 
come (see balance of this list) and secure 
preliminary service agreement and small 
earnest payment which will fence out compe- 
tition. 


Provide blueprints, specifications and contract 
forms. 


Arrive at cost of labor and supervisors and 
sub-contracts. 


Take off material list and arrive at what you 
must get from the job, adding 10% overall 
profit on labor and materials, plus 3% respon- 
sibility reserve (if you take full responsibili- 
ty), plus 3% commission to salesmen. 


Arrive at final financing. 


Bring your contractor into picture, selecting 
both loyal and competent one. 


Have owner and contractor sign contract 
simultaneously, obtaining contractor’s signa- 
ture to a separate form assigning proceeds of 
the contract to you for disbursement. (Alter- 
nate, provide that all disbursement checks are 
made jointly to you and the contractor.) 


Get equity money at time of signing of con- 
tract. Set up details with permanent financing 
agency. 

Inspect job during construction and disburse 
proceeds of the contract. 


Take out chopping block, flowers and gold 
plated keys when family moves into new home. 


Call back at least twice a year for needed 
service and sales. 


Under this plan you are not in the contracting 
business, you have no legal but a full moral re- 
sponsibility. 


Can you improve this list? Let us hear from you. 


"If the family has a favorite contractor, work with him to 
completion, trying to get as much control as possible. 
(Minimum control is an agreement to buy materials from 


you.) 


October 3, 1955, AMERICAN LUMBERMAN AND 








Ouly CHENEY Studs are 
Red End Wax Sealed! 


This REGISTERED TRADEMARK 
now protects you and 
your customers 





TRADEMARK REGISTERED 


WEY 
U.S. PATENT OFFICE Mt Oniginators of the eight foot stud 


\ RED END WAX SEALED 
i ANTI-STAIN TREATED 
PRECISION TRIMMED 

fs EASED EDGES 

fm WCLB GRADE MARKED 
fe ATTRACTIVE YARD PILES 


m PREMIUM QUALITY 


CHENEY Lumber Company 


General Sales Offices 424 Tacoma Building, Tacoma 2, Washington 
Telephone FUlton 2424 Teletype 024 





a —inslline jl 
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RENT TOO! S Hi 


Rental Tools Boost Store Traffic 


How a Milwaukee firm has built up its 
tool rental program to keep customers com- 
ing back 


Almost 30 pieces of tool rental equipment are 
available at the Steinman Lumber Co., Milwaukee. 
Tools currently available and their rental rates are: 


Minimum Charge 

4 Hours | Day 
V4 inch all purpose drill $ 40 $1.00 
Jig saw 2.00 3.50 
U 88 hand sander 2.00 3.50 
7" heavy duty saw 2.00 3.50 
Floor sanders 2.50 4.00 
Edger 1.50 2.00 
Wall steamer 2.50 3.00 
Staplers 25 25 


“The stapler is one of our most popular rental 
tools,” says George Ziem, “especially by the do-it 
yourself customers. It’s also a nice door opener to 
accessory sales. A surprising number of our staplers 
are sold as the result of our tool rental program.” 

Ziem says that wall steamers also bring in a lot of 
plus business. Good sales of accessory items are 
made with these steamers. The demand is so great 
that five rental steamers are kept in stock all the time. 

Steinman uses a tool rental bookkeeping system 
supplied by the manufacturer. This system lists the 
type of tool, its cost, rental rate; if sold, the date and 
sale price; also the date tool was rented and re 
turned; rental revenue, accessory sales; maintenance 
records and final recap on profit or loss from each 
tool. ia 

Steinman requires a $10 deposit for the more ex- 
pensive rental tools. This is manager Ziem’s cus- 
tomer-handling procedure: 

1. Be sure and have customers read their rental 
contract. (This absolves the firm from injuries 
sustained from the tool.) 

Find out approximately how long the tool will 
be in use. 

Make sure the renter knows how to use the ma- 
chine properly. 

Check the condition of the tool before renting 
it. 

Insist on customer identification before renting 
the tool. 


»* 


CLERK LARRY WHITLOW (fills 
out a rental form, which do-it- 
yourself customer must sign be 
fore the tool is released. 


MANAGER ZIEM maintains 
complete records covering rental 
receipts, sales of accessories and 
other factors bearing on net 
profits. 


Ziem says most of the tool rentals are the result 
of satisfied customers and word-of-mouth advertis- 
ing. He summarizes his program this way: keep your 
rental tools in good working order; charge reason- 
able rates; make sure your customers know how to 
use these tools before you rent them; keep accurate 
records of your rental business. 

If you do these things, Ziem asserts, you can have 
a tool rental program that will boost store traffic and 
sales of building materials at the same time. 


October 3, 1955, AMERICAN LUMBERMAN AND 











A LU-RE-CO HOUSE, a model WP 9-3 with a patio attached, will be seen 


by 20 million readers in the Show-House ads in two consumer magazines 


PN GS 
ee Pema, 


Show-House Promotion wii teu 
20 Million To See Their Local Lumber Dealer First 


One of the biggest single 
promotions ever staged for 
dealers combines the efforts 
of the NRLDA, the Lumber 


Dealers Research Council, 


10 leading manufacturers and 
the popular Show-House na- 
tional advertising. 


Probably the biggest single 
promotion package ever aimed at 
consumers for the benefit of retail 
lumber dealers will be kicked-off 
at the NRLDA exposition in Cleve- 
land, October 11-14. 

The promotion will integrate 10 
manufacturers, the NRLDA, the 
Lumber Dealers Research Council 
and all the nation’s lumber dealers 
in a vast effort to emphasize the 
importance of the dealers in home 
building and remodeling. 

Timed to coincide with the ex- 
PRODUCTS 


BUILDI MERCHANDISER 


position, the promotion will be 
based on publication of Show- 
House advertisements in the Oc- 
tober 8 issue of Saturday Evening 
Post and the November issue of 
Living for Young Homemakers. 
The two magazines have a com- 
bined consumer readership of more 
than 20 million. 


Lu-Re-Co House Is Featured 

The two-page, full-color Show- 
House advertisements in the con- 
sumer publications will feature 
a Lu-Re-Co house (WP 9-3, a 1955 
model). Panels in the ad will 
show the products of 10 leading 
manuficturers in-use in various 
parts of the house. The advertise- 
ment’s overall purpose will be to 
urge remodeling and new home 
prospects to consult their local 
lumber dealer first. 

To further acquaint dealers 
with how the Show-House promo- 
tion will help them, this issue of 
the American Lumberman con- 
tains a special advertising section 
on pages 51-63. 


According to Charles H. Albin 
and Jules R. Von Sternberg, orig- 
inators of the multi-sponsored ad- 
vertising plan called Show-House, 
here are the elements involved in 
the giant promotion: 


Preliminary Dealer Tie-In 

To allow dealers to effectively 
capitalize on the Show-House ad- 
vertisements, the NRLDA will 
send all dealers preprints of the 
ads to display in their showrooms. 
Dealers will have time to call at- 
tention to the ads in Post and Liv- 
ing in their own newspaper adver- 
tising. 

In addition, each of the manu- 
facturers included in the Show- 
House ads will make tie-in*.mer- 
chandising kits available to lum- 
ber dealers. Some firms will in- 
clude special displays. 

The companies to be featured in 
the ads are: Alsynite Co. of Amer- 
ica; American Cabinet Hardware 
Corp.; Philip Carey Mfg. Co.; 
Carr, Adams and Collier; the 
Formica Co.; Marsh Wall Prod- 
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Show-House 


Manufacturers’ 


*Here are the illustrations of the 10 manufacturers’ products 
that will be featured in the Show-House advertisement. 


Formica Co. 


Moe Light Div., Thomas Industries, Inc. Janitrol. 

















ucts, Inc.; Masonite Corp.; Moe 
Light Division of Thomas Indus- 
tries, Inc.; Janitrol Co. and Wood 
Conversion Co. 

All of the manufacturers fea- 
tured in the Show-House promo- 
tion will have display booths at 
the NRLDA exposition in Cleve- 
land. The booths will be especially 
identified as participants in Show- 
House. 


Drawing for a Thunderbird 


When dealers register for the 
exposition, they will see a new 
Ford Thunderbird automobile on 
display. Each dealer will receive 
a card to be stamped at the booths 
of the various manufacturers par- 
ticipating. Once the dealer has had 
his card stamped by all the manu- 
facturers involved, he can turn it 
in for the drawing and automatic- 
ally gets a chance to drive home in 
one of America’s finest sports cars. 

The lower right hand corner of 
the Show-House ad in the con- 
sumer publications will contain a 
coupon for consumer inquiries. 
The first item in the coupon will 
offer consumers a blue-plan of the 
Lu-Re-Co house pictured. When 
the consumers receive their blue- 
plan, they will also receive infor- 
mation referring them to their 
local lumber dealer if they are 
interested in obtaining additional 
information on the house. 


Manufacturers’ Literature Offer 


The coupon also will contain an 
offer for literature from the 10 
manufacturers. Leads for sales 
will be forwarded to lumber deal- 
ers through the manufacturers’ 
regular channels. 

Von Sternberg, Show-House co- 
owner, explains that the multiple- 
sponsored ads capitalize on the 
great American hobby of visiting 
new model houses. The ads, which 
were started in 195:;, always show 
a modern house in the main illus- 
tration. The four-color panels in 
the ads, which are based on vari- 
ous products that can be included 
in the house, take the reader on a 
“printed tour” of the house in the 
picture. 

Albin, Show-House managing 
director, points out that the ads 
have an extremely high reader- 
ship. In a recent issue of the 
Saturday Evening Post, all ten 
Show-House ad panels led all other 
home product advertisements in the 
number of readers per dollar of ad- 
vertising investment. 

Inquiries for literature generally 
run from 22,000 to 28,000 for each 
piece offered. “Requests for the 
house blue-plans and the literature 
offered in the ads come in steadily 
for at least 20 weeks after the ads 
are published,” says Albin. 
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-SHOW-HOUSE*;.us 20,000,000 readers 


\SEE YOUR LOCAL 
LUMBER DEALERY 


Most exciting 
lumber dealer promotion 
ever put together... 


spotlights local lumber dealer 


as the man to see 


for quality home products! 


YOU CAN 


WIN 
THIS DAZZLING “FORD 


THUNDERBIRD” 


At the NRLDA Building Products Exposition 
CLEVELAND — OCTOBER 11 to 14 


GET DETAILS FOR “FREE THUNDERBIRD” 
AT THESE EXHIBITS! 

Alsynite—Booth 258 Moe Light—Booth 272 
Amerock—Booth 305 — Philip Carey—Booth 215 
Bilt-Well—Booth 364 Weather-Proof 
Formica—Booth 207 Booth 202 
Marlite—Booth 203 Wood Conversion 
Masonite—Booth 205 Booth 332 


3UILDING PropucTs MERCHANDISER 


Millions will see 
this full color spread... 


October 8th issue of 
SATURDAY EVENING POST! 


November issue of 
LIVING FOR YOUNG 
HOMEMAKERS! 


MANUFACTURERS! 
26,500 inquiries asking for 
more product information 

were received from one 
issue of sHow-nouse alone! 

Put your products in 

SHOW-HOUSE promotions 
now being planned for 1956, 

Write for details today! 

CONTACT: 
CHARLES H. ALBIN, 
Managing Director 
SHOW-HOUSE 
555 Sth Ave., 


New York 17, N. Y. 


Telephone: OXford a. 


Bis Fall sHow-HOUSE editors 
will feature, in two of America’s 
greatest magazines, the latest 
trends and products in the home 
building and remodeling field! 
These sHow-HouseE full color 
spreads will feature the Lu-Re-Co 
model house shown above and 
the nationally famous products 
that go into it. Plans and 

product information will be 
available to all readers. 

Millions will be told by 
SHOW-HOUSE experts that the local 
lumber dealer is the best “one- 
stop” source for sound building 
advice and quality building 
products! 

That’s not all! In response to this 
big SHOW-HOUSE promotion, 

tens of thousands of consumer 
inquiries will be received... 

and these “hot leads” will be 
channeled to local lumber dealers 
by the manufacturers appearing 
in SHOW-HOUSE! 

Be sure to check with your local 
representative for the 
manufacturers of products selected 
by SHOW-HOUSE. See how you can 
cash-in on this terrific SHOW-HOUSE 
promotion! Be sure to... 


op. ITS 





(For more data on advertised products {ill in coupon on page 132) 








‘ts SHOW-HOUSE #* 








———_ 





.. EXTRA: 





BRINGING Alsyite 


CUSTOMERS TO vou! 


“sHow House” is a Customer creator. 
Especially the newest and most exciting 
of the series, appearing in colorful ad 
spreads in POST (Oct. 8) and LIVING 
(Nov.). 

“Show-House;’ which presents new 
design features and ideas, selected 
Alsynite translucent fiberglas panels for 
prominent display in such varied uses as 
a patio roof, a door, colorful screens and 
dividers. 

The ads aim 20 million prospects 
your way by telling them their building 
dealer is the man to see! Be sure you can 
cash in on this big promotion by selling 
genuine Alsynite. 


4 ALSYNITE COMPANY OF AMERICA 
DEPT. AL-103, SAN DIEGO 9, CALIF. 


me more information. 





I'd like to cash in on the “Show-House” by 
becoming an Alsynite dealer. Please send 














Um Fro nai 

“SN SHELTERS COMPANY 

Pantin A00Rt 5 

- CaPmonaD DooRs | om STATE 
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OISTRIBUTORS THROUGHOUT THE U.S. 
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The 10 manufacturers advertising in this 
“Show-House”’ section will also run con- 
sumer advertisements in the October 8 
issue of Saturday Evening Post and the 
November issue of Living forYoung 
Homemakers. Because the overall purpose 
of this huge promotion is to urge remodel- 
ing and new home prospects to consult 
their local lumber dealer first, it should 
benefit you to tie-in. Feature reprints, or 
references of these ads in your showroom 
or in your newspaper advertising. Contact 
the National Retail Lumber Dealers Asso- 
ciation for reprints. 


P: American Lumberman 
. 





+ 
This ““Show-House” promotion is timed 
to coincide with the National Retail Lum- 
ber Dealers Association exposition in 
Cleveland, Ohio, October 11-14. The 10 
manufacturers cooperating will each have 
a booth there, which will be especially 
identified as that of a ‘““Show-House”’ pro- 
motion participant. When at the Exposi- 
tion, visit the booths of these “Show- 
House”’ manufacturers and see how their 


tie-in merchandising is designed to chan- 

nel consumer inquiries to local lumber 

dealers. k 
American Lumberman 


e ioe 
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BILT-WELL Products 












ee Ss 
te 
It Pays to Stock, | 
Promote and Sell = 


The BILT-WELL Line « « « Complete 


Unit Windows, Casements, Awning Windows, Mul- 


BILT-WELL Products through dominant advertising in na- fiple-wee Cobinete, Overhead Garage Deer, Com- 


bination Doors, Storm & Screen Units, Basement 


tional consumer magazines. Our participation in the powerful Windows, Shutters, Exterior & Ierier Doors, Br- 


trances, Gable Sash, Louvers, Corner China Cabi- 


LU-RE-CO SHOW-HOUSE Promotion, which this month will nets, Mantels, Telephone Cabinets and Stair Parts. 


urge over half a million readers of Saturday Evening Post and 
Living magazines to patronize their local lumber dealer, is just Bl | i -“V\W ir L L 


one phase of our continuing effort to back you up as the logical 


Your customers and prospects are being constantly pre-sold on 


source of supply for building materials and to make the BILT- 
WELL brand the most popularly accepted in the country! 


BUILDING PropucTs MERCHANDISER (For more data on advertised products fill in coupon on page 132) 
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nay 

This youngster is healthier and more comfortable, be- air-conditioned house such as this, greatly slash cooling 
cause every outer wall, every ceiling of our house is costs. Balsam-Wool is made by the Wood Conversion 
Balsam-Wool insulated. Balsam-Wool can keep a house Company~—-which also makes Nu-Wood Tile used on 
up to 15° cooler in summer (which babies appreciate). our ceilings. Both are fine for either new or old houses. 
In winter, it curbs chilling drafts. Balsam-Wool can They're sold only by lumber dealers. See coupon. 
also cut winter fuel bills by as much as 30%, and in an WOOD CONVERSION COMPANY. 





We are showing YOU off 
in “SHOW-HOUSE” 


Here’s a black and white reproduction of ber issue of Living for Young Homemakers. 
our section in the big October full-color Read the text — see how it sells YOU as the 
“Show-House” spread that will reach source for Balsam-Wool and Nu-Wood. Then 
5,113,293 readers in the October 8 issue of get ready to tie in with the giant promo- 
The Saturday Evening Post and the Novem- tion that we and ‘“‘Show-House”’ are staging! 

















— og 
as featured in the POST and LIVING 
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and here’s how YOU can put 


the show on the road! 


You'll be mighty proud of your profit 
sheet if you tie in your local promo- 
tion of Balsam-Woo!]” and Nu-Wood® 
with the big “Show-House” promo- 
tion. That’s because the ‘‘Show- 
House’”’ model home illustrated on 
the opposite page was designed espe- 
cially to show off these two famous 
products—sold by lumber dealers only. 

But you don’t have to do the job 
single-handed —there’s plenty of help 
available! 

Your Wood Conversion Company 
representative offers you a complete 
kit of tie-in promotion materials to 


identify you as THE dealer who sells 
these quality Balsam-Wool and Nu- 
Wood building products. 

Ready for your use are blow-ups of 
the “Show-House” ad—dealer ads— 
window or wall displays. Each piece 
can be tailored to suit your needs and 
the message you wish to exploit. 

Get set now for this big, powerful 

.. and profitable . .. October-Novem- 
ber promotion. Just see your Wood 
Conversion representative, or write 
Wood Conversion Company, Dept. 
120-105, First National Bank Build- 
ing, St. Paul 1, Minnesota. 


will you be the lucky one? 


Register at Booth No. 332 


Drive home in this beautiful Ford Thunderbird from the National Retail Lumber 
Dealers Association 2nd Annual Exposition—held in connection with “Show-House”’ 
at Cleveland, Oct. 11-14. You have a good chance of winning this valuable prize by 
registering at the Wood Conversion Company booth No. 332 at the N.R.L.D.A. Show. 


Guaranteed Insulation 


 NU-WOO0D 
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Recommend Marlite 


oe ae 


oe 


Fe a ne i 


as featured in the * SHOW’ *HOUSE*, * 


An extra bonus tor Martite Deatiers! 

In addition to full-color Show-House ads in POST and 
LIVING, Marlite is featured in the special NRLDA 
section of the September issue of POPULAR SCIENCE, 


NRLDA PROMOTION! 


Hundreds of building and remodeling prospects in your own 
community are seeing and reading about versatile Marlite Plank 
and Block in the big Show-House NRLDA Promotion. 

It’s just one more way Marlite is helping lumber dealers build 


profitable prefinished paneling business. 


You can profit through this promotion by recommending 
Marlite .. . designed for every residential interior in distinctive 
wood and marble patterns, new Raymond Loewy 

™" ompanion Colors.” Use the free sales aids available 

to tie in and cash in on Marlite—the profitable 


paneling for every interior, 


MARSH WALL PRODUCTS, INC., Dept. 1041 Dover, Ohio 


Marlite plastic-finished wall paneling 


ANOTHER QUALITY PRODUCT OF MASONITE® RESEARCH 


(For more data on advertised products fill in coupon on page 132) October 3, 1955, AMERICAN 
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PROSPECTS BY THE MILLIONS 


will see MOE Light fixtures in big 
¥x SHOW-HOUSE £# full-color double-page spreads 


Post] ++» October 3 


++. your prospects—your customers—because 
survey after survey points to the fact that fami- 
lies interested in homes and home improvement, 
What's 


more, “SHow-House’’ advertisements are of top 


look to national magazines for ideas 


interest to both men and women readers—stim- 
ulate sales that pay-off at your cash register! 


LIVING .»» November 


They'll see Inspiration-Lighting by Moe Light 
in the featured Split-Level ““SHow-House.” 
They'll see these beautiful lighting fixtures 
again in plans and specifications offered by 
“SHow-House.”. . . MAKE SURE THEY SEE THE 
SAME NATIONALLY ADVERTISED Moe LiGHTs pIs- 
PLAYED IN YOUR STORE! 





and a 


pa 
Remember” 
stop at MOE Light 
Booth 272 


get your entry officially 
stamped by MOE Light... 


Win that 
\THUNDERBIRD 


ial 


: given by 
*, SHOW-HOUSE ;*" 


advertisers 











BUILDING PropucTs MERCHANDISER 


the RETAIL LUMBER DEALERS ASSN. SHOW 


Cleveland Auditorium October 11-14 


YOU WILL GET COMPLETE INFORMATION 
ON MOE LIGHT MERCHANDISING DISPLAYS 


Yes. at the Show, where “Suow- 
House” and Moe Licurt will bring to 
Lumber Dealers the newest and fin- 
est in top-selling merchandise 

you'll see a glamorous variety of 
lighting fixtures to meet every need 
every budget. Find out 
how Moe Light displays can help turn 


—every taste 


THOMAS INDUSTRIES INC. 
MO 


DIVISION 


Originators of Inspiration-Lighting 


GENERAL OFFICES 
410 S. Third Street, Louisville 2, Ky. 
In Canada: 
1401 The Queensway, Toronto 14, Ontario 


your waste ceiling and wall space 


into a year-'round profit producer, at 


Booth 272 


or mail the coupon for 


complete information. 


THOMAS INDUSTRIES INC. 


MOE LIGHT DIVISION, Dept. Al-10 

410 S. Third Street, Louisville 2, Ky. 
Please send information and prices on ell 
Moe Light Display Deals 


| am enclosing 25¢ for the new full-color 
Moe Light ‘Inspiration Lighting’ Catalog. 


Name 


Company 
Address 
City 


Zone State 
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Another feature 
that means 
more sales! 





Ceramo is protected by a glazed 
ceramic surface similar to the enduring finish given fine china! And, 
CAREY Booth No. 215 | ike china, Ceramo resists stains, doesn’t fade . . . never needs paint or 
MRLDA Convention preservatives . . . is 100% washable! Thus Ceramo costs less in the 
Oct. 11-15 long run than ordinary sidings that can’t match its rich, deep-tone 
Register For The and pastel colors, or its whiter-than-white. And remember—Ceramo 
New “Thunderbird” colors are permanent! They’re baked right into the ceramic surface! 
To Be Given By Get the lion’s share of the quality siding business with = 
SHOWHOUSE Carey Ceramo! It’s a bell-ringer for new homes and re- , 
Carey Entertainment Suite | modeling. Send today for your free copy of ‘Carey Depend- 
Ne. 701, 3 & 5X able Products’’——picturing Ceramo and other sales-building 
Hollenden Hotel, Carey products in full color! Address Dept. AL-10. Or, 
averse see A.I.A. Light Construction File No. 12. 


See The Latest In 
Materials At 











New Deep-Tone 
and Paste! Colors 
to use alone 

or In combination! 


COLORED CERAMO SIDING oooiicodcreen 


aE FF Salem Red 
The Philip Carey Mtg. Company Colonial Yellow 


aS Fa ; Congo Brown 
Better products Lockland, Cincinnati 15, Ohio Sage Green 
il ranite Gra 

for better building In Canada: The Philip Carey Co., Ltd., Montreal 3, P,Q. FNS tats = 


since 1873 Ceramo White! 
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4 SHOW-HOUSE 


TO BETTER YOUR HOME LIVING 


LIT WILL PAY 


ro put HORMICA’ 


Laminated Piastic 


ON YOUR SALES TEAM... 


A square foot of floor space in your 
showroom is valuable to you and to us, 
Formica® is prepared to prove that it can 


pay you well for the small amount of room 
you will need to become a stocking Formica sheet dealer. 


In October 8 Saturday Evening Post and November Living 
for Young Homemakers twenty million readers of “Show House” 
will be told and sold the idea that their lumber dealer is head- 
quarters for Formica and all their building needs. But sending 
dozens of do-it-yourself prospects to your door is only one means 





Formica has of paying its way on your floor. 


Every Formica customer we send you is a prime prospect 
for plywood, lumber, Contact Bond Cement, metal moldings and 
tools of many kinds. 


We don’t ask that you sell Formica—we ask that you /et 
Formica sell for you! 


Your Formica distributor is ready to put in a sheet rack 
that stocks Formica and acts as a silent salesman. He'll set you up 
with a self-service color selector with swatches the customer can 
take home. He'll give you the full story on Formica Easi-Bild* 
Patterns and how they can increase your sales and profits. 


*Trade-mark Reg. U.S. Pat. Off. Easi-Bild Pattern Co., inc. 


THE FORMICA COMPANY 
4501 Spring Grove Ave., Cincinnati 32, Ohio 





Since the story about 


selling Formica is as [_] Please have a Formica representative call me for an appoint- 
big as the profit ment to discuss how we can become Formica sheet dealers. 
Please send folder describing your program for lumber dealers. 


opportunity it can 
best be told face to 
face. May we have 


Company Name 


a Formica 
Address 


representative call? 


Zone State 


Individual 
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4“ SHOW-HOUSES* 


SHOWHOUSE is the biggest lumber-dealer 
promotion in the country. And it appears ex- 
clusively in The Saturday Evening Post, of all 
weekly magazines. 

Why the Post—and the Post alone? Be- 
cause it reaches the best families in America— 
millions of them! (8 out of 10 Post families are 
in the top economic half of the market). That's 


‘ ening 


POST 


(For more data on advertised products fill in coupon on page 132) 


why last year the Post carried $6,421,746 of 
building-material-products advertising — more 
than any other magazine and over twice as 
much as the next leading weekly! That’s why 
it pays to promote Post-advertised products! 

P.S. Going to The N.R.L.D.A. Exposition in Cleve- 


land, October 11-15? We'll be seeing you at our 
booth —"Information Post.” 


—gets to the heart of America 
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-Wweather-proot 


, 


kicks off -_ 
the greatest 



























selling season 





ever... 


Once again, Weather-Proof leads the 


industry in national advertising 








Just look at this Fall ‘line-up -- 
Steve Allen's ‘TONIGHT’ on NBC-TV 
full-color “Show House” double spread 
in the POST and LIVING POPULAR 

: SCIENCE efoto) ma lelthi adage in 
addition to a full line of FREE merchandising 


aids and liberal co-op ad plan 
BE SURE OF A WINNING SEASON 
JOIN THE WEATHER-PROOF TEAM! 





cil 
e Guarezoed by 
Good Housekeeping 
$ say r) 


45 seve 





Aluminum Combination « 
Door 


KANGAROO 


Self-Storing 
Aluminum Combination 


Door 


DUO-MATIC 


Extruded Aluminum 
3-Track Combination 
Window 


> the weather-proof co. 
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pe 
6 
° 


SATURDAY EVENING POST 
OCTOGER @ 


LIVING FOR YOUNG HOMEMAKERS 
NOVEMBER 


Contemporary Cabinet Hardware by ing gold finish accents, Contemporary Visit Amerock 
Amerock will be featured in SHOW- adds a touch of elegance in the best of Booth 305 
HOUSE issues of the SATURDAY _ taste to any room. Beautifully in key Pisco 
EVENING POST (October8)andLIV- with contemporary furnishings and ac- 


Register for 
ING FOR YOUNG HOMEMAKERS _scessories . . . easily installed on old or Thunderbird 


(November). Ebony black with gleam- new cabinets, furniture, or built-ins. drawing 


Ask Your Amerock Wholesaler 
AMERICAN CABINET HARDWARE CORP., ROCKFORD, ILL. 


This “Show-House”’ promotion is timed 
to coincide with the National Retail Lum- 
ber Dealers Association exposition in 
The 10 manufacturers advertising in this Cleveland, Ohio, October 11-14. The 10 
“Show-House” section will also run con- manufacturers cooperating will each have 
sumer advertisements in the October 8 a booth there, which will be especially 
issue of Saturday Evening Post and the identified as that of a “Show-House” pro- 
November issue of Living forYoung motion participant. When at the Exposi- 
Homemakers. Because the overall purpose tion, visit the booths of these ‘Show- 
of this huge promotion is to urge remodel- House”’ manufacturers and see how their 
ing and new home prospects to consult tie-in merchandising is designed to chan- 
their local lumber dealer first, it should nel consumer inquiries to local lumber 
benefit you to tie-in. Feature reprints, or dealers. 
references of these ads in your showroom American Lumberman 
or in your newspaper advertising. Contact 
the National Retail Lumber Dealers Asso- 
ciation for reprints. 


American Lumberman 
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Every room in “‘Show-House”’ features 


MASONITE pec-soarpo PANELS 


| e What a profi-tunity for you! Masonite partici- Masonite’s section of colorful, dramatic “‘Show- 

pates in “Show-House” tribute to the lumber House”’ advertising, but in illustrations of eight 

dealer and the NRLDA! Another step forward other participating manufacturers, too. Nine recom- 
in our pace-setting program of advertising mendations that’ll boost volume for you. 


support for Masonite dealers. : ; : , : 
e Don’t miss out on this tremendous nation-wide 


e Famous Masonite Peg-Board* panels are used “push.” Stock up... advertise . . . display Masonite 
in every room of modern, split-level “Show- Peg-Board panels and fixtures. Use the literature 
House’”’! These versatile panels enhance appear- and point of sales material that your representative 
H ance, improve efficiency, fit ideally into makes available. You'll sell this profit-booster like 
Lu-Re-Co construction. you ve never sold it before! Masonite” Corporation, 
e Peg-Board panels are featured not only in Dept. AL-103, Box 777, Chicago 90, Ill. 


*T.M. Reg., US. Pot. Off,, 8. B. Butler Mfg. Co., Inc. 
Sell this man saad He makes the difference 


| MASONITE CORPORATION 


' MANUFACTURER OF PRESDWOOD” PANEL PRODUCTS 
SUILDING Propucts MERCHANDISER (For more data ou advertised products fill in coupon om page 132) 63 











How the Sales Dollar Was Spent 


FLORIDA KENTUCKY MICHIGAN STATES 








SALES DOLLAR 
































or 
NORTHWESTERN MOUNTA/ 


STATE 3 TENNESSEE VIRGINIA 


OPERATING 
peorir* 











EXECUTIVE 
SALARIES 


ALLOTHER . 
OPERATING ~ 
EXPENSES 


cane 


Meas 
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+ WAGES AW 





























Were Your Profits Up, Too? 


Both sales volume and profits showed 
a gain for most dealer members of seven 
associations. See how your business ranks 
in each of these operating categories. 


By IRA 8. FIELDS 
Fields and Fields, Certified Public Accountants, Chicago 


Surveys conducted by various associations and uni- 
versities throughout the country indicate that the sales 
volume and profits were generally up for 1954 as 
compared to 1953. 

Ignoring the volume groups for the moment let us 
compare the overall sales and net profit trends by 
states or regions: 





% Of 
Increase 
Or Decrease* 
In Rate Of Net 
Earnings 


1954-1953 1954 1963 1954-1953 
Florida . 745° 32% 28.9%, * 
Kentucky . 5.0 
Michigan s 
Northwestern States | 
Rocky Mountain States | 
Tennessee 5 
Virginia ei 6. 


% Of 
Increase 
Or Decrease* 
In Sales 


%, Of Net Earnings 
To Net Sales 


45 

5. - 
3 3.1 
4 20.4 
3 6.1* 
3 22.9 
3 10.5 





64 


It will be observed from the foregoing that increases 
or decreases in volumes did not result in proportionate 
increases or decreases in net earnings. The reasons for 
this are made clear from a study of Table I, which 
compares the rates of gross profit, operating expenses 
and executive salaries. (Because of the large variation 
in the amount of salaries paid to executives and owners 
the percentage thereof to net sales is stated sepa- 
rately.) 


Reference to Table I reveals that though the State 
of Virginia reflects an unusually high rate of gross 
profit (28.2%), the net profit is relatively normal 
(4.2%) as a result of higher operating expenses. 

As a contrast to the Virginia statistics, it is of 
interest to note those of the Rocky Mountain States, 
which reflect an average gross profit rate of 23.7 
(4.5 percentage points less than Virginia), but yields 
an average net profit which is only one-half percentage 
point less than that of Virginia. 

A closer look at the operating expenses indicates 
that the Rocky Mountain States and the Northwestern 

(continued on page 66) 





About the Author 


Ira S. Fields of the certified public 
accounting firm of Fields and Fields, 
Chicago, is well known to readers of 
American Lumberman from his ar- 
ticles on financial management and 
accounting problems. Fields and 
Fields serves a number of lumber 
dealer clients as accountants and man- 
agement consultants. 
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.. we've been turning out lumber products for succeeding 
generations of retail lumber dealers who swear by “Sasthere 
Baaad” quality and service. 

There's profitable advantage that builds up over the years when 
you deal regularly with an old established supplier: you get 

to know and depend on his manufacture and stock; he becomes 
familiar with your individual requirements, interprets and 

ships your orders accordingly. 


We're proud of our long list of dealers whose enduring loyalty 
impressively confirms the value they place on such a relationship. 
Potential customers interested in this type of service are 

invited to send us their inquiries, assured of the sustained, 


dependable quality of “Sasulhern Brand” products in a wide 


assortment, ready for prompt shipment in mixed cars. 








OUTHERN LUMBER 


WARR tH 





Manufacturers of Arkansas Soft Pine, Hardwood Flooring, Hardwood Trim & Mouldings 
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TABLE 1. 
COMPARISON OF OPERATING RATIOS 
By State or Region for 1953 and 1954 


Executive 
Salaries 
Before 
Taxes 


Profit Before 
Profit 


Operating 
Other Income 
Less Other 
Deductions 
Net Earnings 


Operating 
Expenses 

Executive 
Salaries 





Florida 


1954 
1953 


Kentucky 
1954 
1953 
Michigan 
1954 
1953 
Northwestern 
States 
1954 100.0%, 
1953 100.0 
Rocky Mountain 
States 
1954 100.0%, 
1953 100.0 
Tennessee 
1954 100.0%, 
1953 . 100.0 
Virginia 
1954. 100.0% 
1953 100.0 


*Denotes negative figure. 





~ o 
ao 


~o 
Ww 
Cc 


4.4 


3.5% 
3.2 








States maintain the lowest labor costs, whereas Vir- 
ginia and Kentucky have the highest labor costs. 
Florida, Michigan and Tennessee statistics reveal 
normal labor costs. 

The following tabulation indicates the percentage 
of operating expenses to net sales as shown in Table I 
broken down between salaries and wages (other than 
executives compensation) and all other operating ex- 
penses: 





Salaries 


Total 
Wages Other 
Than Owners 
And Officers 


Operating 
Expenses 
To Net Sales 





Florida— 
1954 
1953 
Kentucky— 
1954 
1953 
Michigan— 
1954 
1953 . 
Northwestern States— 
1954 . /o 
eee ise 10.3 
Rocky Mountain States— ss 
1954 .. Le %, 9.3% 
1963 .. . 93 
T 
a ie 0° 11.2% 78%, 
. es ‘ 119 7.8 
Virginia— ‘ 
1954... 21.6% 13.4% 8.2 
Pe evews Rae} 12.9 9.2 


5) 


os 
/o 





Tabulating methods were not uniform for all 
groups, but we attempted to categorize the results of 
the various surveys within reason so as to develop 
trends within the various general volume groups. 
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Ranging from companies with very small sales vol- 
umes to those with large sales volumes, we set up the 
following general volume groups: 


Group A—Very small companies—Table II 
Group B—Small companies—Table III 
Group C—Medium size companies—Table IV 
Group D—Large companies—Table V 


Remember that the above describes generally the 
volume category, but for more specific information as 
to the sales volumes included within a group refer to 
the description at the bottom of each table. 

Group A — Very Small Companies 

It is of interest to note from a review of Table 2 that 
all states and regions included in the survey, reported 
increases in gross profits for 1954 over 1953 with the 
exception of the Northwestern States. The North- 
western States reported economies in operating ex- 
penses to the extent that despite a small decline in the 
rate of gross profit, the net profit for 1954 was slightly 
better than for 1953. In contrast it is of interest to 
note that though the Rocky Mountain States realized 
higher gross profits for 1954 over 1953 (in this volume 
group) this is the only group of states that suffered a 
reversal in net profits in 1954 as compared to 1953. 
This is due primarily to the increase in executive 
salaries. 

Group B — Small Companies 

The spread between the state showing the smallest 
net profits to that showing the largest is not as great 
as it is in Group A (3.3% of net sales for the poorest 
to 5.8% for the largest). 

All states, for which comparative data was available, 
indicated larger gross profits for 1954 over 1953 with 
the exception of Kentucky. 

Operating expenses increased in all states for dealers 
in this volume group. The largest increase was experi- 
enced in Kentucky where labor costs as well as other 
operating expenses increased sizeably. 

Three of the states and/or regions experienced in- 

(continued on page 70) 
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The original do-it-yourself plastic laminate 


Anyone who can handle a brush and a file can bond Conolite to 
wood, metal or press board and produce a beautiful plastic sur- 
face the very first try. (The brush is for applying the adhesive; 
the file for quick, accurate trimming.) For low per-square-foot 
price, Conolite is outstanding. All your customer needs for any 
job can be rolled up and tucked under one arm. Available in a 





Beautifies tables, counter tops, rainbow of colors, and a wide choice of textures, including scrim, 
window sills, wall panels, etc. marble and wood effects. Cover one of your own counters with 
Conolite is flexible enough to form curves and . °.9 ' 
coves, attaches with a lasting grip. No special Conolite . . . itll serve you well and coax extra sales! 


tools needed; just score and break to fit. 


rd 










MAIL POSTCARD FOR THE PROFIT STORY 


Don’t have to turn away customers when 
they ask for Conolite. Send for full de- 
tails today. Complete “sales booster” 
Conolite is dent-proof, fully-resistant to boiling : ” »P . ome 
: available contains mats, ads, signs, fold- 
water, acids, grease and alcohol. A sponge or , 
wet cloth keeps it beautiful. ers, etc, 





CONTINENTAL (C CAN COMPANY 
CONOLITE DIVISION 


205 WEST 14TH STREET, WILMINGTON 99, DELAWARE 
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HOW TO OPEN UP A HOME 
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TO OUTDOOR LIGHT AND BEAUTY 





TRADE MARK OF ANDERSEN CORPORATION 


-\Windowalls 
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Home in St. Paul, Minn., Norman Johnson, A.1.A., architect 


} 
i 





Full enjoyment of this attractive homesite is as- 
sured by Andersen WINDOWALLS. A wall of Gliding 
Units makes the lake a part of daily living. Win- 
DOWALLS capture the view, let in sunshine, open for 
ventilation. Yet they close tight to form a weather- 
proof barrier on cool days 

Get more information on sales opportunities with 
Andersen WINDOWALLS from your WINDOWALLS 
distributor or write Andersen, WINDOWALLS are 
available from distributors throughout the country 
including the Pacific Coast. 


ANDERSEN CORPORATION «+ BAYPORT, MINN 

















OPERATING STATISTICS — TABLE 2. 


1954 


GROUP 


Kentucky 


ae 


Michigan 


North- 
western 


Tennessee 


Virginia 





Net sales 00.0%, 
Cost of sales 174 


100.0°/, 
73 0 


15.4 


100.0%, 
12.4 


100.0%, 
67.3 





Gross profit 22.6%, 


27.0%, 


24.6%, 


27.6%, 


32.7%, 





Operating expenses: 
Executive salaries 
Other salaries 
All other operating salaries 


40° 
10.6 


64 


5.3% 
9.8 


4.6%, 
11.3 
9.3 


44°, 
12.7 
8.1 


3.9%, 
14,1 
10.6 





Total operating expenses 2! 0°, 


25.2%, 


25.2%, 


28.6%, 





Profit from operations 1.6%, 
Other income (Net) 2 


My Ag 
2 


2.4%, 
6 


4.1% 
6 





Net profit before 


income tax 1.8%, 


3.1% 


6.6%, 47/,* 


3.0% 


4.7°/, 





1953 
Net sales 
Cost of sales 
Gross profit 
Operating expenses: 
Executive salaries 
Other salaries 
All other operating salaries 
Total operating expenses 
Profit from operations 
Other income (Net) 
Net profit before 
income tax 
*Denotes negative fiqure 
Under 


Volume Range 


100.0%, 
14.4 


100.0% 
74.0 


100.0%, 
74.8 


100.0% 
76.7 


100.0% 
72.4 


100.0%, 
70.5 





25.6%, 


26.07, 


25.2% 23.3% 


27.67, 


29.5% 





5.4%, 
9.6 
9.0 


747, 
9.3 
6.8 


4.7%, 
7.3 
8.0 


3.3% 
10.9 
9.0 


4.2%, 
13.6 
9.0 


4.6° 
14,3 
8.8 





24.0%, 


23.5% 


20.0% 23.2% 


26.8°/, 


7779, 





| 6° 
1.0 


2.5% 


6.2% R 4 
1.3 5 


‘5 


8% 


1.8%, 
4 





2.6% 


2.5% 


6.5%, 6%, 


°/ 
1.3% 


2.2% 





Under 


$175,000 $150,000 


Under 
$125,000 


Under 
$200,000 


Under 
$100,000 


Under 
$175,000 


Under 
$200,000 











OPERATING STATISTICS — TABLE 3. 


1954 


GROUP 


c 
° 
A 
= 
= 
2 


North- 
western 


Tennessee 


Virginia 





Net sales 
Cost of sales 


100.0%, 
73.9 


100.0% 
72.0 


100.0%, 
70.0 





Gross profit 


26.1) 


28.0%, 


30.0% 





Operating expenses: 
Executive salaries 
Other salaries 
All other operating expenses 


5.0%, 
9.7 
8.0 


4.2% 
12.3 
9.0 


2.2% 
13.7 
9.4 





Total operating expenses 


22.7 


25.5% 


25.3% 





Profit from operations 
Other income (Net) 


3.4%, 


2.5% 
8 


4.7%, 
3 





Net profit before 
income tax 


3.4%, 


3.3%, 


5.0% 





1953 
Net sales 
Cost of sales 
Gross profit 
Operating expenses: 
Executive salaries 
Other salaries 
All other operating expenses 
Total operating expenses 
Profit from operations 
Other income (Net) 
Net profit before 
income tax 


$175,000 
To 


Volume Range 270,000 


100.0% 
143 


100.0% 
73.6 


100.0%, 
71.8 





25.1%, 


26.4%, 


28.2%, 





7.7 


5.6%, 
8.9 
7.8 


49°, 
10.6 
79 


4.1% 
12.0 
8.7 





25.1%, 


22.3% 


23.47, 


24.8%, 





7.2%, 
1.8 


3.4%, 


3.0%, 
8 


3.4%, 
6 





9.0% 


34%, 


3.8% 


4.0%, 





$150,000 
To 
225,000 


$125,000 
To 
250,000 


$175,000 
To 
270,000 


$200,000 
To 
350,000 








(Continued on page 72) 
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-—new folding door for 


high-volume sales, 
year-around profits 

















@ Any dealer who sells folding doors knows the 
high unit profit, steady pattern of daily sales and 
year-round demand offered by this popular product. 
Here, now, is a new folding door—FoLpoor 
““Beautyline’’—with a host of exciting new features 
to outshine competition and make even faster sales 
and profits. Consider: 
A. Attractive cornice at no extra cost. B. Deep-textured fabric for 
“drapery” look. Tough, pliable mist gray vinyl is entirely washable, 
C. Sturdy, unbreakable all-metal hardware for a lifetime of use, 
D. Nylon trolley wheels—and “Multi-V” construction with 61% less 
hinge friction for feathertouch action. E, Pantograph keeps folds 
evenly spaced at all times. F. “Truss-Embossed” hinges are stronger, 
insure greater rigidity. G. “Beautyline’’ stacks in less space—only 
14” per foot of opening. 


With all this—and more—Fo.tpoor “ Beautyline”’ 


is built to list complete as low as $2245" 


* Slightly higher in western states. 
Ask your Fo.tpoor Distributor —or send coupon, 


In Canada: Foldoor of Canada, Montreal 26 


HOLCOMB & HOKE MFG. CO., INC, 

1545 Van Buren Street 

Indianapolis, Indiana 

Please rush me "Profitunity” Package on new FOLDOOR 
“Beautyline.” 








Company 


See FOLDOOR "Beautyline” at the Lumber Address 


Dealers’ Show...Oct.11-14 in Cleveland. 
Booth 524— '"'Profitunity” Headquarters! 


City State 
Individual 
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Floride 


OPERATING STATISTICS — TABLE 4. 
GROUP 


bes - a 


Rocky 
Kentucky Michigan Mountei 


T Virginia 








1954 
Net sales 


100.0%, 
Cost of sales 


-_ 335 


100.0%, 
70.2 


100.0%, 
72.9 


100.0%, 
76.7 


100.0°/, 
714 


100.0%, 
71.8 





Gross profit . 26.5% 


29.8% 27.1% 23.3% 


28.6% 28.2% 





Operating expenses: 
Executive salaries . 
Other salaries . ye 
All other operating expenses 


s CE 
11.0 
8.3 


5.3% 
13.3 
7.7 


5.2% 
10.4 
7.6 


3.6%, 
77 
6.3 


4.3%, 
12.8 
8.1 


2.1% 
14.0 
8.4 





Total operating expenses 22.6%, 


26.3% 23.2% 17.6% 


25.2%, 24.5%, 





Profit from operations 
Other income (Net) .. 


Net profit before income 


3.9%, 
, 4 
tex 


1953 
Net sales 
Cost of sales 
Gross profit 
Operating expenses: 
Executive salaries ...... 
Other salaries ......... 
All other operating expenses 
Total operating expenses 
Profit from operations . 
Other income (Net) 
Net profit before income tex 
*Denotes negative figure. 
$270,000 
To 


Volume Range 430,000 


4.5%, 44%, 


“a 


35% 3.9% 
9 _— 


3.9% 


5.7% 
3 


6.0%, 


3.4%, 
5 


3.9%, 


3.7%, 
6 


43% 





100.0% 
713 


100.0% 
74.3 


100.0% 
75.8 


100.0% 
71.2 


100.0%, 
70.3 





- 20,7 To 25.7% 24.2%, 


28.8% 29.7°%, 





5.1% 5.6%, 
9.5 
7.7 7.1 


3.3% 
12.6 
8.8 


aT to 
14.0 
9.4 





: 24.1%. 22.2% 


24.7%, 26.1% 





4.1%, 3.6%, 





4.6%, 3.5% 
7 ses 


a? J 





5.3% 3.5% 


3.89 4.39 





$250,000 
To 
500,000 


$225,000 
To 
350,000 


$259,000 
To 
450,000 


$270,000 $350,000 
T To 


° 
430,000 600,000 








1964 
Net sales . 
Cost of sales 


. 100.0%, 
155 


100.0%, 
72.9 


Florida _Kentucky Michigan 


OPERATING STATISTICS — TABLE 
GROUP “D” 


North- 
western 


Rocky 
Mountain 





100.0% 
73. 


100.0%, 
75.5 


100.0%, 
79.0 


Tennessee Virginia 


100.0% 100.0% 
74.9 71.8 





Gross profit 24.5% __ 27.1% 


26.9%, 24.5%, 21.0% 


25.1% 28.2% 





Operating expenses: 
Executive salaries 
Other salaries . 
All other operating expenses 


2.8% 
11.5 
1.4 


3.0%, 
11.8 
7.2 


2.7%, 
13.6 
77 


1.8%, 
10.5 
77 


2.0%, 
8.9 
67 


3.1%, 3.1%, 
10.0 13.0 
7.2 8.4 





Total operating expenses. 2/.7°/, 22.0°, 


24.0%, 20.0% 17.6% 


20.3% 24.5% 





Profit from operations 2.8%, 


5.1%, 
Other income (Net) . 2 1.2 


2.9%, 45%, 


34%, 
= 1.3 ey 


4.8%, 3.7%, 
2 6 





Net profit before 


income tax 3.0%, 6.3%, 


2.9%, 5.8%, 4.1%, 


5.0% 4.3%, 





1953 
Net sales 
Cost of sales 


100.0%, 
71.4 


100.0%, 
12.5 


100.0%, 
76.6 


100.0% 
76.7 


100.0%, 
74.3 


100.0% 
70.3 





Gross profit 28.6% 


27.5%, 23.4%, 23.3% 


25.7% 29.7%, 





Operating expenses: 
Executive salaries 
Other salaries . 
All other operating expenses 


3.0%, 
13.8 
7.8 


1.5% 
10.9 
8.3 


2.0% 
9.0 
6.3 


3.3% 
11.7 
71 


3.5% 
13.2 
9.4 





Total operating expenses 


24.6% 207% 17.3% 


22.1% 26.1% 





Profit from operations 
Other income (Net) 


2.9% 


6.0% 


2.7%, 
2.0 1.0* 


3.6% 


3.6% 





Net profit before 


income tax .. 5.3% 


2.9% 4.7%, 5.9% 


3.6%, 4.3% 





*Denotes negative figure. 
Over 
$350,000 


Over 


Volume Range $430,000 





Over 
$750,000 


Over 
$350,000 


Over 
$500,000 


Over 
$430,000 


Over 
$600,000 








creases in net profits. 
Group C — Medium Size Companies 
Kentucky lumber dealers maintained the highest 
rate of gross profit, but also the highest operating 
expenses. The Rocky Mountain States, on the other 
hand, reflect the highest net profits. Again, it is main- 


ly the higher labor costs that cause the increased cost 
of operations in the state of Kentucky whereas the 
Rocky Mountain States enjoy lower labor costs. 
Group D — Large Companies 
The large-sized companies experienced lower rates 


(continued on page 134) 
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Your formula 
for profits! 


The formula featured in the ad at left 
is a really potent sales builder. You 
can offer a $100 savings per door 
opening with Fenestra* Hollow Metal 
Door-Frame-Hardware Units. Not 
only can you offer a better door for 
less money, but customers save sub- 
stantially on installation time and 
costs. We keep telling your customers 
this hard-hitting story month after 
month, in leading business, architec- 
tural and builder publications, Stock 
and push these complete “package 
unit” doors. They offer one of the most 
handsome profit opportunities in the 
building field! For complete details, 
call your Fenestra Representative, or 
write to Detroit Steel Products Com- 
pany, Dept. AL-10, 2246 East Grand 
Blvd., Detroit 11, Michigan. sg 
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RIGHT OR WRONG? “Choice is the highest grade of Idaho White Pine.” This article gives you the answer. 


Can You Answer these Questions about Lumber? 


Try this 20-question quiz to test your 
knowledge; six bonus questions will stimu- 
late your reading. Answers on page 85. 


Douglas Fir 
T F 13. The sapwood ring of Douglas Fir is almost 
pure white in color and very narrow. 
Douglas Fir heartwood due to its 
easily absorbs preservatives. 
Douglas Fir like hardwoods and denser soft- 
woods is subject to relative greater shrinkage 
and swelling with changes in atmospheric 
conditions than lighter density softwoods. 


The Future of Lumber 
Tt 6. 


density 
White Fir 


White Fir is a non-resinous wood which paints 
and finishes quite well, 


B & Btr is the highest grade obtainable in 
white fir. 


No, 3 Dimension white fir is used primarily for 
crating and where short lengths can be util- 
ized to advantage. 


C Select is the highest grade of finish Pon- 


derosa Pine. 


No. | Common Ponderosa Pine has large 


Lumber prices will probably rise more rapidly 
relative to competing materials between 
1952-75 than they did in the period 1929-52. 
Plywood prices are expected to increase 
slightly in relation to prices of competing 
materials but not as much as lumber prices. 
About 73%, of the total U. S. lumber produc- 
tion goes into residential and non-residential 
construction. 


5 oTs 4s ¢ J ad t No. . . . . 
hots es compared to No. 2 Common More square feet of plywood in residential 
construction is used for flooring than for any 
other use. 


The largest use in square feet of hardboard 
(for residential construction) will probably 
continue to be for interior walls. 


Idaho white pine varies in color from nearly 
white to a pale reddish brown. 


Choice is the highest grade of Idaho White 
Pine. 


Board 


Insulating board is produced from wood fiber 


Insulating 
.s 8, 


Can you answer these additional questions concerning 
each lumber product you sell? 
and sugar cane bagasse. I. 


What are the characteristics of each type of lumber 
you sell? 
Redwood 
9. Redwood has relatively a low resistance to 
decay when used for silos, tanks and stadium 
seats. 


What are limitations or deficiencies for the product? 
What are the proper methods of using? 

Who are the large potential users? 

How does the product compare with competitive 
grades and kinds of lumber? 

What are the chief selling points to ultimate users 
and resale accounts? 


—Compiled by Charles L. Lapp, 
Professor of Marketing 
Washington University, St. Louis, Mo. 


"Select Heart" is a finish grade of redwood. 


Redwood is recognized as a fire resistant 
wood. 


When the angle of Redwood grain becomes 
less than 45 degrees the material is known as 
slash grain. 
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FIR PLYWOOD 
it again! 


Ads in POST, AMERICAN HOME 
and POPULAR MECHANICS will tell 
millions of your best prospects to 


“SEE YOUR 
LUMBER 
DEALER 















THESE ADS WILL BE SENDING SCORES OF 
“DO-IT-YOURSELF” SANTAS YOUR WAY 


Here’s a special promotion designed to give you a bigger share of those easy Christma 


sales. Hundreds of thousands of home-craftsmen will be ordering plans from DFPA 


Christmas ads. And they’ll be seeing you for fir plywood! 


3e ready when they call. Order more fir plywood from your jobber salesman NOW 


HERE’S HOW YOU CAN TIE-IN 


“Fir plywood Christmas plans for decorations, toys and gifts plus a on Christma: 
Merchandising Manual are available. Write Douglas Fir Plywood Association, Tacoma 2, Was} 
for tie-in materials and see your jobber salesman about ordering more fir. plywood 


eerrs, 


oe PLAY IT SAFE! INSIST ON ONLY DFPA QUALITY-TESTED FIR PLYWOOD 
iw NN _ 
‘ wey’ y on nm & 











This door-to-door 


salesman is about to S@aterel << Wood! 


that’s why alert retail 


lumber dealers are boosting it! 


Woop Is YOUR EXCLUSIVE. Wood is yours 
alone. It is sold only by the retail lumber 
dealer. Anything which jeopardizes the 
use of wood as a building material, 
jeopardizes you. 

Just as you depend upon wood for 
your primary products, so do forest prod- 
uct manufacturers depend upon you for 
their marketing. This teamwork, over the 
years, has enabled the construction indus- 
try to thrive and expand. It has enabled 
manufacturers to develop research and 
conservation facilities, and to deliver 
through dealers--natural forest products 
in ever-widening variety, ever-increasing 
quality. 

The most meaning 
ful benefits of all have {ASGRESSive ROOF! 
gone to the American | Vacuum or boo 


homeowner in the form 
cash daily our of 
Package dea} — 
ucts backed by local, ing. Call distri 
established business 


of superior forest prod- 
material, iiidiconicer 
Ct sales manager, GA, 
firms. 

Genuine CERTIGRADE red cedar 
shingles—for roofs and walls, for new con- 
struction and modernization—-are playing 
an important part in the continuing 
growth of the building materials industry. 
“See your retail lumber dealer’”’ has been 
the familiar keynote of Red Cedar Shingle 
Bureau advertising and promotion for 
many years. It’s good business to stock, 
display and merchandise products of such 
unquestioned reliability. 


RED CEDAR SHINGLE BUREAU 





$510 WHITE BUILDING, SEATTLE 1, WASHINGTON 
550 BURRARD STREET, VANCOUVER 1, 8. C 
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Christmas 
Becoming Active 
Selling Season 


No other part of the year creates as much enthu- 
siastic consumer spending as the Christmas shopping 
season. Retail merchants make this period the high 
spot of their sales curve—but building materials 
dealers write it off as their slow season. 

Now, by combining the sentimental feeling for the 
season with sound merchandising programs, promo- 
tion-wise building material dealers are getting more 
of their share of the Christmas shopper’s dollar and 
keeping their sales level relatively high all year. 

Several factors have developed to put the lumber- 
yard in the Christmas sales picture. Expanded lines 
of building materials and products, attractive show- 
rooms, new store fixtures and displays, evening store 
hours, stepped-up newspaper and radio advertising 
and more women shoppers have combined to increase 
store traffic. Now the lumber dealer is in a competi- 
tive position with other retailers as a supplier of 
acceptable Christmas gifts for the whole family. 

Each year American Lumberman editors visit yards 
all over the nation to study how dealers are stimu- 
lating Christmas trade. Though a few dealers report 
disappointing results, the majority feel the extra 
sales and good will justifies the time and expense 
necessary to promote holiday business. 

From these successful dealers, the editors learned 
that their increased sales weren’t accidental, but the 
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result of well-planned merchandising programs, Pro- 
motion and advertising were aimed specifically at the 
Christmas shopper and plenty of gift suggestions 
were offered in all price brackets. Layaway plans, 
budget terms and charge accounts were used to 
stimulate sales of large items and home improvement 
packages. 

Since Christmas shoppers anticipate a store decked 
out for the yule season, these dealers dressed their 
showrooms and windows with banners, streamers and 
other festive decorations. Extra help was always 
hired to help shoppers make their selections. 

On the following pages are the actual experiences 
of dealers who found that promotion and effort at 
Christmas resulted in increased sales during a nor 
mally slow period. 
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Use Showmanship to Bring Ir Yule 


To compete with other retailers 
for a share of the profitable Christ- 
mas market, building materials 
dealers in many communities are 
scheduling special events to at- 
tract more store traffic during the 
coming holiday season. 

Here’s a few examples of what 
several dealers have done to add 


showmanship to their Christmas 
merchandising programs. 

Rosenthal Lumber & Fuel Co., 
Crystal Lake, Ill., imports several 
deer from Wisconsin about a 
month before Christmas and keeps 
them on display in a pen next to 
the warehouse. 

A full-page newspaper ad an- 


GUIDED TOUR of toyland was conducted by Santa Claus at Builders 
Emporium, Van Nuys, Calif. This gave parents an opportunity to learn 


what children wanted for Christmas 





DEMONSTRATIONS were part of the Christmas merchandising program of 


Pacific Plyboard Builders Mart, Los 
power tools before the holidays 
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Angeles, Calif., which moved 60 large 


nouncing the annual arrival of the 
deer brings families flocking for 
miles to see the animals and 
browse through the showroom. 
Eye-catching displays emphasizing 
Christmas gifts and a self-service 
counter stimulate impulse sales. 
Extra help is available to help 
shoppers, and customers can open 
charge accounts in a few minutes. 


Yule Trees Spur Traffic 


For several years, R. L. Sweet 
Lumber Co., Kansas City, Mo., has 
sponsored a Christmas tree party 
and as many as 3,000 people at- 
tend. Giving its customers a free 
tree has proved an_ excellent 
method of building store traffic and 
cordial customer relations for the 
firm. 

Each customer receives an in- 
vitation and a large tag in the 
mail. Customers are invited to visit 
Sweet’s during the Christmas party 
and take home the tree of their 
choice. 

Visitors are invited to board a 
truck for a guided tour of Sweet’s 
operations. A guide explains the 
operation of the plant during the 
tour. For the children, a free 
“rocket” ride is provided for the 
occasion. Coffee, soft drinks, 
cookies and doughnuts are served 
to all visitors. 

Selling Christmas trees has 
helped many yards increase store 
traffic—and sales volume—during 
the holidays. Sales of the trees 
usually leads to tie-in sales of 
ornaments, lights, tree bases, tree 
stands and other. decorations. 
Since most yards have a railroad 
siding, plenty of yard and parking 
space, they can easily handle 
Christmas trees. 

Three weeks before Christmas, 
Gee Lumber & Fuel Co., Chicago, 
advertises that trees will be avail- 
able at the yard ten days before 
the holiday. The low prices of the 
trees—from 75c to $1.50—stimu- 
late drop-in trade. With every pur- 
chase of $5 or more, Gee offers the 
customer a free tree. 


Movies Attract Kids 


To increase store traffic before 
the holidays, Atlantic Lumber Co., 
Bell, Calif., sponsored a special 
movie party for children. The rent 
of a movie house, a feature comedy 
and 10 color cartoons cost the firm 
$400. The two Saturday showings 
drew 4,000 children. 

Three weeks before the show, 
Atlantic sent letters to 1,500 regu- 
lar customers asking them to drop 
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Shoppers 





into the yard during the next week 
and pick up as many tickets as they 
needed. Two weeks before the 
show, Atlantic distributed tickets 
to all comers in the showroom. 
The theater manager arranged 
for special posters and set up a 
counter in the lobby to display 
Christmas gifts that were avail- 
able at the Atlantic showroom. 


Demonstrations Spur Yule Sales 


At Mark Lumber Co., Pitts- 
burgh, Penna., a special series of 
do-it-yourself classes were sched- 
uled several weeks before Christ- 
mas. In these classes the emphasis 
was on Christmas decorations and 
gifts the handyman could make 
himself. Besides stirring up store 
traffic, the classes increased sales 
of building materials used in mak- 
ing gifts and decorations. 

To focus attention on the gift 
possibilities of power tools and ap- 
pliances regularly stocked by the 
yard, Gee Lumber & Fuel Co., Chi- 
cago, also held a series of demon- 
strations several weeks before 
Christmas. Manufacturers’ repre- 
sentatives were on hand to demon- 
strate these items. 


Co-Sponsor Community Events 


Tying in with community proj- 
ects is always good public rela- 
tions. In Austell, Ga., W. P. Ste- 
phens Lumber Co. offers the area 
in front of its branch yard for the 
ceremonial arrival of Santa Claus. 

On a Saturday afternoon shortly 
before the holiday, children and 
parents gather before the yard to 
watch Santa Claus arrive on one 
of the firm’s trucks. Santa then 
distributes bags of candy to the 
children. 

3efore the arrival of Santa 
Claus, a drawing is held for prizes 
donated by Stephens and other 
local firms. Tickets for the draw- 
ing are sold to help raise funds for 
needy children and other com- 
munity projects during the year. 


Children Parking Service 


Several yards are using a week- 
end Santa Claus, a clown or elves 
to keep the children amused while 
the parents shop. By providing 
rides or supervised play areas the 
children are safe and the parents 
can browse through the building 
materials showroom at leisure. 

Some yards feel that children 
are their best salesmen for play- 
ground equipment and playhouses. 
Once the children have an oppor- 
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Here’s how several dealers use special events to focus attention 


season. 


tunity to test these items in the 
yard’s play area they sell their 
parents on the idea that these 
would be excellent Christmas gifts. 

Builders Emporium, Van Nuys, 
Calif., has Santa Claus take chil- 
dren and parents on a guided tour 
of the toy department. Santa’s sug- 
gestive selling has sparked a sharp 
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GIFT SUGGESTIONS were displayed in the lobby of a theater which 
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on their yards to increase store traffic during the holiday shopping 


increase in the toy department 
sales volume. 

No matter how simple or elab- 
orate a promotion the yard spon- 
sors, the main objective is to bring 
more people into the yard to ex- 
pose them to merchandise that has 
gift possibilities. The Christmas 
spirit will take care of the rest. 
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held a special kid show under the auspices of Atlantic Lumber Co., 


Bell, Calif. 





NATIVITY SCENE has been a goodwill builder for Mathieu Lumber & Supply 
Co., Blue Island, Ill. This scene will be displayed again this year. 
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Home Improvements 





KITCHEN PLANNING SECTION becomes a gift shopping center dur 
ing the holidays when homeowners are in a buying mood for better 


living. Stressing budget terms helps make sales. 


Here’s how dealers are using the holi- 
day season to sell everything from a corner 
china cabinet to a swank kitchen remodel- 
ing job. 


Can dealers sell home improvements as Christmas 
gifts? 

The answer seems to be an emphatic “yes” accord- 
ing to retailers questioned by American Lumberman. 
They all admit is requires effort, plenty of adver- 
tising and promotion but they are convinced the idea 
is sound. 

Essentially, of course, a home improvement is a 
gift for the entire family. With holiday entertaining 
just ahead there’s a real reason for a convenient, new 
kitchen, a recreational room for entertaining guests 
and perhaps a finished attic to accommodate visitors 
from out-of-town. The woman of the house is the per- 
son to really sell. She appreciates the way a new 
kitchen will save her steps in preparing holiday meals 
and she is very conscious of the prestige she will 
gain from a substantial home improvement. 

Some of the large home improvement packages 
dealers have promoted as gifts for the family include: 
recreation rooms, extra bedrooms, enclosed porches, 
bathroom improvements, kitchen remodeling, ga- 
rages, breezeway enclosures, attic rooms, summer cot- 
tages and even docks and boathouses. 

Besides these large packages, the building mate- 
rials dealer is a source for precut gifts that the 
younger generation can enjoy for a long time. These 
include: playhouses, sandboxes, playground equip- 
ment, doll houses, train tables, ping pong tables and 
many other items. 

Children’s playhouses proved an excellent sales vol 
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ume builder during the Christmas season for Best 
Lumber & Millwork Co., Memphis, Tenn. 

Checking its books this firm found it sold 17 play- 
houses during the Christmas season at prices rang- 
ing from $45 to $97.50. This year Best plans to 
emphasize playhouses that parents can build them- 
selves. 

In Los Angeles, W. E. Cooper Lumber Co. had sim- 
ilar good results and sold about 100 playhouses in KD 
kits to be assembled by the parents. 

In Atlanta, Ga., West Lumber Co. is capitalizing 
on the current Davey Crockett fad by selling wood 
playhouses with the hero’s name burned over the 
door. For Christmas the firm will step up its promo- 
tion of these KD playhouses. 


Tables Spur Plywood Sales 


By packaging materials for ping pong and train 
tables, several firms have built up healthy sales of 
plywood, hardboard, hardware, paints and dimen- 
sion lumber during the Christmas season. 

During the three weeks before Christmas, Sam 
Slater Lumber Co., Culver City, Calif., sold $1,500 
worth of materials for ping pong tables and train 
boards. 

Slater’s newspaper ads drew people from as far 
as 30 miles away and in some cases neighbors 
pooled their orders and sent a representative to pick 
up their purchases. One Saturday afternoon, Slater 
sold 18 ping pong tables. 

“Our selling principle is to handle ping pong tables 
as a package,” Sam Slater says. “We include the ply- 
wood top, lumber for the legs, hardware and paint to 
make up a $20 package. The handyman can build 
the table himself in a few hours.” 

In Lansing, Mich., Lansing Lumber Co. used TV 


(continued on page 105) 
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for NEW construction 


™ HORIZONTAL SLIDE WINDOW 

M VERTICAL SLIDE WINDOW 

M FULVUE VENTILATING WINDOW 
 MULTI-LITE VENTILATING PICTURE WINDOW 
M GLASS JALOUSIE LOUVERED WINDOW 





These precision-built THERMOSEAL Windows manufactured 
from the finest quality, sturdy extruded aluminum, are backed 
by Tue F. 


turer of residential metal windows and doors! 


C. Russet, Company—World’s largest manufac- 


With Thermoseal you enjoy a full profit from your window 
sales because you sell your customer a line of complete, ready- 
to-install Aluminum Prime Windows with these cost-saving 
advantages: 

@ No on-the-job glazing — No painting 

@ Lower labor costs — installed in minutes 

@ Completely felt weatherstripped and watertight 

@ Fiberglas screens that won't rot, corrode or stain 


As an OprionaL Feature — You can sell Thermoseal Prime 


Windows with INsuLATING Sasu which provides finger tip 


controlled year ‘round, rainproof, draft-free ventilation. 


NEW THERMOSEAL . 
DISPLAY UNIT re 


This compact salesmaker, 





offered to THERMOSEAL dealers 





and distributors, has been care 
fully tailored to the recom 
mendations of the NATIONAI 





Retrait Lumper Deacers Asso- 





CIATION. Geared to make your 





valuable floor space pay off in 





salesmaking impact 


Thermoseal Prime Window Division 


THE F.C.RUSSELL COMPANY 


in Canada: Toronto 13, Ontario 


Dept. S-AL-106, Cleveland 1, Ohio «+ 
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New THERMOSEAL aluminum 
HORIZONTAL SLIDE PRIME WINDOW 


The finest aluminum window in America 


Here’s a brand new Prime Window made of finest quality 
satin-smooth extruded aluminum that really gives you the 
greatest selling opportunity you've ever had! This window has 
everything you and your customers ever looked for in a Prime 
Window! Available in both single slide and composite units. 


For one story or split-level homes—it’s an ideal space-saving 
window for bedrooms or bathrooms where high-window treat- 
ments are called for! 


Dealer and Distributor Opportunities 


Write, wire or phone today for details of big profit opportuni- 


ties still available. Get in on the hottest deal in the Building 
Products field including Thermoseal Prime Windows, Combi- 
nation Windows, Awnings, Door Canopies and Screen and 
Storm Door Combination. 


\ Did 


3 
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POWER MOWERS and other hand tools were advertised as practical 
For Him gifts by Hechinger Co., Washington, D. C. The firm sold 14 mowers in 
one Saturday afternoon with its Christmas promotion. 


Christmas Sales Planning 





You Have the Gifts Customers Want 


The swing is to practical 
holiday gifts for the home 
and the lumber dealer offers 
one - stop, complete service. 
Read how dealers are cashing 
in on this trend. 


Most building materials show- 
rooms are already filled with prod- 
ucts suitable for practical Christ 
mas gifts and a smart merchandis- 


For Her 


UNFINISHED FURNITURE was 
wrapped in cellophane and bound with 
a red ribbon to suggest various mill 
work items as practical gifts at Mo 
hawk Lumber Co, This display was set 
up at the entrance to the Lincoln Park 
branch Detroit, Mich 


store 
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ing can go a long way in keeping 
the sales curve on the profit side 
during the winter months. 

Aggressive building materials 
merchants are using December as 
their hard-sell month for hardware 
and metal specialty items. (A De- 
partment of Commerce study 
shows that about 11% of the year’s 
total hardware and tool volume is 
built during this month.) 


Gifts for the Neighbors 


Robert Gorham of Gorham-Jones 
Lumber Co., Bellmead, Tex., made 
it a point to query customers sev- 
eral months before Christmas to 
find out what they preferred for 
practical gifts. 

The informal survey showed that 
homeowners would appreciate 
items that would enhance the ap- 
pearance of their homes. These 
gift items included ornamental 
mail boxes, door knockers, chimes, 
bells, decorative outdoor lighting 
fixtures, weather vanes, wrought 
iron railings and posts and other 
ornamental items. 

sased on these opinions, Gorham 
set up a gift wrapping counter and 
promoted these items as gifts for 
the neighbors. 

A spot check 
Wis., dealers last year showed 
that the yards, on the whole, 
showed a substantial boost in sales 
over the previous Christmas and 
power tools accounted for a sub- 
stantial part of this increase. 


of Milwaukee, 


October 


4 
; 


George Praderelli, manager, 
Bliffert Town and Country yard in 
South Milwaukee reported a 20% 
boost in power tool sales over the 

(continued on page 132) 
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For the Kids 





PLAYHOUSES were a profitable gift 
item handled by Best Lumber & Mill 
work Co., Memphis, Tenn., last year. 
Sold as long-lasting, practical gifts the 
houses could be bought assembled or 
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Cash in on this “do-it-yourself” promotion .. . 
it’s featured in leading consumer magazines! 


LIVING 


ERS 
FoR YOUNG HOMEMAE 





Get all this 
tie-in material 


INSTRUCTION 
FOLDERS 


Contains detailed 
working plans, dia- 
grams, list of materi- 
als and step-by-step 
instructions, 


3-WAY 
COUNTER 
CARDS 


Quickly set up, its 
message can be seen 
from any position on 
counters or ‘in win- 
dows. 


WINDOW BANNERS 
You can build this 


Carefree NEVAMAR 
Colter table 
for less then $12 





Attractive 82 x 23-in. paper banners 
with photo of table and inviting message 
for “do-it-yourselfers”, 


NEWSPAPER 

MATS 
For use in your 
regular ads or as 


Show Your Customers 
How To Build This 
Coffee Table With 





NEVAMAR 


the colorful, carefree surfacing material 


Here's a “do-it-yourself” project 
that’s building sales for Nevamar 
dealers everywhere . . . not only 
for Nevamar, but for all the 
related materials that go with it. 
We started it rolling this Spring 
through the pages of Good House- 
keeping . . . requests poured in, 
It's proven to be such a terrific 
sales stimulant, we're giving it a 
bigger bang this Fall to an even 
greater audience in LIVING, GOOD 
HOUSEKEEPING and HOME MAIN- 


NEVAMAR DIVISION: 


OZ mesiatane AL ele pe aay 


TENANCE. This easy-to-build coffee 
table will tickle the pride of every 
bring "em back 
to you for repeat business. Because 
once they've used Nevamar, they'll 
find dozens of uses for it. That's 
a fact! It's perfect for kitchens, 
bathrooms and furniture surfaces. 


do-it-yourselfer ... 


Nevamar packs a powerful sales 
potential for every dealer who 
stocks it. Write today for all the 
facts and establish yourself as a 
bona fide Nevamar dealer, 
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separate ads. One 


Manufacturers of NEVAMAR High-Pressure Laminates * SARAN Filaments * WYNENE Molded Products 


and two-column 
EMPIRE STATE BLDG., NEW YORK 1, N.Y. © WEST COAST DIV: 5025 HAMPTON ST., LOS ANGELES 58, CALIF, 


sizes, 
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pulse sales. 


Christmas Sales Planning “We sold 36 drill kits and 60 


portable saws during the holiday 





season,” says Harry Gold, Man- 
ager, “and I feel the displays 


Dealer Pointers helped in making many of these 


Greeting Cards 
Decorate Office 


Displaying the numerous Christ- 
mas greeting cards received by the 
Golden State Lumber Co., Santa 
Monica, Calif., gave a festive ap- 
pearance to the office. The cords 
were tacked to the wood paneled 
wall in the office. 

“We wanted to keep in mind that 
Christmas is a cheerful holiday,” 
says Frederick H. Kranz, manager, 
“and it helped give the store a 
cheerful look.” 


sales. 


Scraps Turned Into Trees 


Perforated hardboard scraps, 
cut into the shape of Christmas Train Spurs Impulse Sales 


trees were converted into effective Spotted in the main show win- 
counter top displays for small dow as a traffic lure, an electric 
power tools and accessories at train at Bliffert Town and Country 
Neiman-Reed Lumber & Plywood Yard in Milwaukee, Wis., helped 
Co., Van Nuys, Calif. create impulse sales of hand tools. 

The prop trees were made in the “We found that adults were just 
firm’s shop and decorated with as interested in watching electric 
Christmas ornaments to create im trains as children,” says Dario 





At the National Exposition Clinic on 


“Store Layout and Display”, Chairman Nowels 
will discuss these “silent salesmen” 


At the National Building Products Exposition to be held in Cleveland, 
Ohio, October 11-14, there will be a Clinic on ‘Store Layout and Dis 
poe “ This Clinic is to be conducted by Russell W. Nowels of Nowels 
umber and Coal Company, which has four retail outlets in Michigan 


Mr. Nowels has been so successful in the use of ‘Silent Salesmen”’ 
Panel displays, that his articles on the subject have been published in 
recent issues of leading national and regional trade journals in the 
building products field. Likewise, it is because of his keen instinct for 
effective merchandising and his organizational ability that he was 
invited by the NRLDA to head up this important Clini 
We enthusiastically recommend your attendance at the Exposition 
and, specifically, at the Clinic on ‘Store Layout and Display.” 
We will be at Booth 107-A in the Arcace-Area B, and extend you our 
sincere invitation to visit us there 


For a copy of our illustrated catalog on modern display panels, mail 
the coupon below 


MAIL COUPON TODAY 


“MULTIPLEX DISPLAY FIXTURE 60. 


907-917 North 10th Street St. Louis 1, Missouri 





Please send your Display Equipment Catalog 
NAME 
COMPANY 
ADDRESS 
CITY AND STATE 
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srisighella, salesman. “The oper- 
ating controls received more play 
from grownups during the holi- 
days.” 

Hand tools strategically located 
around the trainboard became im- 
pulse items when inspected by the 
amateur engineers. 


Counter for Practical Gifts 


$y setting up a small counter to 
promote “Practical Gifts For Him” 
Hechinger Co., Washington, D. C., 
focused attention on small gift 
items for the handyman. These 
gifts included blowtorches, power 
drill attachments, jig saws, drill 
sets, screwdrivers and other small 
tools. 


Hardboard Panels 
Display Toys 


To display toys during the 
Christmas season, Mohawk Lum- 
ber Co., Detroit, Mich., uses the 
perforated hardboard panels at- 
tached to the roof supporting col- 
umns. The same panels are used 
to display seasonal items during 
the year. 
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Answers to "Questions About Lumber" 


ns found on peace 74) 


*For additional facts on questions 
such as the last six see the Stanford 
Research Institute Report prepared 
for Weyerhaeuser Timber Company. 
An eight-page two-color reprint sum- 
marizing the 94-page report from the 
standpoint of the retail hember dealer 
is available from American Lumber- 
man, 139 North Clark St., Chicago 2, 
Ill, Reprint prices: 1-20 copies, 29¢ 
each; special prices on larger quan- 
tities. 








IT’S A PLEASURE 


MR. DEALER eee TO OFFER THE 


FINEST LUMBER AND PLYWOOD 


FROM THE U.S.’ LARGEST 
lie \ STAND OF VIRGIN TIMBER 


ROSEBURG QUALITY PLYWOOD 


Nature's finest is matched by preci- 
sion production. Texture One-Eleven 
architectural siding in 8, 10 and 12-ft 
length, 48, 32 and 16-inch widths. 
Hardboard Face Plywood. Plyform 
Oiled and Edge Sealed. Knotty Pine 
Face Plywood, All types exterior 
and interior panels. Trademarked 
and DFPA grade stamped. 


ROSEBURG QUALITY LUMBER 


Modern plant facilities assure great- 
er customer satisfaction. Old growth 
Douglas Fir, Pine and Hemlock. 
Yard stock uppers, Flooring, Siding, 
Ceiling, Finish. Dimension, Boards 
and Shiplap, Plank and. Timbers, 
Rough or Surfaced. All stock, except 
Plank and Timbers, end stamped 
and thoroughly kiln dried. 


ROSEBURG Order from your nearest 
Ul i-j4a:cerer ROSEBURG wholesaler or jobber. 


ROSEBURG LUMBER CO., ROSEBURG, OREGON 


(2D Pleose send us the name of the nearest ROSEBURG 
‘umber and /or plywood wholesaler or jobber, 


Send for 
your free 
copy of the 
ROSEBURG 
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() Please send us the ROSEBURG WOODSMAN, 
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PROMOTING THE LUMBERYARD as 
a place to buy unusual Christmas gifts 
is accomplished by this attractive ad- 
vertisement of Bader Corp., Gary, Ind, 


PACKAGE GIFTS for the entire family 
are featured in this Christmas ad by 
Lake Shore Materials Corp., Erie, 
Penna, Illustrations are from the 
American Lumberman’s ADservice. 
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Plan an Advertising Campaign 
To Change Gift Buying Habits 


Here’s how to advertise for more 
Christmas sales: 


Sell Your Potential for Gifts 


The public ordinarily does not 
think about a retail building mate- 
rials store as a headquarters for 
Christmas gifts. This is a result of 
public buying habits which for 
years remained unchanged because 
a majority of dealers did not ad- 
vertise for Christmas sales. 

Therefore, one of the first pur- 
poses of your advertising is to sell 
your store as not only a place to 
buy gifts, but as the place to buy 
unusual gifts. You can accomplish 
this with ad copy such as: “Are 
YOU tired of handing out the same 
old things at Christmas? Why not 
drop into the Blank Lumber Co. to 
make your selections from our dis- 
plays of unusual, original Yuletide 
gifts!” 


When to Advertise 


Some dealers start advertising 
gifts for their Christmas lay-a-way 
plans as early as September. How- 
ever, most dealers start their 
regular Christmas advertising 
campaigns right after Thanksgiv- 
ing with good results. 


A good newspaper advertising 
schedule is to run gift ads twice 
a week from Thanksgiving until 
Christmas. It is a good gesture to 
run an institutional-type ad just 
before Christmas to wish everyone 
a happy holiday season. 


Where to Advertise 


Local newspapers are the best 
media for advertising Christmas 
sales for most building materials 
dealers. Television is another ex- 
cellent medium, but costs are still 
high. 

An often overlooked but highly 
valuable medium for advertising 
is direct mail. Dealers who have 
sent out one or two flyers adver- 
tising gifts report excellent re- 
sults. Some dealers who carry a 
heavy inventory of toys and sports 
equipment send out special Christ- 


mas catalogs. The catalogs always 
make a hit with the children. 


Radio can be use effectively to 
promote Christmas sales. Dealers’ 
experiences prove that spot an- 
nouncements are excellent for 
pushing gift sales. 


Your showroom and store front 
also is an important advertising 
media that should be decorated to 
create a Yuletide atmosphere. 
Many manufacturers prepare spe- 
cial Christmas cartons and dis- 
plays for their products which help 
dress up the showroom. 


What to Advertise 


Two types of merchandise can 
be promoted as Christmas gifts 
from the lumberyard—the small, 
impulse-type items and the pack- 
aged gifts. Impulse-type merchan- 
dise includes guch items as hand 
and power tools, unfinished furni- 
ture, paint, ping-pong tables, door 
closers, train boards and hundreds 
of others. Packaged gifts include 
things like a recreation room, a ga- 
rage, storm windows, playhouses 
and other packages that can be 
billed as “gifts for the entire 
family.” 


Newspaper Suggestions 


The American Lumberman’s 
ADservice catalog shows more 
than 254 mat-illustrations that 
dealers can use in their Christmas 
advertising. The book also gives 
specific suggestions on how deal- 
ers can lay out their ads. There are 
samples of appropriate copy to 
go with the items illustrated. Deal- 
ers may obtain a free copy of the 
ADservice catalog from American 
Lumberman, 139 N. Clark St., Chi- 
cago 2, Ill. In September 5 issue 
for this year you will also find a 
full page layout for Christmas ads. 

The advertisements should con- 
tain artwork that will identify the 
ads with the Christmas season. All 
merchandise in the ads should be 
priced. For large items, it is best 
to show the amount of the monthly 
payment, using an introductory 
term like “as low as.” 
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THERE ARE ALWAYS NEW USES 
FOR WEST COAST LUMBER 





L Mi Mike Ok 





Contrasts of vertical and horizontal patterns make 
this modern application of wood especially dramatic. | 
The attractive and practical suspended porch | 
takes advantage of cantilevered beams and joists. | 
Louvres shield the building’s interior from direct sun, 
and add to the open feeling of a covered access area. 

For freedom of expression, build with lumber... 
the economical, ever-modern building material. 
You can depend on the West Coast lumber species... 
Douglas Fir, West Coast Hemlock, Western 
Red Cedar and Sitka Spruce. | 
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WEST COAST 


Douglas Fir + West Coast Hemlock «| Western Red Cedar + Sitka Spruce 








| 4 
Send for folder describing free literature available for your reference files. | my ‘ 
West Coast Lumbermen’'s Assn., 1410 5. W. Morrison St., Portland 5, Ore. |. -.¢ 
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KEYMESH " Iath for over-all 
reinforcement of plaster and 
stucco. Galvanized. Also'excel 
ent for many miscellaneous light 
reinforcement jobs. Underbed 


for tile and terrazzo floors 


KEYCORNER | strip lath. Pre- 
formed to fit snugly in corners 


Lies flat when applied to joints. 


Galvanized to prevent rust 


streaks. Low cést. Easy to stock 
and handle 








oS 
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KEYBEAD.” The straightest 
corner bead you can buy. Choice 
of galvanized or solid zinc nose, 
for outside or corrosive ex- 
posure. Open mesh wings as- 
sure strong, solid plaster corners. 


Keybead 


3 KEYS TO 
STRONGER PLASTER 


You make more money with 
Keymesh, Keycorner and Keybead 
because they require less space 

for storage, cost less to handle, 
and they don’t rust in storage or 
on the job. 


When you sell Keymesh for plaster 
reinforcement, you get an extra profit... . 
the profit on gypsum lath plus the 

profit on Keymesh. 


Keymesh has many miscellaneous uses in 
building. You can buy it with nails, 
residential and farm fence, and other steel 
products. That keeps freight costs low. 


What’s more— Keystone backs you 

up with the most powerful advertising 
of any reinforcing materials. 

Architects, builders, lathers and 
plasterers everywhere know and respect 
these products. It’s a line that will 
offer you exciting new opportunities in 
the months to come. 


get your order in today! 


rs 


KEYSTONE STEEL & WIRE COMPANY 
Peoria 7, Minois 


KEY MESH * KEYBEAD + KEYCORNER » KEY WELD WELDED WIRE 
FABRIC + KEYSTONE NAILS + TIE WIRE # KEYSTONE 
NON.CLIMBABLE AND ORNAMENTAL PENCE + KEY WALL 








2. Free Prizes 


ENTHUSIASTIC CROWDS attending Copeland’s first annual home show were 
greeted with free coffee and doughnuts, free candy for the kids and numerous 


door prizes 


a 
3. Tool Corner 


FACTORY EXPERTS demonstrated 
their products during the two-day 
show, 


4. Window Center 


WINDOW DISPLAY proved popular and helped to boost 


1. Registration Cards 
REGISTRATION CARDS are filed. 
They provide ammunition for follow- 
up calls 


Dealer Strikes Paydirt with Home Show 


Oregon firm reports an increase in window and paint 


sales plus a general step-up in business as the result of a 


two-day event. 


“Come to the Home Show! Bring 
the Family!” urged J. W. Copeland 
Yards, Riddle, Ore., in announcing 
their first annual home show. The 
two-day event, widely advertised in 
the local paper, attracted county- 
wide attendance. Crowds, in a buy- 
ing mood, came to view and praise 
the first complete display of build- 
ing products and supplies to be ex- 
hibited in the Riddle area. Thir- 


teen factory representatives were 
on hand to explain their products 
and answer many homeowners’ 
questions. 

“Plus creating a lot of good will 
in the community,” explains Mark 
L. Balfour, manager of Riddle’s 
Copeland Yards, “we landed a lot 
of window sales, paint and re- 
modeling jobs—plus one complete 
house job. We struck paydirt with 
our home show!” 


5. Builders’ Hardware 


MARK L. BALFOUR, manager of Riddle’s Copeland Yards, 


shows builders’ hardware to Mr. and Mrs. Roy Wright. 








We'll be glad 
to see you 


DROP IN AND VISIT WITH US 
at BootH 420 wuite You 
ARE AT THE NRLDA CONVENTION 


a: ( 
: | 
AZ “i 


cos 


SEE the new, colorful, hard-hit- When you are at the Cleveland Auditorium, look us up. We'd like 


eee ee renee Seems to tell you about the many exciting things that are happening in 


SEE the new colors in famous 
Mule-Hide Shingles with the ex- the famous Mule-Hide line. And we'll be glad to visit with you. 
clusive COR-DU-ROY feature. 

SEE the new Mule-Hide LUSTER- 

GLAZE AND LUSTERTEX Asbes- If you don’t get to the convention... 


tos Sidings. 


SEE new Mule-Hide TUFFSTONE, ask the Mule-Hide Salesman 


the asbestos wailboard that 

saws and nails like wood The Mule-Hide salesman in your area can tell you and show you 
SEE for yourself why Mule-Hide all the new products and new dealer selling aids that are helping 
gives you the best opportunities . bane | P 

ie iat Gee: sail mais aoe make new sales and new profit opportunities for Mule-Hide dealers. 


money 


THE LEHON COMPANY 


Bellwood, Illinois » Memphis, Tennessee * Wilmington, Illinois 


M UL E H | DE Manufacturers of famous Mule-Hide ‘‘Town & Country", Thick Butt, Hex and 
PRO DUCTS **Safe-Lox”’ Asphalt Shingles with the exclusive COR-DU-ROY feature; Roll Roof 
6 ante ing and Asphalt Roof Coatings; ‘‘Lustergiaze’’ Glazed Asbestos Siding and 

“‘Lustertex’’ Asbestos Siding; ‘‘Tuffstone’’ Asbestos-Board and Mule-Hide A. Cc. 

Wallboard; Bathroom Cabinets and Ventilating Fans & other Building Products. 


“MULE-HIDE” HAS BEEN A FAMOUS NAME FOR FIFTY YEARS 
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Builds Split- 





New York state firm’s 
three-level display area helps 


solve space problem. 


The split-level design of the new 
Pruyn Lumber & Supply Co., Me 
chanieville, N. Y., exposes both an 
upper and lower display area to 
the customer as he 
store 


enters the 


Objective of the split-level de 
sign is to provide: 


An upper level for permanent 
displays and a home planning 
center free of store traffic. 


Short flights of steps to the 
upper and lower levels to en 
courage customers to 


shop 
around. 


An excellent view of all dis 
play areas from the 
showroom entrance. 


main 


On the main ground floor dis 
play area (36x48) are found the 
major building products paint, 
hardware and other materials. An 
upper level (20x36) is used as a 
home planning center for contra 
tors and consumer customers, Spe 
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SPLIT-LEVEL SHOWROOM of the 
Pruyn Lumber & Supply Co. was 
opened recently to replace the firm's 
old, cramped offices and display room 


Level Showroom 


cial displays of wall paneling, roof 
ing, kitchen cabinets and millwork 
are on this floor. 

“We find that concentrating 
building materials in one area 
saves considerable time and makes 
it easy to show women what the 
finished product looks like,” ex- 
plains Joseph Silverman, vice 
president of the 40-year-old firm. 

A display area, also 20x36, a few 
steps below the ground floor show 
room, is also used to show miscel 
laneous products. 

“We have made no special ar- 
rangements for self-service,” ex- 
plains Silverman, “but we find 
more and more people are choosing 
items from the open displays and 
bringing them to the cash register 
counter.” 

The new building replaces old, 
cramped quarters at the other end 
of the yard, where rumbling rail 
road trains were a constant an 
noyance. Hand tools, perforated 
hardboard, metal cellar doors and 
other items have been added in the 
expanded showroom space. 


No Elaborate Construction 


The showroom is of a clean, sim 
ple design. The exterior is a com- 
bination of brick and frame con- 
struction sheathed with plywood 


and faced with tempered hard- 
board. Joints are covered with 
1x3 battens. The showroom faces 
a busy street and ample parking 
area is provided near the entrance. 

The interior of the showroom is 
also simple. Walls and ceilings are 
covered with ‘%-inch gypsum 
Acoustical ceiling tile is 
used in the offices and conference 
room. 


board. 


Illumination is provided by fluo- 
rescent light strips. Ceiling and 
wall spotlights mounted on flexible 
cables provide bright lighting for 
special displays. 

At present, the showroom is not 
air conditioned, but provision has 
been made to use the ductwork of 
the heating system when a cooling 
unit is installed. 

Pruyn Lumber & Supply Co., 
Inc., was formed in 1915 and has 
been doing business in the same 
location since then. 

Present officers of the firm are: 
Kenyon H. Pruyn, president; Jo 
seph Silverman, vice-president; 
Meno Bango, treasurer; Dwight 
Aiken, secretary; Thomas H. Mo- 
han, assistant secretary and B. S. 
Melton, assistant treasurer. 
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@& MAIN FLOOR of the split-llevel show- 
room as viewed from the upper level. 
All display fixtures and counters were 
made in the firm’s shops. 


* 


HOME PLANNING CENTER and per- 
manent displays on upper level, as well 
as the lower level display area are vis 
ible to customers from the main floor 
of the tri-level showroom. 


s 


PERFORATED HARDBOARD WALL 
offers ideal display space for hand and 
power tools on the lower display level. 
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Kimsul 


WANOm ste 


Kitty Kimsul Sells Kimsul Insulation for You: 
e “in person” at “ do-it-yourself’ shows 
® in national magazines 
© on point-of-sale pieces (shown above) 
e on film for your local TV shows 


Kimsul Insulation Brings You Big Profits Because : 
@ It's the ideal “do-it-yourself” insulation, easy 
to cut, measure and install. 
e It's compressed to 1/5 normal size. Saves you < 
storage space. Gives you far more ei] 
profit per square foot 


Cpeoial thaphic, buildor from Kmoul “ N 


Now you can offer your customers this denim cob }}) 
bler’s apron — a regular $2.50 value — for only 89c. 

They're being featured in KIMSUL’sS national adver- 

tising. And since only Kimsut dealers will have 

them, this terrific bargain will bring more customers 

to your sales room. See your KIMSUL salesman for }/ \ 
full details or write: Kimberly-Clark, Dept. A-105, 

Neenah, Wisconsin. 


KIMSUL |icciniccun 
INSULATION &<73 


Kirnberly -Clark Corporation + Neenah, Wisconsin 








Cedarco sales top 
all-time high 


The ever-growing field of do-it-yourself customers is reaching 
out again . .. this time for the long wanted luxury and pro- 
tection of moth-proof, cedar-lined storage space in the home. 


PRACTICAL ANSWER 


Cedarco is the home building supply dealer's answer to this 
demand—practical because it is well within the price range 
and ability of the home handyman. Cedarco is genuine Ten- 
nessee Red Cedar . . . tongue-and-grooved with matched ends 

. simple to install over exposed wall studs, plaster or 
wallboard. 


STRONGLY MERCHANDISED 


For easy handling and storing, each 8-foot bundle (50 board 
feet) is machine spiral wrapped in heavy kraft paper, and cap- 
sealed at both ends. Dealers are supplied with free new 8-page 
booklets that list correct amount of Cedarco needed and give 
customers step-by-step instructions for installing Cedarco. A 
Moth Damage Insurance Policy for each job is available at no 
extra cost. 


NATIONALLY ADVERTISED 


People interested in home improvement know Cedarco. They 
see it advertised regularly in House Beautiful, House & Garden 
and Living for Young Homemakers. 


CEDARCO 


“Red” Cedarco says... 
Cedarco is sold wholesale exclusively. For 
nome of nearest distributor, write: 


GILES & KENDALL COMPANY 
P.O. Box F Huntsville, Alabama 
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Three methods of handling doors, windows and large samples of 
building materials are presented in this article. They all fit into the basic 
American Lumberman wall fixture featured in the September 5th issue. 


panels on a wall unit 


When this series began the statement was made 
that the display of many basic and interesting 
building products was being neglected because of 
their size or shape. They offered a tough display 
problem and frequently a busy retailer took the 
easy way out and depended on a visit to the ware- 
house with a customer for actual selling. 

It was pointed out that this was fine for a 
customer who needed a product then and there 
but that it eliminated creative and impulse selling. 
Getting these products seen only in the warehouse 
into the showroom frankly isn’t easy. But import- 
ant progress is being made. 


It is generally agreed now that intelligent use 
of available wall space offers the most reasonable 
display area for the large problem products. By 
research and planning American Lumberman edi- 
tors have discovered that a basic eight-foot wall 
unit will handle almost everything from insula- 
tion to a compact model kitchen. Later as this 
series develops we can promise you some surpris- 
ing uses for a sidewall fixture. 

In designing panels for the American Lumber- 
man wall fixture the emphasis has been on appear- 
ance and maximum display of products in a 
limited space. We might as well frankly admit 
that the typical yard is fairly small and that space 
is at a premium. 

Swinging panels—Dealers are well acquainted 
with swinging panels for the display of materials, 
especially doors. On the pages that follow you 


will see how standard swinging panel hardware 
has been installed within the framework of our 
wall fixture. One installation will handle 10 doors, 
the other 21 doors—all in an eight-foot space. 

Pivot brackets are suggested for displaying 
windows within the wall fixture. The problem of 
windows is being further researched and we 
will present these ideas shortly. One suggestion 
is for a “window parking area” within a wall fix- 
ture. Another calls for suspension of windows 
from tubular rods mounted from the floor to 
ceiling. 

Sliding panels—Maximum display of doors—28 
in all—is also shown on the next pages. Because 
sliding hardware is specified a dealer also demon- 
strates this product when he mounts his panels 
following this design. The eight-foot wall unit is 
“beefed-up” for added strength using sketches 
provided by American Lumberman. 


NRLDA sales panels—It goes without saying 
that swinging and sliding panels are becoming 
more popular in yards since Russ Nowels, Nowels 
Lumber & Coal Co., Rochester, Mich., developed 
his new merchandising panel idea for NRLDA. 
Nowels found that in a small yard panels could 
be used to display just about everything handled 
in a typical yard. A panel of this type consists of 
a swinging or sliding panel with samples, litera- 
ture, photographs of completed jobs, package 
prices, monthly terms and lively human-interest 
copy. 
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. binning held on atraight 
shelf brackets. 

. binning held on angle 
brackets, 


. binning placed on the top 
of a atorage cabinet. 
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panels on wall units 














All the adaptions shown on these pages are de- 
signed to fit the basic wall fixture designed by 
American Lumberman, The panels illustrated 
may be used for doors, windows and large build 
ing materials. The panel types shown are: 1. a 
pyramidal display system; 2. a parallel display 
system and 3. a sliding display system. Detailed 
blueprints covering the panel modifications, 
storage cabinets, glass binning and basic struc- 
ture are available from this magazine for $8.75, 
postpaid. Send orders to American Lumberman, 
139 N. Clark St., Chicago 2, Ill. 














Save money, build a fixture engineered 
for building material retailing 




























































































1. Pyramidal Display System 


provides for the display of 10 doors or panels 
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2. Parallel Display System 


provides for the display of 21 doors or panels 


The number of windows which can be fitted into any of these systems depends 
\ y, on the size and type of windows to be displayed. 


\” pivot BRACKET 
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TRACK DETAIL 
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3. Sliding Display System 


provides for the display of 28 doors 
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WINDOW DISPLAY IN SLIDING UNIT 








NEXT ISSUE: Something entirely new in fixtures 
for the building material dealer will be shown in the 
October 17 issue. If you are pressed for floor space 
you will like the pylon, six-sided drum unit we have 
designed. Watch for this unusual fixture created 
just for this industry. 
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Small-Town Television 


Show Pulls Customers 


Nebraska dealer stars on 
own program; tells why $50 
“spots” are sound advertising 
investment. 


Is television an effective, yet 
not-too-costly advertising media, 
in a town of 12,000? 

To get the answer, Spelts Lum- 
ber Co., Kearney, Neb., tried sev- 
eral TV promotion ideas before 
coming up with the answer. 

Now, by personally demonstrat- 
ing building materials on the 
Spelts weekly television show, 
vice-president C. C. Spelts is turn- 
ing many viewers into customers. 
Some people drive miles out of 
their way to buy from the man 
they saw on “Spelts’ Do-It-Your 
self Show” telecast from Kearney’s 
200-kilowatt station KHOL-TYV. 


Personalized Programs 


“Several months ago we decided 
to make the show more personal,” 
explains Spelts. “An announcer do- 
ing a straight commercial wasn’t 
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proving too effective and we felt 
the results weren’t justifying the 
expense of sponsoring a weekly 
television program. I decided to 
try my hand at demonstrating 
building materials on the show, 
and the viewers liked the idea. 

“Perhaps, it’s because people 
would rather see a non-profession- 
al demonstrate a product. Also, I 
believe a person who is familiar 
with a material and believes in it 
can do a more convincing selling 
job.” 


Programs Stress Action 


Spelts has learned that action 
and displays are necessary to keep 
viewers interested in even a five- 
minute program. One program 
centered around KD kitchen cab- 
inets is an excellent example of 
Spelts theory: 

“First, I showed an assembled 
cabinet,” Spelts said. “Then | 
pulled a KD version of the same 
cabinet from a carton and assem- 
bled it to show that anyone could 
do the same thing in their own 
kitchen in a few minutes. During 
the demonstration I emphasized 
that these same cabinets were 


DO-IT-YOURSELF BOOKLETS be- 
come fast-moving items at 25c each by 
mail when mentioned by C. C. Spelts 
on the weekly television demonstra 
tions sponsored by his firm. 


available at budget terms with no 
money down.” 

On other programs, Spelts dem- 
onstrated decorative fencing with 
scale model homes. Prices for the 
fences were quoted on a lineal-foot 
basis, painted and installed by the 
firm’s Mr. Fixit. 

Television viewers have also 
learned how to install folding 
doors and wood paneling. These 
demonstrations led to a number of 
sales. 

“We sold several profitable base- 
ment jobs,” Spelts said, “after we 
showed how to fur out a concrete 
block wall and install gypsum 
board panels, ceiling and floor tile 
in the basement.” 


TV Results Gratifying 


“The results are amazing,” 
Spelts added. “People drive for 
many miles, passing up other deal- 
ers just so they can buy from some- 
one they saw on television. Many 
times it’s a month or more before 
a customer comes in and asks 
about something we showed weeks 
before. 

“We also sell a lot of do-it-your- 
self booklets at 25¢ each by mail.” 
Spelts said. ‘“Mentioning books on 
attic and basement remodeling or 
garages is usually followed by a 
deluge of orders. 

“The five-minute, Tuesday even- 
ing program, based on a 52-week 
contract costs us $50. At $10 a 
minute, this sounds like expensive 
advertising, but we believe it’s the 
most effective method of promot- 
ing building materials in our wide- 
spread trade area. 

“Like most advertising, it’s hard 
to pinpoint the results,” Spelts 
adds, “but we know our fall and 
winter business was better than 
last year and many people are com- 
ing in that we've never seen before. 

“There’s also an advantage to 
selling the consumer market. We 
don’t have to cut prices or put on 
a special sale to make television 
advertising pay off. When the 
prospect comes in he’s expecting 
to pay the full market price with- 
out haggling.” 
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You Build 
CONFIDENCE 


in Your Sink Tops 


“CONFIDENCE: Reliance- 


Assurance - Certainty” ae 
Your confidence is etched 
on every genuine 
Hudee frame 





WEBSTER 


You have a feeling of confidence 
when you sell the finest product in its- 
field. When you install a sink or van- 
ity top, you have the satisfaction of 
knowing you've sold the best—when 
you've sold a HUDEE Sink Frame. 


100%, WATERTIGHT 
100%, SANITARY 
No callbacks — No bac- 
teria breeding crevices 


EASY TO INSTALL 


No rabbeting, scribing 
or special tools 


USE WITH ALL 
TOP COVERINGS 
Plastic laminates, 
linoleum, rubber 


FOR ALL FLAT 
RIM SINK BOWLS 
With either round 

or square corners 


NATIONALLY 
ADVERTISED 


Leading magazines tell 
homeowners about 
Hudee’s advantages. 
Use only the sink frame 
bearing this seal. 


HUDEE is more than a trade mark— 
it’s a tradition of leadership—the 
patented, original clamp-down sink 
frame. First made in aluminum—first to 
be made in stainless steel—first to 
be made in three types for easier 
installation, more versatility—first to 
be awarded Good Housekeeping 
seal of approval, etc. 


Yes, HUDEE has a long list of firsts— 
not just reasons in themselves why 
you should use HUDEE—but proof 
that when you use HUDEE, you are 
using the most modernly developed 
sink frame “all-ways.” 

o'G a Ge by © 


Good Housekeeping 
r. - 


#0» « 
45 sovcenmnn 1 
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Owens-Illinois Glass Block No, 370 


INSULATED 
Light with sight 


..-with Owens-Illinois 
Glass Block No. 370 


Here's a glass block application that will appeal to every 
woman. It’s a panel of Owens-Illinois super-clear Glass Block 
No. 370 

Point out to your remodeling or new-construction custom- 
ers that glass block panels are as practical as they are beau 
tiful. Glass block won't frost or sweat in winter 
better insulation than a window with storm sash. 


provide 


Remind your customers that glass block are easy to handle 
ind install. They can be made to fit any size opening. They 
never need to be painted or puttied. They come packed in 
sturdy cartons of convenient size. 

For facts about the ways you can profit from the increasing 
use of Owens-Illinois Glass Block in home, school, factory, 
farm or commercial building, write: Kimble Glass Company, 
subsidiary of Owens Illinois, Dept AL-10, Toledo 1, Ohio. 


Owens-ILLInoIs 


GENERAL OFFICES @ TOLEDO 1, OHIO 


ts fill in 
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YOUR AD OF THE WEEK 


All illustrations shown in these suggested 
ads are ADservice mats—available at very low 
cost to lumber dealers only from American 
Lumberman. Mats in stock for immediate ship- 

No. 43 of a Series ment. Write us today for free 48-page book 


showing complete series of 254 mat illustra- 

TIMELY ADS FOR OCTOBER rites Rates. 9-1 eiailagg te ieee 

‘ tions, plus ad ideas, copy and layout sugges- 

While “get set for winter” is the basic theme tions. 

recommended for your October promotion, some of 
your ad space should be devoted to other timely 
appeals. The weather is ideal for both inside and YOUR NAME OR SIGNATURE CUT HERE 
outside projects. There’s time to add a room, build 
a garage, do major remodeling before winter. Paint, 
roofing, kitchen cabinets and floor tile are typical 


| d floor tile are ty; only a few weeks left to 
products with volume potential justifying individual 


ads. 


i GET SET FOR WINTER! 





fall projects, we’ve prepared the two new suggested 
ads below. 


Your Best Buy! : 
(BRAND) 
Your Home Deserves the Best! 


for snug comfort, you need cut fuel bills with 
STORM WINDOWS INSULATION 

































































(brand) 
INTERIOR PAINT 


: = 500 
LADDERS = 


Te; = 100 
| PAS, 


0 









































YOUR NAME YOUR NAME 
Pa an ee rune? 

2 col. x 12 in. ad using AD 
using ADservice ervice mats nos. 143, 26, 
mats nos. 25, 32, 147, 153 

33, 34, 154, 36, 37 


YOUR NAME 


EE —— 


1 col. x 12 in. ad 











3 col. x 15 in. ad using ADservice mats 
nos. 169, 157, 172, 171, 159, 161, 160, 7 
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EASY TO MAKE — EASIER TO SELL! 


“‘Larsor } 


Make Your Own 


HORSE 
BRACKETS 


2 Styles or Sizes 














No. 1 for 1°" Lumber 
No. 2 for 2'' Lumber 


Cash in on the already made sales for “Make Your Own” Saw 
Horse Sets, originated by Chas. O. Larson Co, Home craftsmen 
will buy several sets. 


Attractively packaged and all hardware needed is included 
for the useful Saw Horse Set, with complete ‘‘easy to 
assemble instructions 


Each set includes illustrated folder on How to Use Wood Working 
Tools for the amateur 


through recognized distributors and jobbers or write for colorful 
literature on the Larson ‘‘Make Your Own’’ construction sets 


Also Manufacturers of BRIGHT WIRE GOODS AND DISPLAY HARDWARE 


CHAS. O. LARSON CO. 
STERLING * ILLINOIS 
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Distributors of West Coast 
Coniferous Tree Products 


P.O. BOX 385, TOWN & COUNTRY STATION 


SACRAMENTO, CALIFORNIA | 
| TWX $C270 


+ ee eF 


PHONE IVanhoe 9-365) 





COLORS 
TO MATCH 
EVERY MANU- 
FACTURER’S 
ASBESTOS SIDING 
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BUGHER MFG. CO. 


211 S. Main Street, Kokomo, Ind. 














BUILDING PropucTs MERCHANDISER 


FREE! 


to your customers’ 
gluing problems... 
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Get yours... 
display it... then 
watch it boost your glue sales! 


This chart makes you a glue expert the minute you 

put it up in your place of business. It lists all 

common gluing jobs—the required glue properties 
and the right glue for the job. 

You and your customers will find it easy to read 
_.. it’s a big 9144" x 15". . . in colorful orange 
and blue. We’ve mounted it on heavy board with 
both an easel and a hole for hanging . . . and 
varnished it to make cleaning easy. 

Get your Elmer’s Glue Chart and establish your 
store as headquarters for all gluing jobs, Contact 
your local distributor now .. . or write us direct if 
this valuable chart is not available locally. We'll 
see that you get one promptly. 


THE Borden COMPANY bay 


CHEMICAL DIVISION ©1r.8.c. 
Sz 
350 Madison Ave., New York 17, N.Y. 


(For more data on advertised products fill in coupon on page 132) 





STAF THE SHOW demonstrates value of B&D power tools over hand tools 
during Demonstration Circus, promotion staged by Nashua, N. H. retailer. 





Your own 
eyes fell you-- 


OAK FLOORING 


Has all these advantages 


© GREATER STRENGTH 
© EYE-CATCHING BEAUTY 
© ADDED SALES APPEAL 


You've got to see this flooring to appreciate 
its beauty —and it's as durable as the Ozark 
mountains from where it is grown, 


Ozark Oak Flooring is dried in modern kilns and 
supplied with a satin smoothness that requires 

a minimum of sanding and finishing — saves you 
time and money. It is NOFMA graded under strict 
manufacturing control for matching consistency. 
Yes, you be the judge and see for yourself why 


Ozark Oak Flooring is better, Specify it on your 
next Flooring order. 


Available in all standard sizes. 
ae 


uaF 


TY The OZARK OAK FLOORING CO. 


BISMARCK, MISSOURI! 








Among the Dealers 





Trained Chimps Help 
Demonstrate Power Tools 


Osgood’s Demonstration Circus, 
a promotional stunt staged by the 
Nashua (N. H.) retailer, was a 
highly successful affair that ap- 
pealed immensely to the commun- 
ity. 

A power tool demonstration 
with a circus theme, it was adver- 
tised widely as being similar in 
every detail to the real thing. In 
addition to 12 animals supplied 
by a local zoo, there were four 
rings (painted on the floor), re- 
corded circus music, circus decora- 
tions, free pop corn, sandwiches 
peanuts and soda pop. Ample floor 
space allowed installation of 500 
portable bleacher seats under the 
“Big Top.” 

Osgood, dressed in ringmaster’s 
red coat and top hat, was M. C. 
for the precisely timed acts. 

A highlight of the show fea- 
tured two trained chimpanzees 
who helped demonstrate Black & 
Decker electric tools. One chimp 
began using a hand screwdriver, 
but the demonstrator showed him 
the simplicity of using a screw- 
driving attachment. The other be- 
gan using a star drill with a rub- 
ber hammer on a concrete block, 
but was shown how much easier 
the job was with an electric ham- 
mer. Finally, the first chimp 
grabbed a handsaw and started to 
saw through a 1x6. Quite reluct- 
antly he gave way to the demon- 
strator who showed how much 
faster it could be done with a 
portable electric saw. 


The show was such a hit with 
the capacity crowd that three ad- 
ditional performances were run. 
Altogether, 2,000 people saw the 
four demonstrations which re- 
ceived wide-spread publicity via 
radio and TV. 


LOG 


A. E. Montgomery, head of the Salt 
Lake Div. of the Boise Payette Lumber 
Co., has been appointed administra- 
tive assistant to John L. Aram, presi- 
dent of the firm. Thomas T. Sneddon 
has been named to succeed Montgom- 
ery. 


The George A. Good Lumber Co., 
Cedar City, Utah, has been sold to 
Grant Seegmiller of Cedar City and 
F. E. Frank of Salt Lake City. Under 
this new ownership the firm will be 
known as the Iron County Lumber Co. 
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Hixon-Peterson Lumber Co., Toledo, 
Ohio, has announced the promotion of 
John M. Henry to _ vice-president. 
Henry has been purchasing agent for 


the firm. , pe “4 eS 4 


Frederick Henrich, 86, died recently ‘ig PES oe 
in Millard Fillmore Hospital, Buffalo, iw tosgee 
after an illness of only three days. Mr. + +.) SAAS ee oe 
Henrich was chairman of the board of RP TN inl els 
directors of Henrich Lumber, Inc., firm oS ete: SS OA i 
founded by his father. 2S 3 


Abel J. Parent, 71, died August 29 
at his home in West Springfield, Mass. 
A past president of the American 
Lumber Salesmen’s Association, Mr. 
Parent was softwoods sales represen- 
tative in western Massachusetts and 
Connecticut for Plunkett-Webster 
Lumber Co., New Rochelle, N. Y. He 
had been with the firm since 1926. 
He leaves a wife and eleven children. 


Wallace Kennedy, George W. Ken- 
nedy & Sons, Fresno, is the new presi- 
dent of the San Joaquin Hoo-Hoo 
Club. 


Arthur King has been named man- 
ager of the Santa Barbara yard of the 
Pacific Coast Lumber Co., succeeding 
Gordon McAdams, who resigned. King 
will also supervise the firm’s San Luis 
Obispo yard. 


United Lumber Yards of California, 
Modesto, has announced the purchase 
of the Kerman yard of the C. S. Pierce 


Lumber Co., Fresno. 2 i BE SAFE! STANDARDIZE ON 
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conennensew | = KEYSTONE 
To Be Held Nov. 16-18 | Se 
The third annual Southeastern > ss INSECT WIRE SCREENING 


Dealer Convention and Building 


Material Show will present the 2 LET'S PUT IT THIS WAY... that Keystone Insect Wire 
greatest array of building prod- ~ Gensentad te tke on insurance noliew, tn biel alit 1 
ucts ever shown in one building = creening is like an insurance policy. Its high quality anc 
in the southeast, according to di-| uniform dependability protect your reputation; ensure 
rector J. G. Rowell. : against customer dissatisfaction and complaints; help 

All dealers and persons engaged| Sa build the good will that means repeat business. And 


in light construction industry in Keystone Screening brings you all this for free... it’s a 
the southeast are invited to at- 


tend the conventionabew’ te be premium product without premium price! 
held at the Biltmore Hotel, At- Keystone Insect Wire Screening is 
lanta, November 16-18. ~ available in aluminum, bronze and 

R. O. Brownlee, program direc- galvanized steel, and in all standard 


tor, has announced the following - het REG : eo 
speakers for the convention: Roy and fractional widths. It meets U.S. 


Wenzlick, St. Louis realty analyst Dept. of Commerce Commercial 
and construction forecaster; Dil- Standard 138-49. Order Keystone from 
lard Munford, operator of a chain your regular supplier for screening that 


of do-it-yourself supply stores ; enables you to sell maximum strength 
Findley Torrence, dealer and sec- 


retary of the Ohio Association of and longest service life. 
Retail Lumber Dealers; Robert) § 


A. Jones, executive vice-president 
of the Middle Atlantic Lumber- 
men’s Association; Arthur A. 
Hood, 


editor American Lumber- 
WIRE CLOTH COMPANY 
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man; Ray Harrell, research direc- 
tor, Lumber Dealers Research 
Council; Dr. Frank Goodwin, Uni- 
versity of Florida and Bob Wright 
who will tell the ACTION story 
for the American Council to Im- 
prove Our Neighborhoods, Inc. 
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specializing in 


PONDEROSA 
PINE 


AND ASSOCIATED 
SPECIES 


KILN DRIED—AIR DRIED 
SURFACED—ROUGH 


The mills’ facilities ond care 
in manufacture ond groding 
assure you top-greade lumber 
and lumber products 


CONTRACT PLANTS LOCATED 
IN: Idehe, Oregon and Wash- 
ington 


CONTRACT MILLS members 
Western Pine Association 


Send Us Your Inquiries 


4 


«STARRY- 


KELLY 


LUMBER CO. 


% 


INC. 


1120 Old National Bank Bidg 
SPOKANE 1, WASHINGTON 
Phone: Timple 1448 


Teletype: Sp-175 
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MISS DO-IT-YOURSELF, 
ler, Milwaukee, 


Rita Muel- 
demonstrating new 
Yates-American home power tool, 
wears one of the costumes she de- 
signed. Machine comes in four attrac- 
tive colors and lady purchasers can be 
provided with an outfit to match. 


Fir Door Institute 
Elects New Officers 


The Fir Door Institute reelected 
Robert N. Kelly, M and M Wood 
Working Co., as president at its 
annual meeting. 

According to a recent announce- 
ment by Ben T. Cardinal, manag- 
ing director of the institute, other 
officers elected were: vice-presi- 
dent, Joseph H. Manley, Washing- 
ton Door Co.; secretary, Hal Mc- 
Clary, Simpson Logging Co., Shel- 
ton and treasurer, Frank Clarke, 
Clear Fir Sales Co., Springfield, 
Ore. 


Black & Decker Announces 
Two New Sales Divisions 


Creation of two new sales divi- 
sions has been announced by the 
Black & Decker Mfg. Co. Ac- 
cording to John F. Spaulding, 
vice-president, the move was nec- 
essitated by the firm’s rapidly 
increasing business volume and its 
continued expansion in the field of 
portable electric tools. 

The new Wholesale div. will be 
responsible for the distribution of 
B&D products normally handled 
by wholesale distributors to build- 
ing materials dealers. The Indus- 
trial-Automotive div. will handle 
the company’s products through 
mill supply, specialty and automo- 
tive distributors. 

Albert S. Fehsenfeld, formerly 
assistant general sales manager, 
heads the wholesale div. Arthur 
L. Boehm, formerly Pacific coast 
district sales manager, has charge 
of the Industrial-Automotive div. 
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New Multi-Purpose Tool 
Features Built-In Safety 


A new, multi-purpose home 
workshop tool was introduced re- 
cently by Yates-American Machine 
Co., Beloit, Wis. 

Designed with a heavy accent on 
safety, the machine is available in 
four attractive colors. A combina- 
tion saw, jointer and sander, the 
machine can easily be changed 
from one operation to another by 
turning a handwheel. There are 
no parts to replace or belts to shift. 

The Y-A conversion is auto- 
matic and the quick changeover 
adds to the safety of the machine. 
Safety is promoted by the fact 
that when one tool is in an oper- 
ating position, the others auto- 
matically go down and out of the 
way. The jointer guard cannot be 
removed. 

Accessories are available to add 
to the versatility of the machine 
and give the unit an unlimited 
number of applications around 
the home workshop. 

One of the outstanding features 
of the machine is a _ patented 
“feather-touch” rip fence which is 
barr-bearing mounted and easily 
moved. 

The Y-A machine comes in four 
eye-pleasing colors: silver ash, 
blue spruce, tan bark and ever- 
green. 





COMPANIES ANNOUNCE 





Columbia Veneer Co., Seattle, is be- 
ginning work on a plant in Everett to 
manufacture cedar hardboard from 
cedar waste, according to a recent an- 
nouncement by Fred L. Johnson, presi- 
dent. The new plant is expected to 
be in operation in about a year and 
will be known as the Columbia Hard- 
board Co. 


Mastic Tile Corp. of America has 
appointed Earle Wolfe as representa- 
tive in the New England area, accord- 
ing to a recent announcement by Carl 
Resnikoff, vice-president. 


LATTICE TYPE WINDOW is new 
style feature of Taylor Made garage 
doors. Built of zinc-coated steel, doors 
have nylon rollers and auto-type lock 
handles. Firm has expanded manufac- 
turing facilities, seeks additional deal- 
ers and distributors 

(continued on page 106) 
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Plastic Canister Drawers 


Redi-View Handi-Pantry, a wooden cabinet hous- 
ing eight clear plastic canister drawers in three 
sizes, is being installed in the kitchens of two new 
housing developments in California 

The unit, manufactured by Continental Wood 
Products, Inc., is installed just above the kitchen 
counter, where the contents of each drawer can be 
easily seen through the clear plastic. Containing 
such staples as coffee, rice, sugar and so on, each 
container pulls out like a drawer, has a convenient 
pouring spout and handle. 

Design coordinators and architects who specify 
the Handi-Pantry say it is truly functional, replac- 
ing clutter of in-the-way canisters, streamlining work 
in the kitchen and adding a colorful note pleasing 
to women. 


Rent or Buy Plan Boosts Sander Sales 

A new triple-threat sales program on Syncro 900 
heavy-duty Multi-Motion sander, is aimed at helping 
dealers secure profitable rentals, dispose of the 
rented sander at full profit and create additional 
new sander sales. 

The model 900 is packaged in a standard container 
with specially-printed messages to make the rent- 
or-buy plan easily understood by both dealer and 
consumer. 

Focal point of the program is that the dealer rents 
the sander for $2, and each time it is rented the 
purchase price is reduced by $2, making it attractive 
to bargain hunters, yet permitting the dealer to 
make his full mark up. Another feature is that 
Syncro backs up the sale by giving a brand new 
sander guarantee on it, even though it has been 
rented. 





HOME IMPROVEMENT PACKAGES 
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spot announcements to merchandise ping pong tables 
and sold 69 in the pre-Christmas shopping season. 


Decorations Push Plywood Sales 

To keep their sales volumes of plywood and hard 
board high during the holiday season, many build 
ing materials dealers are promoting Christmas dec 
oration plans for the home handymen. 

In some communities various civic organizations 
sponsor contests for the best decorated homes during 
the Christmas season and advertising that plans and 
materials for decorations are available is sure to stir 
up extra sales of building materials. 

In Memphis, Tenn., Jordan Lumber Co., gave 
handymen free plans for Christmas decorations and 
this generated sales of materials to homeowners who 
wanted to make their home outstanding during the 
holiday. 

One of the large purchasers of materials for Christ- 
mas decorations was the Paris, Tenn., chamber of 
commerce which purchased KD kits for 12 Santa 
Clauses, 20 choir boys and 20 angels to be used for 
street decorations. 

Millwork items, including corner cabinets, unfin- 
ished furniture and storage units are good items to 
merchandise during the Christmas shopping season. 
Mohawk Lumber Co., Detroit, Mich., wraps several! 
floor samples as gifts and displays them in a heavy- 
traffic area to stimulate sales of millwork as gifts. 

During the season when emphasis is on the home 
and family, selling the idea of better living as a gift 
to be enjoyed all year keeps customers in a buying 
mood for building materials packages during the 
winter months. 

MERCHANDISER 


BUILDING PRropucTs 


. Of the Wise 
Masonry Expert. . . 
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why Dur-0-wal. is 
STRONGER, FASTER 
AT LESS COST 


Patented Dur-O-wal Sets 
the Pace for Reinforcing 
Quality and Performance 


asonry industry leaders 
throughout the nation hail 
butt-weld Dur-O-wal for per- 
formance, quality and economy. 
Masons prefer Dur-O-wal be- 
cause it lays flat works 
fast handles easily. 


@ Mechanical Bond every 8 
inches of wall @ High Ten-« 
sile Steel (100,000 p.s.i.), 
shipped in convernnent 10 foot 
lengths @ Double Morter 
Lock ot each weld @ Electric 
Butt Welds ploce all rods 
onasingle plane @ Deformed 
Side Rods lay straight and 
flat due to hardness of steel 
@ Trussed Design causes side 
rods to work together, 


The masonry industry pre- 
fers Dur-O-wal because it safe 
guards the beauty of masonry 
by providing both vertical and 
horizontal reinforcing in all 
types of masonry walls. 


GET ALL THE FACTS TODAY from the Dur-O-wal plant nearest 


you. Literature now available with new research data from in- 
dependent tests. Request information today. 


SYRACUSE |, N.Y. Dur-O-wal Products, Incorporated, Box 628 
TOLEDO 5 OHIO Dur-O-wal, Incorporated, 165 Utoh Street 

BIRMINGHAM 7, ALA. Dur-O-wol Products of Ala. Inc., Box 5446 
PHOENIX, ARIZ. Dur-O-wol Div., Frontier Mig. Co., Box 4 


CEDAR RAPIDS, 1A. Dur-O-wal. Div., Dept. I-C, Cedar Rapids Bloc 
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A PERFECT 
INSTALLATION 
EVERY TIME 


Al & @! 


Kennatrame! 


sliding door wall pocket 


® Pretabricated 


® Completely 
adjustable 


@ Easy to install 
® Warp-proot 
® Trouble-tree 


The simplest and surest way to 
install a 1%" door that slides into 
the wall is to use prefabricated, 
WARP-PROOF KENNAFRAME. 
Adjustable three ways to fit all 
2x4 walls. Takes any kind of wall 
finish. Nails can not pierce steel 
jamb to damage door. Choice of 
two types of hangers. Eight nylon 
wheels per door. 


PREE BUYER'S 
GUIDE describes 
and illustrates the 


complete Kenna- 
crack line. Write for 
your capy today. 


KENNATRACK CORP 


LLAR HART, INDIANA 
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Consoweld Corp. has appointed two 
regional field representatives, Delbert 
G. Rowland for the mid-central states 
and Thomas J. Durkin for the east 
mid-central states. According to an- 
nouncement by Jack Davies, general 
sales manager, Rowland will make 
his headquarters in Wisconsin Rapids 
and Durkin will operate out of Cin- 
cinnati. 


United States Plywood Corp. has 
elected Fred B. Smales, western divi- 
sion Manager, as a vice-president, ac- 
cording to an announcement by S. W. 
Antoville, president. Smales has been 
with the company since joining its 
Los Angeles branch immediately after 
graduating from high school in 1933. 


Smales Lewis 


Hyster Co. vice-president, Jack F. 
Lewis, sailed recently for a _ three- 
month tour of Hyster European facili- 
ties. He will visit the firm’s key deal- 
ers in western Europe and inspect new 
building and installations at the Hy- 
ster factory in Nijmegen, The Nether- 
lands. 


The Celotex Corp., Chicago, has an- 
nounced the election of Gerrard Sny- 
man as vice-president. Snyman had 
been managing director of Celotex 
Ltd., the English subsidiary of Celo- 
tex. He will have charge of foreign 
relations. 


Inland Steel Products Co., manufac- 
turer of the Milcor line, has named 
two new sales representatives: Ed- 
ward G. Fletcher in the northern 
California area and James H. Mclver 
in southern California. Both will op- 
erate from the Los Angeles branch. 


Chemiglas, Inc. has announced three 
additions to its staff: Murray C. 
Slone, technical director; Lee H. Nel- 
son, project and development engi- 
neer and Leonard Haslim, new labora- 
tory staff chemist. Chemiglas is a 
research and development affiliate of 
the Alsynite Co. of America. 


Pittsburgh Plate Glass Co. ap- 
pointed Clifford F. Achatz as manager 
of its new Dayton, Ohio service 
branch, according to an announcement 
by H. R. Kluth, general manager of 
the firm’s merchandising branches. 
Achatz had been manager of the com- 

any’s Zanesville, Ohio branch, and 
R E. Rausch has been named his suc- 
cessor at Zanesville. 


West Coast Lumbermen’s Associa- 
tion has announced the establishment 
of a new fire insurance department. 
According to H. V. Simpson, execu- 
tive vice-president, the new depart- 
ment, headed by Fred L. Mattson, Jr., 
is in line with the association’s policy 
of giving service to its members on 
industry-wide problems. 


Hardel Mutual Plywood Co. has in- 
stalled in its Olympic mill, the first 
sheet veneer dryer of its kind in the 
state of Washington. E. W. Ruddick, 
manager of the Western Forest Prod- 
ucts Div. of Pacific Mutual Door Co., 
Hardel sales agents, said the dryer 
will enable the company to increase 
its output to three million feet of ply- 
wood a month. 


Nu-Seal Aluminum Window & Door 
Corp., is opening a plant in Rock 
Island, Ill., according to a recent an- 
nouncement. Murray T. Scheer, secre- 
tary of the firm, will move to Rock 
Island to take charge of the new 
plant. 


Given Mfg. Co., producer of Waste 
garbage disposers and gas incinera- 
tors, has promoted Elm Weingarden 
to assistant national sales manager, 
according to an announcement by 
Bertram Given, executive vice-presi- 
dent. 


Hardage L. Andrews, president of 
Jones & Lamson Machine Co., Spring- 
field, Vt., has announced the purchase 
of Shopmaster, Inc., Minneapolis, man- 
ufacturers of power tools for the home 
workshop. 


The Building Research Institute, 
Washington, D. C., has elected new 
officers. Edmund Ciaxton, director of 
research of the Armstrong Cork Co., 
is president and William Muirhead, 
president of William Muirhead Con- 
struction Co., is the new vice-president. 
William H. Scheick continues as ex- 
ecutive director. 


MONKEYPOD WOOD entrance door 
specially built for the Honolulu home 
of Boris Horn, owner of Woods of 
Hawaii, largest producers of native 
monkeypod wood products in the 
Islands. Hardware chosen for the 
handsome door is a Schlage lock with 
a Saturn knob and Riviera escutcheon. 
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KOCHTON 


has the right Plywood 


ere mien oer 


for all your needs 


Let us fulfill all of your requirements for DOUGLAS FIR PLYWOOD 
in the size, thickness and grade specified for your job. We can 
supply fir plywood in thicknesses from Ya" to 1”, widths from 24” 
to 60”, lengths from 48” to 192”. 


Fir plywood sheathing is available in interior or exterior type for 
roof, wall and floor construction. Concrete Form plywood is han- 
died in the BB Grade for normal use; in the plastic-faced panel 
for the smoothest surfaces and greatest number of re-uses. Decora- 
tive plywoods in the brushed or embossed patterns are excellent 
for natural or duotone finishes. 


Call us for the new EVERSIDE EXTERIOR PLYWOOD BEVELED 
SIDING. This new overlaid fir plywood siding assures greater 
strength, increases nail-holding qualities and will not split or sliver. 
Application costs are reduced because the siding covers large 
areas with widths of 12”, 16”, 20” and 24”. The prime coat of 
Penta WR and the tough overlaid surface make it easy and 
economical to paint. Be the first in your locality to sell this PROFIT- 
MAKING product! 


Contact us today for your building material needs in carload, 
L.C.L. or warehouse shipments from any of our 14 conveniently 
located warehouses. 


CALL US ON CARLOADS OF 
LUMBER & MOULDINGS 


FKOCHTON 


PLYWOOD wo VENEF 0 
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Tom Harmon's 
Workshop on TY 


Tom Harmon, one of football’s 
all-time greats, is starring in the 
power tool industry’s first nation- 


wide TV show. Filmed in Holly 
wood, Tom Harmon’s Workshop is 
co-sponsored by more than 750 
Shopsmith dealers. Each film has 
a local dealer tie-in. 

A first-class woodworking 
craftsman, Harmon has helped ex- 
pand his San Fernando Valley 
house, created a play country store 


for his three children and pro- 
duced such things as balustrade 
and shelves for his actress wife, 
the former Elyse Knox. 
Harmon’s fame as all-American 
halfback, World War II combat 
pilot and sports broadcaster is na- 
tionwide and his enjoyment of his 
own Shopsmith made his new role 
a natural. His skill and friendly 
enthusiasm are apparent as he 
demonstrates the proper use of 
lathe, saw, vertical and horizontal 
drill, dise sander, jointer, jigsaw 
and other Shopsmith components. 


Fire Destroys Sawmill 
10 Hurt; $1'/2 Million Loss 


Sparks from a welding torch de- 
stroyed the Van Fleet Lumber Co. 
sawmill at Rainier, Ore., with 
damages of $1'% million and in- 
juries to 10 people. The sawmill 
was a complete loss but the planer 
mill and most of 2! million board 
feet of lumber stacked on adjoin- 
ing docks were saved. 

The mill, employing 200 men, 
was Rainier’s only industry. Ac- 
cording to H. W. Humiston, resi- 
dent manager, the operation is 
valued at $2 million, the sawmill 
itself at $114 million. The lumber 
stacked on the docks was worth 
$200,000. 


De a 


This Is Your Life, 
Miss Elma Shibley! 


This Is Your Life was the theme 
for a memorable dinner program 
given by the Wooster Brush Co. 
to honor Miss Elma Shibley, sec- 
retary of the firm since 1920. Mas- 
ter of ceremonies for the evening 
was Woodrow Zook, treasurer. 

Miss Shibley, who retired re- 
cently, had been with the company 
since February, 1902. She had 


been an officer of the firm since 
1910. The earliest days of her as- 
sociation with Wooster Brush were 
recalled by Clifford P. Foss, chair- 
man of the board. 





— 
Seated, C. P. 


Foss, Miss 
Standing, Woodrow Zook, Walter R. 
Foss, vice-president and Stanley R. 
Welty, president. 


Shibley. 





GOOD PROFIT FOR YOU 





llooring. 


Here is the preferred perfect 
long-life flooring for homes, schools, in- 
stitutions, and commercial buildings. No 
synthetic or man-made flooring material 
can compare with the natural and dur- 
able beauty of Padgett-Smith Oak 
The result is more satisfied 
customers, more sales, and profit for you. 


Representatives in most states, Write or phone for particulars. 





1 EXCELLENT 
MILLWORK 


gives you these wanted features 


4 THOROUGHLY SEASONED 
IN MODERN KILNS 





COLOR AND GRAIN 
‘ . UNIFORMITY 


3” LONG LIFE GENUINE OZARK MOUNTAIN OAK 


4 


NOFMA 
“\ GRADED 












DIRECT 

VAN DELIVERY 

Within 600 mile radius 
Trailer loads or split loads are 
delivered at carload prices. 
Coast-to-coast rail shipments, 


Pancerr- Cmith FLOORING COMPANY wevntcin view, me 
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SOUTHERN PLASWOOD plant manager Ogran and the 
Eriez magnetic pulley—fool-proof automatic detector that 
finds and removes all tramp iron from wood chips. 


Fire Hazard in Wood Processing 
Plant Curbed by Magnetic Pulley 


A permanent magnetic pulley has minimized seri- 
ous fire hazards confronting the Southern Plaswood 
Corp., manufacturer of processed wood furniture 
corestock and underlayment for floor coverings. 

The unavoidable presence of tramp iron in its raw 
material for processing constantly menaced the 
Hope, Ark. plant with the threat of fire and resultant 
costly machinery damage. 

Eriez Mfg. Co., Erie, Penna., producers of perma- 
nent magnetic equipment, found the solution—the in- 
stallation of an 8x14” non-electric magnetic pulley 
as head pulley on a conveyor belt feeding from the 
primary knife hog to the hammer mill. 

The magnetic pulley removes all tramp iron be 
fore it can reach the vulnerable hammer mill and 
the inflammable or explosive mixtures beyond. Wood 
chips, unaffected by the magnet, feed smoothly into 
the hammer mill, but any ferrous contamination is 
promptly fixed to the belt’s surface until it is carried 
beyond the magnet’s influence and dropped automati- 
cally into a refuse container. 

According to Southern Plaswood’s plant manager 
E. J. Ogran, the magnetic separator has been highly 
successful in eliminating the threat of serious dam- 
age to the hammer mill and fire in the dryers and 
wood bins. 


Anaconda Copper Changes Name 


At a recent director’s meeting it was decided to 
change the name of the Anaconda Copper Mining 
Co. to The Anaconda Co. 

The decision to make the change was due primarily 
to the fact that the firm is branching out into other 
types of endeavor such as its new $65 million dollar 
aluminum plant dedicated last August. 


Republic Adopts ABC Time Pay Plan 


A time payment plan for sale of Republic Steel 
Kitchens has is age been adopted according to 
C. K. Reynolds, manager of steel kitchen sales 
for the Berger Div ‘of Republic Steel Corp. 

General features of the ABC plan include no down 
payment, one contract to cover cabinets, appliances 
labor and building materials; no endorsers, competi 
tive interest rates, up to 36 months to pay and no 
recourse to dealers. 
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#042 
le, WIGHTLATCH 


YALE HAS THE PRODUCTS AND 
THE POINT OF SALE DISPLAYS 
THAT SELL THEM FAST 


GM-3 Merchandiser 
with #2, 112,197 
deadlocks 


GM-2 Merchandiser 
with #36, 80, 042 
Nightlatches 


GC-1 Counter 
Merchandiser 
features 3 #042 


‘ Nightlatches 
/ FREE! SEND NOW! 
{v Write for valuable booklet. 

@ The KEY To Selecting Auxiliary Locks”’ 


THE YALE & TOWNE MFG.CO., 
Lock & Hardware Div., 


ae YALE & TOWN E 
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. making Modernaire the 
easiest window in the world to 
clean! Just press the button to 
disengage the sash! Window 
opens to nearly 130° for easy 
cleaning of outside glass from 
inside. 


mh 


EXCLUSIVE WITH 


AWNING TYPE 
Convertible 


WOOD WINDOWS 








See Modernaire 
On Display At 


BOOTH 276 
NRLDA Exposition 
CLEVELAND 


RITE. FOR NAME OF NEAREST 
MODERNAIRE BBER 


KINSMAN RD. * CLEVELAND 4 ¢ 
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Record Crowd Expected 
At NBMDA's Meeting 


The National Building Material 
Distributors Association’s annual 
meeting will be held in Chicago 
November 13-15. According to L. W. 
Wheeler, program chairman, a 
record attendance of more than 
500 is expected at the three-day 
meeting. 

The formal program, beginning 
at 10 a.m. Monday, is open to all 
manufacturers’ representatives as 
well as guest distributors. It will 
include two panel discussions 
by manufacturers’ representatives 
and outstanding distributors, who 
will review Current Trends in the 
Distribution of Building Mater- 
ials. 

A new feature of the meeting is 
a workshop scheduled for Tuesday. 
All attending distributors are ex- 
pected to participate in a discus- 
sion of various phases of operat- 
ing costs of the companies. Sub- 
jects include: How to Economize 
on Paper Work with Expanding 
Sales Volume; Trucking—Deliv- 
ery Costs; Office Procedures — 
Purchasing and Invoicing; Sales 

Men, Methods and Motivations. 


Wholesaler Shorts 


Gensco Tools, div. of General Steel 
Warehouse Co., Inc., has appointed 
Stanley Jenkner as sales representa- 
tive. Jenkner, formerly with N. B. 
Spurgeon Co., will handle the sale of 
Gensco Swedish bow saws, wood 
chisels, hunting knives, builders hard- 
ware, wood screws, machine screws 
and pruning saws to jobbers in the 
midwest. 


The National Association of Com- 
mission Lumber Salesmen Inc. has re- 
leased the 1955 edition of its Roster 
and Year Book, according to a recent 
announcement by G. R. Gloor, secre- 
tary-manager. 


National Wholesale Lumber Dis- 
tributing Yard Association will hold 
its annual meeting in Chicago, Octo- 
ber 11-13. 


Walter L. Gavitt, well known lum- 
berman in the northwest, has been 
named general sales manager of the 
Holbrook Lumber Co., Springfield, 
Mass., according to an announcement 
by Fred A. Holbrook, president. Gav- 
itt, formerly with A. C. Dutton Lum- 
ber Corp., as divisional manager of 
the Providence wholesale yard, has 
long been associated with the whole- 
sale lumber industry. 


Clark E. MeDonald, vice-president 
of Central Woodwork, Inc., has been 
elected president of Memphis Hoo-Hoo 
Club 92, succeeding Leo Speltz. C. E. 
(Rooster) Thompson was elected vice- 
president and Ed C. Duke was elected 
secretary-treasurer. 


TOP DISTRIBUTOR (1954) and top 
salesman (first half 1955) for Conso- 
weld. From left, Robert Connell, Jr., 
Bakoring, Inc. field salesman, Conso- 
weld representative Don Hagen and 
Robert Connell, Sr., president of the 
Houston, Tex. firm. 


Factory Training School 
For Alwintite Jobbers 


A product training school for 
distributor shop personnel and 
distributor salesmen has _ been 
established by Alwintite Div., 
General Bronze Corp. 


Training will be on technical 
features of Alwintite aluminum 
windows and emphasis will be 
given to the methods for assem- 
bling different types of aluminum 
windows, installation procedures 
in all types of construction, glaz- 
ing techniques, window principles 
and relationship between product 
knowledge and sales. 


“Distributor response to the an- 
nouncement of the training school 
has been excellent, and enrollment 
for the first class has already been 
oversubscribed,” reports Ben Mc- 
Gowan, assistant to the vice-presi- 
dent. 

The firm anticipates that regular 
classes on window training will be 
conducted for the benefit of its 
distributors. 


Standardize Windows, 
Doors, Says NBMDA 


The National Building Material 
Distributors Association reports 
there is still “need for improve- 
ment in the construction industry” 
citing the findings of a recent 
round table sponsored by the 
American Standards Committee. 


“At least $100 could be saved 
on a house by standardizing on 
the right six window widths, the 
right three window heights and 
the right two door sizes. At pres- 
ent, both metal and wood window 
catalogs offer a bewildering choice 
of more than six hundred sizes.” 
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Central Woodwork Opens 
New Warehouse in Jackson 
More than 250 retail lumber deal- It's a Jig Saw! 


ers from nearby states attended the 
grand opening of the new ware- 


house of Central Woodwork, Inc., in 
Jackson, Tenn. Mayor George Smith " 
officially opened the building by > ee 
sawing a board in two at the door It's a Router! 
All millwork , “4 
lines handled by so 3 H w 
the firm were on Amazing ne 
display and fac- ¥% * . 
tory representa- (iy It's a Shaper! 3-in-1 tool! 


tives demon- 
strated sales fea- 
tures of the 
products. The 
new offices, 
warehouse and 
shop were on 
display from 10 a.m. to 10 p.m. 
Hourly door prizes were awarded; 
steel tapes and cigars were present- 
ed to men, orchids were given to 
the ladies and children received bal- 
loons and pencils as souvenirs of the 
occasion. Refreshments were served 
to visitors all day long. 

Joe Horn, who has been with Cen- 
tral Woodwork more than six years 
as territory salesman and office 
manager, is manager of the new 
Jackson branch. 


Porter-Cable’s revolutionary 


Joe Horn 


Card Builds Goodwill 
For Company and Jobber 


Glenn V. Sherwood, American 
Sisalkraft Corp. representative, * th bl a“ “a 
uses an appreciation card to sup. | All-out promotion launches another Porter-Cable ‘ first’! 
plement personal calls on dealers. 

A printed card thanking the 
dealer for his order bears a small 
picture of Sherwood, has space to Routo-Jig is a rotary jig saw — converts in seconds to a port- 
fill in the dealer’s name, name of able router — and with its special table, becomes a precision 
a5 BB ogg ay Phnom @ personal shaper as well. It’s a born best seller — and we're backing it 
; ¢ we with everything in the book! 


Now — three most-wanted tools in one — designed and priced 
to open up a whole new market for power tool sales! 


“T fill in the jobber’s name upon 


receiving notice of shipments and Important consumer advertising — double spreads and full 
mail the card to lumber dealers pages in leading homecraft and hobby magazines! Up to $75 
for orders given to jobbers in my 


territory in free merchandise to Porter-Cable dealers! Cash rewards to 
> ry. . af 
“The ‘de slers like this very much dealer salesmen! Extra allowance for cooperative advertising! 
and I give it credit for much of Literature, displays, promotional material, sales helps! And a 
my success in the territory—since special Introductory Offer that gives the customer a $61.95 
with 1200 dealers I can’t get value for only $54.95 — saves him a cool $7.00! 
around as often as I would like.” ee , , : " 
Routo-Jig is big news — and it means big profits for Porter- 
Cable dealers everywhere. It's another important reason why 


Edgar de Clark, Inc. the Porter-Cable franchise means business! A few dealerships 


E. J. (Red) Clark, formerly with are scill available—write today. 
Gate City Sash & Door Co., Fort eer. 
Lauderdale, has established his 
own business in Tallahassee, un- 
der the name of Edgar J. Clark, 
Inc., manufacturer’s representa- 
tives. 








Clark will continue to represent 
Gate City in the southeast, as well 
as servicing new accounts. He : a 
will represent building material Cee * oe 
concerns and will call on archi- — 
tects, builders and dealers. 





saws * belt sanders * finishing sanders © drills * routers * planes 
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Cash in on the demand 


with Roddiseratt 
HARDWOOD 

MOLDING 

AND TRIM 


Now... Roddiseraft 


offers finest Birch, Mahogany, 
Oak and Walnut trim 

++ fo help you win this BIG market 

B' ILpers are tired of delays. .. tired of 


paying premium prices . . . on made-to- 
order hardwood trim! So this big market is 
yours for the asking . . . when you stock 
Roddiseraft hardwood trim. We have it... 
ready and waiting in our coast-to-coast ware- 
houses, It's available in styles for every 
need, and sizes for every purpose, 

Roddisecraft hardwood molding and trim 
has excellent design and is precision ma- 
chined from select hardwoods. Door and 
window trim is available in packages, cut 
to size... or by the lineal foot. 

Birch, Mahogany, Oak and Walnut trim 
is kept in stock, Trim in other hardwoods is 
available on special order. 

For complete information on Roddiscraft 
hardwood trim, call your Roddiscraft ware- 
house or mail the coupon below 


Roddiscraft 


WAREHOUSES IN PRINCIPAL CITIES 





RODDISCRAFT, Roddis Plywood Corp. 
Marshfield, Wisconsin 


Please send me full information on Rod- 
discraft hardwood trim 


Name , 
PU PND era sunecédecenescoves 
PS + 0 bGS0nkdb 66 bit been rence 
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THE LUMBER MARKET 


Buyers Want Lower 
Prices At Seattle 


SEATTLE—The trade has made 
no rush to buy since Labor Day. 
Green fir dimension has slipped 
$1 or $2 and the spread between fir 
and hemlock has increased. Buy- 
ers want lower dimension prices. 
Production has been ahead of or- 
ders for four weeks. Transits are 
easier, even those with good as- 
sortments. 

Western Washington has been 
about the only area along the coast 
from British Columbia to south- 
ern California which has escaped 
fires although dry weather was 
bad. Seattle had no measurable 
rain between July 31 and Sept. 13. 
Logging was shut down for one 
24-hour period. 

Shingles are strong. No. 1 and 
2 Royals have advanced 25c to 50c 
and No. 3 are priced higher. Pines 
and spruce are firm but weak spots 
occur. Cedar siding continues 
strong with mills still occupied 
with order files running up to 60 
days. 

Inventory of logs as of Sept. 1 
reveals gains in the three districts 
of Puget Sound, Grays Harbor and 
Columbia river despite the un- 
usually dry weather. Many camps 
are working the Owl hoot shift 
from daylight to 1:30 P.M. Puget 
Sound on Sept. 1 reported 431 mil- 
lion feet, an increase of 64 million 
for the month. A year ago the 
Sound areas had 346 million feet. 


Danger of Fires 
Restricts Logging 


TACOMA—A long summer dry 
spell, with rainless days dating 
back to before August 1, finally 
caught up with the Pacific north- 
west this week, with the state 
forestry department slapping log- 
ging and hunting bans on forested 
lands. 

Washington state forester L. T. 
Webster, wary of what might hap- 
pen during the long Labor Day 
weekend, ordered logging and 
hunting halted in many parts of 
the state until rain relieved the 
danger of blazes in forest lands. 
Through Labor Day, he later re- 
ported, firefighters had been able 
to confine 44 fires to 22 acres of 
forests throughout the state. 

Sale of publicly-owned timber 
was still in the news at the start 
of the month, with the Peninsula 
Plywood Corp. of Port Angeles 
bidding $1,088,800 for 22,300,000 
board feet of timber located on 
the Sol Due River in the Olympic 
National forest. The corporation’s 
bid was the highest of 15 received. 
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2 
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The recently-formed Malcom 
Park Lumber Co., of Eatonville is 
progressing in its plans to convert 
the old Eatonville Lumber plant 
into a stud mill. Raymond F. 
Parks of Portland, Ore., J. B. Mal- 
com of Eatonville and R. W. Cope- 
land of Tacoma incorporated the 
new firm last month with a cap- 
italization of $200,000. New ma- 
chinery will be installed shortly. 


Dealers Bucking 
At Price Increases 


KANSAS CITY — Mills report 
that business continues at a brisk 
pace but that definite signs are 
appearing in the trade that retail- 
ers are losing enthusiasm in for- 
ward buying following -recent 
price boosts. New orders have 
fallen off and country yards have 
expressed the desire to hold back 
in hope of a price reduction. 

Mills in the southwest feel that 
the market price has been main- 
tained at the high seasonal levels 
chiefly because of the shortages 
of inventory rather than by the 
demand for lumber. The _ bad 
weather has crippled production 
in some parts of the district this 
summer and the fall rains are 
continuing, which does not augur 
well for the building up of assort- 
ments. 

Finish has been one item that 
has been in surplus most of the 
year, but today mills find no sur- 
plus in this item anymore. Mills 
would like to build up inventory 
even in face of the retailers’ at- 
titude of cautious buying but the 
odds are against any such likeli- 
hood. 

The orders received by mills are 
for immediate shipment and be- 
cause of the wet weather air-dried 
stocks are difficult to locate. The 
firmness in kiln-dried reflects the 
limited stocks on hand. 

Key boards, such a No. 2, 8-inch 
are selling as high as $90 in some 
instances with the low end of the 
range at $87. On 6-inch boards 
the prices are about $82 to $83. 
In the dimension class, 2 by 4’s in 
10 and 12-foot length are bringing 
$80 and the 14 and 16-foot lengths 
sell at $85. 


See 130,000 Acres 
Lost in Forest Fires 


SAN FRANCISCO—Early Sep- 
tember brought to California one 
of the most devastating outbreaks 
of forest fires in the state’s history 
with a multi-million-dollar loss of 
burned out virgin timber. 

An estimated 130,000 acres of 
forest lands went up in flames 
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with nearly 10,000 men working 
to control the major blazes. The 
state has had an unusually dry 


summer and parched forest lands 
have become almost literally a 
tinder box 


Supply and Demand 
Balanced at Baltimore 


BALTIMORE Southern pine 
has evidenced very little change 
for the past two weeks, and whole- 
salers here indicate that supply 
and demand are about equal. 
There have been reports that kiln- 
dried southern pine is almost im 
possible to procure and that con- 
sumers in this area are turning to 
alternate lumbers such as fir to 
fill their needs. Pricewise, there 
have been only negligible changes 
in the southern pine market over 
the last 15 days. 

Fir remains extremely hard to 
get, and yard owners report that 
west coast mills are refusing to 
take any more orders for fir timb- 
ers until their present backlog has 
been eliminated. Fir timbers in 
the No. 1 common with up to 25% 
of No. 2 presently can be pur- 
chased for around $130 per M. 
This figure is an increase of over 
$10 per M in the last two months. 

Industrial construction here is 
proving a boon to many fir whole- 
salers; but spruce from British 
Columbia is being shipped into 
this locality at an ever increasing 


rate; and dealers feel that it soon 
will offer some keen competition to 
west coast fir. 


Hardwoods continue quite ac 
tive, and dealers are very optimis- 
tic concerning the outlook for this 
market in the next few months. 
Maple, while still the fastest mov- 
ing item in this category, is being 
hard pushed by both walnut and 
oak. 

The oak shortage here is at- 
tributed by dealers to the great 
amount of oak exports to England, 


which are apparently draining 
mill stock piles tremendously. 
Pricewise, rough oak in the 4/4 


can be had for around $190 per M 
in the better grades. 


Lumber Nationally 


Lumber shipments of 511 mills 
reporting to the National Lumber 
Trade Barometer were 5.7% below 
production for the week ended 
September 3. In the same week 
new orders of these mills were 
17.6% below production. Unfilled 
orders of the reporting mills 
amounted to 44% of stocks. For 
the reporting softwood mills, un- 
filled orders were equivalent to 
21 days’ production at the current 
rate, and gross stocks were equiva- 
lent to 45 days’ production. 
MERCHANDISER 
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Take a good look at your combination and screen 
door lines! How do they stack up in sales features, 
price appeal and preferred performance? You 
have “all the right answers’ ONLY if you handle 
UTOPIA Aluminum Doors because 


full thickness 


- 








"OTe 


=. MISTER, you're right in 
me \ the MIDDLE of a ; 





bd 


they ‘COST LESS 
. . . RETAIL FOR 
LESS” and are 
engineered for 


® fast over-the-counter sale —individ- 
vally cartoned with all hardware 


® easy installation by home owner, 
using ordinary household tools 


@ elimination of field measuring, fit- 
ting and service by dealer 


e use by builders and contractors to 
reduce field labor 


@ choice of Overlap or Deluxe Z-bar 
design 


UTOPIA extruded aluminum Combina- 
tion and Screen Doors are distinctively 
different. You'll profit personally from 
the consumer appeal of unique design 
plus quality materials and construc- 
tion, backed up by strong dealer 
sales aids. 


For COMPLETE INFORMATION, 
mall the coupon ... see you at 
Booth 219 in Cleveland in October. 
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UTOPIA DOOR DIVISION 
Liiton Wad of Ullenarsir Ina 


185 West Bowery Street 
Phone: HEmiock 4-6183 Akron 6, Ohio 
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_ Storm Windows of Aluminum, Inc, 


185 West Bowery $t., Akron, Ohie 


Please send me complete Utopia Door informa 
tion and attractive prices. 


Name 
Compony 
Street 


City State... 


AL—1055 


ducts {ill in coupon on page 132) 
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Lumber Prices at Press-Time 


The following index is intended merely as @ check on buying practices. It is a compilation 
and average of mill prices at press time and should not be considered as current on the day 
the magazine is received. The prices should be useful in following market trends and as a 
check on purchases made approximately ten days before receipt of the magazine. 


DOUGLAS FIR 


Vertical Grain Flooring 








B&Btr Cc D 
\x4 170.00 160.00 105.00 
Fiat Grain Flooring 
4 145.00 140.00 90,00 
\xb 165.00 160.00 20.00 
Drop Siding 
\xb (Pat. #106) 160.00 155.00 10.00 
tub (Pat, #il6) 160.00 155.00 10.00 
Ceiling 
Yau 125.90 120.00 75.00 
ind 115.00 110.00 75,00 
Boards and shiplap and 2" (Green) 
1x6 1x8 x10 1x12 
No, | 69.00 68.00 70.00 74.00 
No, 2 64.00 66.00 56.00 71.00 
No. 3 59.00 59.00 59.00 4.00 
No. | Dimension 
12 14 16 8 20’ 
2x 4 8! .00 81.00 82.00 80.00 80.00 
2x 6 80,00 82.00 82,00 80.00 80.00 
2x 8 82.00 81.00 79.00 80.00 79.00 
2x10 82.00 83.00 80.00 30.00 80.00 
2012 80.00 78.00 78.00 80.00 80.00 
No. 2 Dimension 
2x 4 77.00 77.00 79,00 79.00 79,00 
2x 6 76.00 77.00 75.00 79.00 77.00 
2x 8 79.00 78.00 75.00 76.00 76.00 
2x10 79.00 81.00 76.00 76.00 76.00 
2412 76.00 76.00 74.00 76.00 76.00 
No. 3 Dimension 1/! only 
2x 4 61.00 
zx 6 56.00 
2x 8 54.00 
2x10 44.00 
212 42.00 
(Add $15.00 for dry lumber 
RED CEDAR SHINGLES 
Royals 
No. | 24"' 4/3 16.25 
No, 2 24" 4/2 9.50-10.50 
No.3 24 4/2 5.50 
Perfections 
No. | 18 5/24 12,75-13.25 
No. 2 T 5/2, 6.75 
No. 3 18 5/24 4.50- 5.75 
XMMKX 
No. | 6 5/2 10.75-11.00 
No.2 16 5/2 6.75 
No. 3 16 5/2 4.75-5.00 
WESTERN RED CEDAR 
Prices for Western Red cedar siding in mixed 
cars, new bundling, 5’ to 16" are 
Beveled Siding, '/) Inch 
Clear A" 6" 
> by 4 inch 100.00 75.00 50.00 
» by 5 inch 80.00 77.00 50.00 
yy by 6 inch 115.00 110.00 95.00 
'*, by 8 inch 150.00 145.00 105.00 
Clear Bungalow Siding, % inch 
8 inch 190.00 175.00 140.00 
10 inch 205.00 200.00 70.00 
12 inch 220.00 215.00 165.00 
Finish, 8 and Btr, $2 of 45, 
6 to 16’ oF Rough 
ix 8 260 
1x10 270.00 
tx12 290 
Ceiling or Flooring, 8 and Btr 
T to 16’ or Longer 
B&B i D 
1x3 135.00 125.00 100.00 
x4 135.00 125.00 100.00 
Discount on mol jings, 6 to 20' odd lengths 
Series 6,000 
Listing under 4,00—list plus 359% 
Listing 4.00 and over—list plus 35% 
Clear Lattice, 5/16" x 1%"—3' to 8’ 
100 lin, f 1.50 








WESTERN PINES 


Ponderosa Pine 


Selects 

$2 or 45 
C&Btr, RI 

Shop, $25 


5/4 
6/4 


Commons, $2 or 45 
lx 8 RL 
t¥!2 RL 


Idaho White Pine 
Selects $2 or 45 
1x4 
C&Btr, RL 270,00 
DO RL 210.00 
Commons, $2 or 48 


Ix 6 
1x12 


Sugar Pine Selects $2 or 45 


5/4 RW 
and 

4/A RW 6/4 RW 8/4 RW 
275.00 290.00 290.00 
No. | No.2 
142.00 110.00 
144.00 114.00 
B&Btr No.3 No.4 
110.00 79.00 70.00 
118.00 79.00 70.00 
xb 18 1x10 
270.00 270.00 275.00 
215.00 210.00 235.00 
No. | 0.2 No.3 
160.00 150.00 108.00 
185.00 160.00 10.00 


4/4 RW 5/4 RW 6/4 RW 








B&Btr, RL 265.00 280.00 285.00 
C Rt 260.00 275.00 280.00 
D Rt 220.00 230.00 230.00 
Shop, $25 
No. | No.2 No.3 
5/4 182.00 122.00 80.00 
6/4 152.00 122.00 80.00 
OAK FLOORING 
Clear Plain 
Hx2!, Wixi Yax2 Wax lth 
White 213.00 180.00 185.00 170.00 
Red 218.00 185.00 185.00 170.00 
Sel Plain 
White 205.00 172.00 175.00 160.00 
Red 210.00 175.00 175.00 160.00 
| Com 
White 185.00 158.00 167.00 152.00 
Red 185.00 158.00 167.00 152.00 
#2 Com. 
Pin. White & Red.! 10.00 90.00 95.00 80.00 
2! Com. & Btr 
horts 
i" 135.00 105.00 100.00 85.00 
SOUTHERN PINE 
Vertical Grain Flooring 
B&Btr C D 
\x4 Heart 250.00 235.00 200.00 
Fiat Grain Flooring 
x4 170,00 160.00 125.00 
xb 175.00 165.00 125.00 
Drop Siding 
Ix6 2£106 191.00 170.00 140.00 
Ino HiN6 191.00 170.00 140.00 
Boards & Shiplap 
xb 1x8 1x10 1x12 
No. | (D Grade) 140.00 140.00 145.00 178.00 
No. 2 84.00 80.00 87.00 98.00 
No. 3 70.00 78.00 75.00 75.00 
No. | Dimension (Dense) 
12 14 16’ 18 20 
2x 4 102.00 102.00 105.00 115.00 120.00 
2x 6 103.00 107.00 105.00 115.00 120.00 
2x 8 103.00 103,00 101.00 111.00 116.00 
2x10 146.00 116.00 116.00 120.00 134.00 
2x12 132.00 132.00 132.00 142.00 147.00 
No. 2 Dimension (Dense) 
2x 4 94.00 94.00 97.00 107.00 112.00 
2x 6 91.00 94.00 91.00 101.00 106.00 
2x 8 94.00 92.00 89.00 99.00 104.00 
2x10 95.00 99.00 %.00 110.00 115.00 
2x12 91,00 91.00 91.00 115.00 120.00 
No, 3 R/L Only 
2x 4 75.00 
2x 6 68.00 
2x 8 68.00 
2x10 65.00 
2x12 6! .00 


All prices based on 


kiln dried stock 








REDWOOD 
Bevel Siding 
Vox 4 V.G. Clear All Heart 97 50 
yx 6 V.G. Clear All Heart 125.00 
thx 8 V.G. Clear All Heart 151.00 
Sex 6 V.G. Clear All Heart 125.00 
Sex 8 V.G. Clear All Heart 55.00 
%exi0 V.G. Clear All Heart 175.00 
Ux 6 V.G. Clear All Heart 167.00 
Vax 8 V.G. Clear All Heart 194.00 
4x'0 V.G. Clear All Heart 220.00 
%x'2 V.G. Clear All Heart 236.00 
Note: A grade V.G. Redwood Siding $5.00 less 
for ‘+, Ve and % in above sizes 
Anzac Siding 
«10 V.G. Clear All Heart 260.00 
1x!2 V.G. Clear All Heart 275.00 
Note: Deduct $15.00 for A Grade 
Finish 
Ix 4 Clear Heart $45 175.00 
Ix 6 Clear Heart S4S 195.00 
Ix 8 Clear Heart S45 222.50 
1x10 Clear Heart $45 235.00 
ix!2 Clear Heart S4S 250.00 
WESTERN HEMLOCK 
Vertical Grain Flooring 
B&Btr C D 
1x4 150.00 45.00 90.00 
Fiat Grain Flooring 
x4 35.00 130.00 85.00 
xb 40.00 135.00 105.00 
Drop Siding 
Ixb (Pat. 3106 135.00 130.00 105.00 
Ine (Pat. Bilé 35.00 145.00 95.00 
Ceiling 
px4 10.00 105.00 70.00 
\x4 115.00 110.00 0.00 
Boards and Shiplap and 2" (Dry) 
Ix6 1x8 1x!0 1x12 
No. | 74.00 76.00 75.00 78.00 
No. 2 67.00 69.00 67.00 72.00 
No, 3 60.00 52.00 52.00 61.00 
No. | Dimension 
12 4 16" 18" 20 
2x 4 87.00 87.00 87.00 87.00 87.00 
2x 6 87.00 87.00 87.00 87.00 87.00 
2x 8 87.00 87.00 87.00 87.00 87.00 
2x10 87.00 87.00 87.00 87.00 87.00 
2x12 87.00 87.00 87.00 87.00 87.00 
No. 2 Dimension 
2x 4 82.00 82.00 83.00 82.00 82.00 
2x 6 82.00 82.00 82.00 82.00 82.00 
2x 8 82.00 81,00 79.00 79.00 84.00 
2x10 8! .00 81.00 80.00 79.00 84.09 
2«!2 79.00 79.00 80.00 81.00 84.00 
No. 3 Dimension r/! only 
2x 4 63.00 
2x 6 60.00 
2x 8 58.00 
2x!0 56.00 
2x12 56.00 
ENGELMANN SPRUCE 
Boards and Shiplap (dry) 
1x6 1x8 1x10 Ix12 
N 24 Btr 00.00 105.00 103.00 110.00 
No, 3&Btr 79.00 84.00 82.00 82.00 
No. | Dimension 
2 4 4 8 20 
2x 4 78.00 78.00 78.00 78.00 78.00 
2x 6 76.00 76.00 76.00 76.00 76.00 
2x 8 82.00 82.00 80.00 80.00 80.00 
2x10 79.00 81.00 79.00 79.00 79.00 
2x12 80.00 80.00 80.00 82.00 82.00 
No. 2 Dimension 
2x 4 73.00 73.00 73.00 73.00 73.00 
2x 6 7\.00 71.00 71.00 71.00 73.00 
2x 8 77.00 77.00 75.00 75.00 75.00 
2x10 74.00 76.00 74.00 74.00 74.00 
2x12 75.00 75.00 75.00 77.00 77.00 
Mills are now grading boards No, 2 and 3 cor 
mon. Mills do not grade out No. 3 dimension 
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Products Exhibited at the 
NATIONAL HARDWARE SHOW 


OCTOBER 17-21, 1955 
NAVY PIER, CHICAGO 
BOOTHS 50 AND 54 


\ - 
THE GLASS CUTTER GLAZIERS PREFER 
it costs but a few pennies, yet it is entrusted to cut hundreds of 
doliars worth of glass. FLETCHER has specialized in glass cutters for 


more than fifty years. 
Be sure you get the best. Specify FLETCHER when ordering. 


AUTOMATIC GLASS CUTTING MACHINES 


Every retail hard goods store con profit 
ably sell giass Any clerk can operate this 
machine and cut glass to exact measurements 
it requires no floor space and is always 
ready for use See it demonstrated at the 
Hardware Show 


TOOLS FOR GLASS AND HARDWARE 


THE FLETCHER-TERRY COMPANY 


790 SOUTH STREET e FORESTVILLE, CONNECTICUT 








SOAP BASE 











~ 


Crayoffs are made with 

are im} ly wipe 1 off wit 
ver mar the ay pearance 

like 

are 4 long 

they won't roll. Availal 

brown, terra-cotta, pur} le 

pa ked in assorted or sol 


and specifications, write 


CHATFIELD CLARKE CO.,34 Roberts St.Pasadena, Cal. 





PROFITS... 
on. the DOUBLE! 


We counted up! 
And we're amazed 

to find that we've more 
than doubled last 
year’s sales! Such a 
sales record proves the 
Gates Form Tie 

System is a sure-fire 
profit-maker! 


The time is right... 


for you to get in on Gates’ 
doubling sales! Demand for all 
types of Gates Form Ties is 
showing a tremendous increase. 
Authorities claim the building 
boom will continue for another ten 
years. The future is unlimited 

for dealers who want to “cash in’ 
on the Gates’ System. Stock and 
sell Gates...watch profits rise... 
on the double! 


Gates Dealerships are still 
available in some areas, Write 
for literature and dealer 

price list. 








GATES & SONS, INC. AL—10-55 
80 So. Galapago Street 
Denver 23, Colorado 


Gentlemen: Please send me additional information regarding 
availability of Gates Dealerships. 


GATES & SONS. INC, 


80 S$. GALAPAGO, DENVER 23, COLO 
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FIR 
GUM 


Specialized Handling from Mill 
to you. 


12 Convenient 
Warehouses 


MICH. IND. TEXAS CALIF. MO. 
WIRE -— PHONE — WRITE 
For Immediate Delivery 


BRAUND PLYWOODS INC. 


314 Wabeek Bidg. 
Birmingham, Michigan 
Midwest 4-3450 
TWX 500 














T contains 
_ RUBBER 


Vv Ready to use. BE 
¥ Cannot warp | # 


or injure tile. 


Vv Fast tack, 
slow setting. 


V Tight, perma- 
nent bond. 


WAT 





Fire-Snuf Panels 

The first fiberglass-reinforced day- 
lighting panel said to be listed by Un- 
derwriters’ Laboratories, Inc., and to 
carry the Underwriters’ label is being 
manufactured under the trade name of 
Fire-Snuf. The panels are available 
for use as skylights, sidewalls and 
partitions in industrial, commercial 
and institutional buildings where codes 
call for a flame spread rating of below 
75, where fire hazards are unusual or 
where fire safety is an all-important 
factor. Fire-Snuf panels are molded 
in flat sheets and in all standard build- 
ing corrugations in lengths up to 13’ 
and widths up to 42”. Resolite Corp., 
Dept. AL, Zelienople, Penna. 


For more data circle No. 1 on coupon, p. 132 


Dry Wall Nails 


New Ace Gypsum Wall Board (dry 
wall) Nails are 14%” long with pro- 
nounced fetter rings to insure the 
greatest holding power possible. They 
have 4” diameter flat sinker heads 
and 4” long, sharp diamond points. 
Creeping, popping out, etc., is reduced 
to a minimum, it is claimed. Frank 
L. Robinson Co., Dept. AL, 1429 
Latham Square Bldg., Oakland 12, 
Calif. 


For more data circle No. 2 on coupon, p. 132 


Oven Cleaner 


Hep-Safe-T-Spray Oven cleaner is 
said to make oven cleaning easy, 
speedy and safe. A push-button aid, 
the Spray cleaner removes burnt-on 
food and grease in minutes simply by 
finger- tip spray application and easy 
wiping off with damp cloth. No brush 
or gloves are necessary. Help Oven 
Cleaner is non-flammable. It is also 
said to be equally satisfactory for bar- 
becue grills, electric broilers and rotis- 
series. Bostwick Laboratories, Dept. 
AL, Bridgeport 5, Conn. 


For more data circle No. 3 on coupon, p. 132 
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Attic Package Unit Fan 


A new 30” Bar-Brook package unit 
fan is announced. Added to the com- 
pany’s line of 36” and 42” fans, the 
new 30” fan is designed to fill the need 
for a smaller fan wherever a hall 
ceiling is too narrow for the larger 
sizes, or for smaller homes and apart- 
ments. Fan, motor, fuse-link and shut- 
ter are factory assembled and wired 
as a single unit. Ready for installation 
and said to be easily installed. Attrac- 
tive aluminum shutter with precut 
aluminum ceiling opening trim. Bar- 
Brook Manufacturing Co., Inc., Dept. 
AL, 6135 Linwood Ave., Shreveport, 
La. 


For more data circle No. 4 on coupon, p. 132 
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Plane Stand 

A specially designed stand, which 
allows the conversion of the Skil Model 
100 portable electric plane into a sta- 
tionary jointer-planer, has been intro- 
duced. Base of stand is drilled to per- 
mit solid mounting on under base. 
The plane gives a full three-inch cut, 
adjustable in depth from zero to %” 
Cutters are powered by universal mo- 
tor at 13,500 rpm for 27,000 cuts per 
minute. Skil Corp., Dept. AL, 5033 
North Elston Ave., Chicago 30, Ill. 


For more data circle No. 5 on coupon, p. 132 


Linseed Oil in Cans 


Spencer Kellogg and Sons announce 
that they now have a supply of raw 
and boiled linseed oil in cans packed 
12 to the case in quart and pint sizes. 
There is no additional charge for the 
new 12-pack. The new packaging was 
developed to lower handling costs 
where case-splitting is necessary and 
reduce breakage and damage resulting 
from case-splitting. Spencer Kellogg 
and Sons, Inc., Dept. AL, 98 Delaware 
Ave., Buffalo 5, N. Y. 


For more data circle No. 6 on coupon, p. 142 
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All Steel Corner Guard 


Here is a radically new design pro- 
viding features for improved wall- 
board corner construction, says the 
manufacturer. No. 240 corner guard 
has a wider, squared nose to space the 
spackle further away from the corner, 
thus giving greater steel protection. 
Nose is also undercut to provide a bet- 
ter spackle grip as well as being 
tapered to the line of the feathered-out 
spackle. Spackle holes under nose are 
said to permit the spackle to rivet 
itself into the nose of the bead 
for a more positive key. Drywall : : 

Trim, Inc., Dept. AL, 2408 N. Farwell . , Work 
Ave., Milwaukee 11, Wis. 5 Benches 


For more data circle No. 7 on coupon, p. 132 


Bath Enclosure 


A new shatterproof bath enclosure 
made of fiberglass is now being mar- my « 
keted by the manufacturer of Daycor ii} 
products. Surrounded by sparkling 
aluminum framing, the Daycor bath } uns 
enclosure needs no polishing since the ih 
fiberglass does not soil or hold mois- i Banquet & 
ture. The enclosure can take rough iit FOLDING LEGS Dining Tables 
treatment meted out by elbows and Le 
mop handles without danger of break- at . 
ing or chipping, it is said. It is avail- ‘ 
able in six decorator colors. Strick , Ping P 
Plastics Corp., Dept. AL, P.O. Box Tables” 
5037, Philadelphia 11, Penna. 


For more data circle No. 8 on coupon, p. 132 Make Tables, Platforms, Work Benches 
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Entry Handle Lockset 


Weslock’s new No. 598 entry handle 
lockset embodies substantial front 
door first impression with modern de- 
sign and simple installation at a 
budget price. Available in solid brass, 
solid bronze and solid aluminum trim. 
Self-adjusting for doors from 1%” to 
2%”. Completely reversible. Standard 
Weslock five-pin tumbler lock avail- 
able in keying combinations with any 
Weslock. Western Lock Manufactur- 
ing Co., Dept. AL, 211 North Madison 
Ave., Los Angeles 4, Calif. 


For more data cirele No. 9 on coupon, p. 132 


Aluminum Window 
A new single-hung aluminum win- 


dow with built-in 


fin-trim requires 


just four nails to install. No fitting 
or adjusting is required. Comes com- 


pletely assembled 
hardware attached. 
type single-story 


with installation 
Suitable for any 


dwelling or small 


commercial building. Cupples Prod- 
ucts Corp., Dept. AL, 2650 South Han- 
ley Road, St. Louis, Mo. 


For more data cirele No. 10 on coupon, p. 132 


Portable Elevator 

The new American Standard Model 
2000-C elevator is designed to swiftly 
elevate materials such as boards, ply- 
wood, and other sheet materials, roof- 
ing, shingles, bricks, blocks, etc. Model 
2000-C is built to take punishment, has 
a 148 fpm chain speed and requires one 
to two hp electric or two to five hp 
gasoline power. It is constructed sec- 
tionally, for adding to length as need- 
ed, of galvanized steel. Efficient ele- 
vations up to 60°. The 32’ model 
elevates most materials to 27’. It is 
balanced for hand moving and will 
trail perfectly at 50 to 60 mph be- 
tween jobs. American Planter Co 
Dept. C-10-AL, Burr Oak, Mich. 

For more data circle No. 11 on coupon, p. 132 
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. « » Quickly, Easily, Inexpensively! 


A natural for the big “do-it-yoursell” 

market! Perfect for easy sales to homes, 

churches, caterers, offices, factories! PRB 
Sturdy bright-plated steel Atlas Folding shelf if desired. 
Legs are easily screwed onto wood, 

plywood, flush doors, etc.; create extra 

sales of materials! They lock into posi- 

tion open or closed; provide plenty of 

leg-room; make tables that support a 

ton or more! BIG INTRODUCTORY 

OFFER PUTS YOU IN BUSINESS WITH 

SELF-SELLING DISPLAY FOR ONLY 

$72.00 . . . send coupon today! 





ATLAS LEGS .. . IN SIZES TO 
MAKE TABLES FOR ANY USE... 
Introductory offer includes 12 sets 
of legs plus handsome display, 
$87.00 value, for only $72.00— 
returns $119.40, 40% profit, at list Pt ge dao 
price of $9.95 set. Atlas Lege right off 
your wall, $15 value 
a FREE with introduc- 
as tory olfer, 


AMAA 36th & Reed Sis., 


Phila. 46, Pa, 














FILL OUT AND MAIL COUPON TODAY 


- —< ommeennee — e e e eee 


All-Luminum Products 
36th & Reed Sts., Phila. 46, Pa. 


() Rush me Introductory Offer of 12 sets of Atlas Legs, 
including FREE display 

(C) Send literature and salesman. My 
distributor is 


| 


| 
| 
| | 


Firm Name 
Address 


State. 
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Klinkii Plywood Cabinets 


Klinkii plywood is produced in an 
ultra-modern New Guinea mill from 
the lumber of the native Araucaria 
Klinkii tree, rated by timber experts 
as among the world’s finest. Excep- 
tional qualities are claimed for Klinkii 
plywood, among which are uniformity 
of grain and coloring, ease of working 
and finishing, flawless construction 
and perfect face. Prominent applica- 
tions for this new plywood include in- 
terior paneling, kitchen cabinets, 
built-in fixtures and trailers. Ply- 
wood Div., The Pacific Coast Co., Dept. 
AL, Sonoma, Calif. 

For more data circle No. 12 on coupon, p. 142 


Adjustable Scaffolding 


Adjustable masonry scaffolding is 
now being produced in 10-foot basic 
tower sections with three extensions 
to the basic tower of 2’, 6’ and 10’. 
Equipped with a triple platform for 
masons, tenders and materials, the 
scaffolding moves up mechanically 
with the job. One setup of the new 
extension scaffolding provides scaf- 
folding for the construction of up to 
23’ of wall. Morgen Manufacturing 
Co., Dept. AL, Yankton, S. D. 


For more data circle No. 13 on coupon, p. 132 
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Rustrem Paint 
A special new oxide green paint, 
known as Rustrem non-fading green, 
contains a chromium oxide pigment 
which is said to be unaffected by sun- 
light. The new paint does not bleach 
out or fade and is also said to be 
resistant to constant moisture and 
relatively unaffected by salt-laden air. 
Rustrem non-fading green is recom- 
mended for a wide range of exterior 
applications, including metal roofs, 
metal decks, flashings, etc. It requires 
no prime coating and may be applied 
ith by brush or spray. It is available in 
coe W one gallon cans, five gallon pails and 
55 gallon drums. Speco, Inc., Dept. 
AL, 7308 Associate Ave., Cleveland 9 
b/ Ohio. ; 


For more data circle No. 14 on coupon, p. 132 
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Shower Cabinet 
Standard Steel announces a new 
shower cabinet with unbreakable plas- 


YOU CAN OFFER THE X/GH7 GUN 


FOR EVERY JOB " tic door in exotic tropical design. 


Sell the caulking gun line that is COMPLETE. You 
can offer your trade sixteen different models of 
VITAL caulking guns with thirty different nozzles 
to select from. The guns illustrated here are just a 
cross section of the VITAL line. 


VITAL holds the original patents on most caulking 
equipment. We are the oldest and largest manufac- 
turers of complete caulking equipment in the world 
for home or professional use. 

Most caulk manufacturers package their compound in 
VITAL made cartridges. Make sure that your caulk is loaded 


in time-proven VITAL cartridges that expel easily and won't 
leak under pressure. 


A word from you will bring our catalog by return mail. 


I ital Products 
MANUFACTURING CO. 


7508 QUINCY AVE * CLEVELAND 4, OHIO 
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Preassembled and easily installed, the 
unit consists of: (a) the receptor, 
made of steel, size 32” x 32” x 76”, 
heavily porcelain enameled to last a 
lifetime; (b) plastic door with pol- 
ished aluminum frame, size 26” x 62”, 
equipped with metal handle. The 
doors are available in three different 
tropical leaf patterns and may be 
obtained with right or left hinges. 
Standard Steel Cabinet Co., Dept. AL, 
8701-15 Milwaukee Ave., Chicago 41, 
Ill. 


For more data circle No. 15 on coupon, p. 132 


Ornamental Iron Merchandiser 

The No. 189 Merchandiser consists 
of salable stock items of the Coffman 
line which can be used by dealers as a 
combination salesmaker and _ store 
dress-up. Extra discounts are being 
offered on this attractive standardized 
ornamental iron merchandiser by the 
company as part of its 30th anniver- 
sary expansion program. The R. G. 
Coffman Co., Inc., P.O. Box 1113, Dept. 
AL, Orlando, Fla. 


For more data cirele No. 16 on coupon, p. 132 





October 3, 1955, AMERICAN LUMBERMAN AND 





Color Selector System 

This color selector system is de- 
signed to help the homemaker study 
the thousands of smart color combi- 
nations now possible with new alkyd- 
latex paints. Before purchasing paint, 
customers can take home any of the 
chips in the rack, study various color 
combinations and see how they look 
beside other colors in the room. The 
color selector contains 210 separate 
1%” x 2%” painted color chips, fea- 
turing Satin Luminall and Ready-To- 
Use Luminall paints. Each chip is im- 
printed on the back with the product 
name, color name and formula. Lumi- 
nall Paints, Dept. AL, 3617 S. May St., 
Chicago 9, Il. 


For more data circle No. 17 on coupon, p. 142 


Vikon Metal Tie 

Vikon, after considerable experi- 
mentation and development, announces 
a new line of metal wall tile—porce- 
lain-on-aluminum. A catalog-type bro- 
chure describing the complete line and 
including chips in the twelve colors, 
plus black and white, in which the tile 
comes, is now available. Easy to in- 
stall, Vikon porcelain-on-aluminum tile 
can be cut and bent to fit and will not 
chip or craze, it is claimed. Vikon 
Tile Corp., Dept. AL, Washington, 
N. J 


Te 


7 
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What's Your Answer? 


Here’s an easy way to check your retention of the 
information contained in this issue. Use the ques- 
tions, too, as a quiz in your next sales meeting. Both 
editorial features and manufacturers’ advertising 
are represented in the questions below. For the 
answers, see page 126. 


What's 


Your Score? 9 or 10 correct: Excellent! 
or 8: Good. 5 or 6: Fair. 


What is the leading complaint of the estimated 
15% of home-owning families who are discon- 
tented with their present homes? 


What consumer magazine is announcing a $25,- 
000, 1956 Home Improvement Contest with a 
dealer tie-in opportunity? 


How does Steinman Lumber Co., Milwaukee, 
boost store traffic and keep customers coming 
back? 


Who manufactures Accordofold folding doors 
and room dividers? 

What is called “one of the biggest single pro- 
motions ever staged for the benefit of retail 
lumber dealers”? 


Who uses the slogan “Originator of the eight 
foot stud’? 


How can lumber dealers get a share of the 
profitable Christmas market? 


Whose light fixtures are featured in the Split- 
Level Show-House? 


What is the logical display area for large prob- 
lem products? 


Who offers you a Glue Chart said to give the 
answers to all your customers’ gluing problems? 
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YALE 
‘TUBULAR LOCK: 


4 


{ 


NEW YALE 6200 TUBULAR LOCK 


YALE HAS THE PRODUCTS 
AND THE DISPLAYS 
THAT SELL THEM FAST! 


TUBULAR LOCKSET 
DISPLAYS 


FREE! SEND NOW! 


Write for valuable booklet, 
“The Key to Selecting Tubuler Locks” 


THE YALE & TOWNE MFG. CO., 
Lock & Hardware DIV., White Piains, NM. Y. 


VALE REG. US PAT OFF 








SALES AIDS 





It's easy to 
do witha 


SCHUBERT PICKET CUTTER 
% ae 


t 


Net Price Only 


$63.50 


f.e.b. 
Wilmette, itl. 


Points 200 to 250 pickets per hour 
smooth finish . adjustable for width 
Light-weight and portable (38 ibs.), yet 
rugged end durable for years of service 

can operate .. . prompt delivery 
Write for complete information! 


H. A. SCHUBERT CO., » 


Ww 





Display Card 


A large, three-color display card de- 
signed to identify and promote the 
sale of window units equipped with 
Zegers Dura-seal combination metal 
weatherstrip and sash balance is 
announced. The card is imprinted 
with the window unit manufacturer’s 
name, and dealers may fasten it to 
their window demonstration models 
equipped with Dura-seal. Zegers, Inc., 
Dept. AL, 8090 South Chicago Ave., 
Chicago 17, Ill. 


For more data circle No. 19 on coupon, p. 132 


M-D Squar-Evel 


A new hand tool, the M-D Squar- 
Evel, is actually two tools for the 
price of one. It’s a square and a level 
—all in one—that may be changed 
instantly from one use to the other 
with a simple wing-nut adjustment. 
The main component is an extruded 
aluminum I-beam 10” long with two 
unbreakable pyrex level and plumb 
vials. In addition to its use as a plumb 
or level, the M-D Squar-Evel has a 
slotted blade that can be adjusted and 
set for either a 45 or 90° angle, in- 
creasing its usefulness for many pur- 
poses. Macklanburg-Duncan Co., Dept. 
AL, Box 1197, Oklahoma City 1, Okla. 


For more data circle No. 20 on coupon, p. 132 





WHY PAY MORE? 


QUALITY BUTTS, GERMAN MAKE, SHIPPED IMMEDIATELY 
FROM STOCK IN OUR NEW YORK WAREHOUSE 


_Sire_ Finish _ 


2a x 22 Cadmium 
. ea Cadmium 
et 


Brass 
3¥2 x32 Brass 
3a x32 Prime 
3¥a x 3¥a Nickel 
32 x32 Aluminum 
4 «4 


Brass 
4 «4 


Prime 
All Shipments FOS WN.Y.C. 


475 Fifth Ave., Mew York 17, M. Y. 


Open territories available for factory representatives 


COTESWORTH, CURTIS, RATHBONE & SHEPPARD, LTD. 


LONDON @ PARIS @ ROME © BRUSSELS 


Case Quantity Price _ 
29 pr. 
-33 pr. 
32 pr. 
32 pr. 
-32 pr. 
69 pr. 
-67 pr. 
AS pr. 
AS pr. 
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Self-Service Package 


Clustre Pacs, offering cabinet hard- 
ware individually packaged in groups, 
provide 100% product visibility. This 
is attained by a clear plastic skin 
which covers the backs and sides of 
the product, but leaves the faces un- 
covered. The customer can see the 
Washington line cabinet hardware and 
select the items of his choice without 
removing the product from the pack- 
age. Symmetrically grouped in sets of 
six each, the customer need not pur- 
chase the entire package. The display 
is designed so that the buyer may tear 
off as many items as he wishes to pur- 
chase. Washington Steel Products, 
Inc., Dept. AL, 1940 E. 11th St., Ta- 
coma 2, Wash. 


Por more data circle No. 21 on coupon, p. 132 


Promotional Kit 


A new kit containing seven different 
selling aids and promotional pieces in 
quantity lots is announced by the 
manufacturer of Miraplas wall tiles. 
Materials supplied in the folder in- 
clude: Master Mastic demonstrator; 
Miraplas do-it-yourself folders; Mira- 
plas consumer guarantees, complete 
line Miraplas catalog; full-color room 
scene booklets; Miraplas regular-size 
and king-size handout folders. Pre- 
pared as a folder, the kit is made of a 
durable gray stock imprinted in red. 
Sales tools are contained in two sep- 
arate packets indexed for ready ref- 
erence. Miraplas Tile Co., Dept. AL, 
990 Parsons Ave., Columbus 6, Ohio. 


For more data circle No. 22 on coupon, p. 132 


Point-of-Sale Panel 

A point-of-sale panel is available to 
dealers of the Paramount Woodwork- 
er, the new multi-purpose tool for 
home and light production shops. De- 
signed to present a visual demonstra- 
tion of the woodworker in a compact 
area, the panel includes a pivot rack 
of photographs showing the machine 
in its various working positions, 
mounting brackets for accessories and 
a dispenser for literature. When used 
on the sales floor it provides an effec- 
tive background for the woodworker. 
It can also be used as a self-contained 
window display. Ideal Metal Products, 
Inc., Dept. AL, 1644 W. Lafayette, 
Detroit, Mich. 
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W) CAN DEPEND ON 


SB CROSSETT LUMBER 





Take sheathing and roof decking, for example. They provide 
three vital functions in the structure: They enclose, strengthen 
and insulate. To give top efficiency in all three, they must 
be well manufactured and properly dried ... to assure a 
snugly matched flush surface, permanent nail-holding 
power for maximum stiffness and, in particular, proper 
drying to specified moisture content for highest in- 
sulating effectiveness (which keeps out as much heat 

or cold as 5” of common brick; 9” of face brick; 

12” of stone; 13%” of concrete.) 

Recognizing these qualities as paramount in 

lumber at its best Crossett Standards are de- 

signed to provide and maintain them 

yet always with an eye to still further 

refinements through our comprehensive 

facilities and the natural superiorities 

of Arkansas Soft Pine. 


"coe Dh 


st 


Constant betterment 
through research 


CROSSETT LUMBER COMPANY 


A Division of The Crossett Company 
CROSSETT, ARKANSAS 
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STANLEY 





NAIL DOWN EXTRA SALES 
WITH STANLEY HAMMERS 








16 oz. Jobmaster 
No. 101-1/2 

20, 13, 7 oz. sizes 
also available 


No. 51-1/2 
20, 13, 10, 
also availa 


Stanley Hammers are made to 
hit nails with authority, to feel 
right and to last longer on the 
job. It’s a quality line and a com- 
plete one. Sell the forged steel 
heads, the straight grain hickory 


16 oz. Stanley 


BEST 
16 oz. “100 PLUS” 
No. 11-1/2 


20, 13 oz. sizes 
also available 


7 oz. sizes 
ble 


handles, the triple wedging, and 
the confidence your customer has 
in any tool from Stanley. Stanley 
Tools, a Division of The Stanley 
Works, 120 Elm Street, New 
Britain, Conn. 








New! Spear Points 
In Antique Copper 
And Black Finishes 


Here is new Stanfey Cabinet 
Hardware in popular Spear Point 
styling . . . two finishes to offer 
your customers—Antique Copper 
and Antique Black. 

The items shown above are brand 
new ... these earlier pieces com- 
plete the line. 


Wws555 
Semi-concealed 
Hinge 


W4274 Latch W1274 Pull 


These pulls, hinges and latches, 
like all Stanley Hardware, are 
quality products. They satisfy the 
modern demand for decorative 
appeal in cabinet hardware, and 
still maintain high Stanley stand- 
ards of practical functioning 
hardware. Sell decorative hard- 
ware with the plus of Stanley 
excellence of quality. 

Your wholesaler has Stanley 
Rustic Cabinet Hardware in new 
Spear Point styling. He also has 
the complete and compact Stanley 
Cabinet Hardware line. Call him, 
or write Stanley Hardware, 120 
Lake St., New Britain, Conn., for 
Catalog F100. 


THE STANLEY WORKS + NEW BRITAIN, CONNECTICUT 
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Werchantlser STANLEY 


6” and 7” Heavy Duty 
Stanley Builders Saws. 














They’re NEW! 
16” Jointer Plane 
H63 Builders Kit 


Show your builder customers this 
new jointer plane. Point out the 
long 16” shoe and the interchange- 
able, %4 h.p., 20,000 r.p.m. motor 
... the same motor powers Stanley 
touter. The H58 Plane cuts 2, «” 
wide and *%4.” deep, and bevels 
from 0 to 45 degrees. Retails at a 
low $79.50. 





H63 Builders Kit 


And show builders this new 
Stanley Builders Kit H63. The 
H58 Plane plus a complete, on-the- 
job shop in a fitted metal carrying 
case. Retails at $145.00. Your 
wholesaler has H58 Plane and H63 
Builders Kit now. 


HARDWARE + TOOLS 


BUILDING PRopUCTS 





MERCHANDISER 


For Amateurs and Pros 


Professional or amateur, the man 
who works with wood appreciates 
the value packed into these Build- 
ers Saws. Two models to choose 


from — the 6” H65 at $67.50 list 
and the 7” H70 at $79.50 list. 
Carrying case available for both. 


Check These Four Selling 
Features On Both Saws: 


1 Full ball and roller bearing construc- 
tion throughout. 


y] Multi-grip handle and convenient 
switch for operating ease. 


3 Automatic telescoping guard for 
greater safety. 


4 Exclusive “Motor Saver” 


protects 
motor from impact loads. 


H70 7” Builders Saw PLUS The H70 cuts 2 x 4 at 45° 


Saw Track Handy Accessory 
For Jobs With Electric Saw 


H158 Sew Track 


The H158 Saw Track is a handy 
helper when accuracy of angle is 
vital. It’s almost necessary for pro- 
duction jobs like cutting rafters, 
studs, etc. Recommended for cut- 
ting slate, marble or other stone 
with an abrasive wheel on the saw. 





Order Stanley Electric Tools from your wholesaler. He has 
the complete line of saws, drills, planes, routers, kits and all 
accessories. Or write Stanley Electric Tools, 120 Myrtle 
Street, New Britain, Conn., for full details. 


e ELECTRIC TOOLS +« STEEL STRAPPING «+ STEEL 
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SALES AIDS 
(begins on page 120) 





Display Unit 


Engineered Products Company an- 
nounces a new display unit achieved 
through the use of actual sections of 
the 19 different types of E-Z Glide 
fiber and extruded aluminum track 
and upper guide, available for all types 
of %” glass and wood door panel in- 
stallations. This new display unit is 
made of selected 4” maple plywood, 
when opened it measures 11” x 17” 
and it weighs only 1% pounds. When 
closed it is secured with an EPCO 
Magna-Tite magnetic cabinet catch. 
It is easily storable in filing cabinet, 
bookcase or shelf. Engineered Prod- 
ucts Co., Dept. AL, P.O. Box 118, 
Flint 1, Mich. 


Vor more data circle No. 24 on coupon, p. 132 


Merchandising Manual 


A fingertip guide to every Republic 
Steel Kitchens promotional aid has 
been compiled as a merchandising 
manual. Assembled in a_ loose-leaf 
zipper binder, the manual contains 
everything from samples of current 
national advertising to kitchen plan- 
ning information; from publicity re- 
prints to sales training hints. The 
manual is indexed, with sections de- 
voted to national advertising, identifi- 
cation and display materials, coopera- 
tive advertising, dealer promotions, 
presess and sales literature, sales aid 
ooklets, films, kitchen planning helps, 
sales training information, public re- 
lations, and price lists. Republic Steel 
Kitchens, Dept. AL, 1088 Belden Ave., 
N.E., Canton 5, Ohio. 


For more data circle No. 25 on coupon, p. 132 


Two Colors of Vinyl 


Keeping pace with the housewife’s 
demand for color in the kitchen, the 
manufacturer has introduced two new 
colors of vinyl. The new colors are 
coral and turquoise, now available in 
all models of tops and accessories. 
The present Baltic blue and Greenwich 
green vinyls are being dropped. Both 
colors were selected especially for 
their perfect blending with American 
Kitchens white steel kitchen and the 
wood-steel-copper Pioneer line. Ameri- 
ean Kitchens Div., Aveo Manufactur- 
ing Corp., Dept. AL, Connersville, Ind. 


Fer more data circle No. 26 on coupon, p. 1432 





Statement required by the Act of 
August 24, 1912, as amended by the Acts 
of March 3, 1923, and July 2, 1946 (Title 
39, United States Code, Section 233) 
showing the ownership, management 
and circulation of American LUMBERMAN 
& Buitpinc Propucts Mercuanpiser, pub- 
lished every other week at Chicago, Lili- 
nois, for October 1, 1055: 


1. The names and addresses of the 
positioner, editor, managing editor and 
pusiness manager are: 
~~ Herbert A. Vance, Chicago, 


Editor, Arthur A. Hood, Chicago, Il. 

Managing Editor, Gordon J. Lawler, 
Chicago, Ill, 

Business Manager, none 

2. The owner is: 

American Lumperman, Inc, (a corpora- 
tion), 189 N. Clark St., Chicago 2, Ill 
—Owned by: 

Vance Publishing Corporation (a cor- 
poration), 139 N. Clark 8t., Chicago 2, 
Ill. Whose stockholders are: 

A. E. Monetti, 20 Exchange Place, New 
York, N. ¥ 

Herbert A 
Chicago, Ill 

3. The known bondholders, mortga- 
gees, and other security holders owning 
or holding 1 percent or more of total 
imount of bonds, mortgages or other 
securities are: None 

4. Paragraphs 2 and 3 include, in 
ases where the stockholder or security 
holder appears upon the books of the 
‘ompany as trustee or in any other fidu- 
‘lary relation, the name of the person 
yr corporation for whom such trustee is 
1cting; also the statements in the two 
paragraphs show the affiant’s§ full 
knowledge and belief as to the circum- 
stances and conditions under which 
stockholders and security holders who 
lo not appear upon the books of the 
‘“ompany as trustees, hold stock and 
securities in a capacity other than that 
of a bona fide owner 


Vance, 139 N. Clark 8t., 


HERBERT A. VANCE, 
Publisher. 


Sworn te and subscribed before me 
this 19th day of September, 1955. 
BEATRICE GARDEWINE, 


Notary Public. 
(Seal.) 


Bev-L-Shakes Carton 


Wrapped in an attractive new cor- 
rugated carton printed in green and 
brown is the different type of pre- 
stained shake now being manufactured 
by Cedar-Tex. Beveled butts of the 
Bev-L-Shake are said to provide better 
drainage, forcing the water to run off 
from the outer tip of the shake. The 
beveled sides allow for expansion and 
contraction without loss of the con- 
tinuous color tone texture. Silicone 
has been added to the stain formula 
which helps shed both water and dirt. 
Cedar-Tex Corp., Dept. AL, Auburn, 
Wash. 


For more data circle No. 27 on coupon, p. 132 


Nylon Starter Cord 


New 100% Nylon replacement start- 
er cord for lawn mowers, pumps, out- 
board motors and smal! gasoline mo- 
tors of all types is announced. This 
cord resists wear and abrasion and is 
unaffected by mold, mildew, fungus, 
oil, gasoline, grease, and fresh or salt 
water, it is said. Fits regular or re- 
wind starters. Cord is full length and 
is solid braided. Four cords to a per- 
forated display card. Cards may be 
detached for bin stock. John H. Gra- 
ham & Co., Inc., Dept. AL, 105 Duane 
St., New York 8, N. Y. 


For more data circle No. 28 on coupon, p. 132 








WHITE FIR 


PONDEROSA PINE 


INCENSE CEDAR 
High Altitude, Soft Textured Growth 


Modern Moore Design Dry Kilns 
Manufacturer and Distributor 


PAUL BUNYAN LUMBER CO. 


SUSANVILLE CALIFORNIA 
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- You provide your cut 
with valuable : 
for easier wood 
matching. Be sure 
to ask for your 
PREE supply. 


3 


good reasons 
for you to feature 


DURATITE banc 


Wood Dough and Surfacing Putty 


DURATITE 


WEBB PRODUCTS CO. - ESTABLISHED 1923 SAN BERNARDINO, CALIF. AND NORCROSS, GEORGIA 
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Now Anyone Can 
Putty windows 


THE DUO-FAST 
PUTTY KNIFE 


Here's the ‘“Do-it- 
Yourself” putty knife 
your customers want 


—— The Professional Skill 
is built right inl 











Patented shaper end 

packs, shapes, trims 

putty with one easy 

stroke. Other end is a 

handy scraper blade. 

Spring Steel « Rustproof Plating 
Comfortable Wood Handle 

Packed 12 to Counter Display Box 
See jobber or order direct. 


FASTENER CORP. 


B46 FLETCHER ST HICAGO 14, tll 


Finest 
£SCREEN 
Rollers 


Convex Face 





Standard 2” 

1/16” face 

a used jn puting the screen- 
into the frame slot. Can be 

soelied with 3/32” sounded edge. 


Concave Face 


For inserti 


serennrag 


125 and 
Flanged 


spline into frame ofter 
MS eee 


170 width of 


Pee stock size is 2” and 
1.5/8" diameters by 9/16" w 
of face. 


ia! sizes on all above tools can be 
to order. Send specifications. 


HOGGSON & PETTIS MFG. CO. 


BOX 1050, WEW HAVEN, CONN, U.S. A 
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ENE? EQUIPMENT 


Mack Trucks 


For heavy dumper work, Mack has 
introduced two new models, namely, 
B-60X, gasoline-powered and B-61X, 
diesel-powered. The B-60X is powered 
by the Mack Thermodyne gasoline en- 
gine of 185 hp and is especially adapt- 
ed to dumper, concrete mixer, oil 
fields and other strenuous services. The 
diesel-powered model uses the Mack 
Thermodyne diesel of 170 hp, with a 
choice of a five-speed, direct-in-fifth 
as standard, with the option of a Du- 
plex, wide-range nine-speed over- 
geared wanes Mack Trucks, 
Ine., Dept. ae 50 Fifth Ave., New 
York a te © 
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What's Your Answer? 


Questions on page 119 


Lack of enough space. See Wash- 


ington Report page 42. 
Better Homes and Gardens. See 
coupon in ad pages 16-17. 


With a well-organized tool rental 
program, as described in article 
page 48. 


American Bamboo Corp., whose 
ad is on page 33. 


Show-House Promotion, combin- 
ing the efforts of NRLDA, Lum- 
ber Dealers Research Council and 
10 leading manufacturers. See 
article beginning on page 49. 
Cheney Lumber Co. See ad on 
page 47. 


By scheduling special seasonal 
events and promotions such as 
selling or giving away Christmas 
trees; holding Christmas parties 
or demonstrations on making 
gifts and decorations; having a 
yard Santa Claus for benefit of 
children. See these and other 
suggestions in article on page 78. 


Moe Light Div., Thomas Ind. Ine. 
See ad on page 57. 
Available wall space. See article 
beginning on page 95. 


The Borden Co., Chemical 
See ad on page 101. 


Div. 


October 3, 





Pneumatic Chain Saw 


Cutting timbers in mines, tunnels, 
on docks and bridges is made easy and 
quick with the latest Mall 2P18 pneu- 
matic chain saw, it is said. This one- 
man pneumatic saw has a %” chain, 
and cutting bars are available from 
18” to 30”. It requires less air, yet 
cuts faster than reciprocating type 
saws, it is claimed. Includes chain 
ean kit, file, assembly tools, gear 
lubricant and %” x 10” air hose. Mall 
Tool Co., Dept. AL, 7725 South Chi- 
cago Ave., Chicago 19, Ill. 


For more data circle No. 30 on coupon, p. 132 


his ea 


Two-Way Panel Saw 


A panel saw said to simplify cutting 
large panels of plywood, masonite, 
etc., into smaller sections, is an- 
nounced, The rig, which is claimed to 
eliminate wasted time and manpower 
and at the same time produce cleaner 
and more accurate cuts, is known as 
the two-way panel saw. It measures 
12’ long, 6’7” high, 24” wide and 
weighs 140 pounds. High grade, sea- 
soned lumber serves as a sturdy frame 
for the tubular steel tracks, between 
which runs the saw. The saw itself 
is mounted on a turntable, which per- 
mits either ripping or crosscutting. 
Richard C. Bennett Manufacturing 
Co., Dept. AL, Laceyville, Penna. 


For more data circle No. 31 on coupon, p. 132 


Nyvel Tarpaulins 


A complete line of Nyvel tarpaulins 
and coverings of all shapes and sizes 
is announced. The Nyvel line is made 
from a new light weight material 
which incorporates the use of nylon 
and vinyl plastic film. Among its 
many features is exceptional tear 
strength. All seams are electronically 
welded and sewn. Stock-size Nyvel 
tarpaulins up to 100 x 100’ are avail- 
able. Strength, Inc., Dept. AL, James 
St., Somerville, N. J. 

For more data circle No. 32 on coupon, p. 132 
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progressive, profit-minded 


jobbers and dealers sell 


Mohawk 


FLUSH DOORS 


WITH THE WARP-FREE CORES! 


More and more builders, dealers 

j and jobbers are switching over to 
Mohawk Flush Doors. Their reasons 
are clear—Mohawk's highly skilled 
craftsmen ...the use of only the 
finest materials and the most mod- 
ern door manufacturing equipment 
in the country—result in the highest 
quality interior and exterior doors for 
either commercial or residential use. 
Check Mohawk’s quality for your- 
self! Check Mohawk’s prices 
too, before you order 

your next carload, 


Mohawk FLUSH DOORS 
A 


213 W. Ewing Ave., South Bend, Ind 














SAVE TIME—MONEY—MANPOWER 
Investigate THE HANDIBELT 


Tre 























gr. 


at: 


isl 
ws 


This compact, lightweight, reversible-belt conveyor 
unit handles and elevates bundled and sacked com- 
modities — flooring, lath, cement — to proper height 
for loading materials into car or truck. Two types: 
No. 11 elevates to 7 ft. 6 ins; No. 16 elevates to 10 ft. 
6 ins. Write for HANDIBELT Bulletin No, AL-105. 


STANDARD CONVEYOR CO. 
General Offices: 
North St. Pavi, Minnesota 


Sales and Service in 
Principal Cities RANI & DOWER 











conveyors | 
ins 
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susmess, PAYS OFF” 


Your Winslow representative can call on you, at your convenience, and prove, 
with "details and facts’, how you can set up a profitable Winslow Ready-Mix 
plant at @ reasonable overal! investment. 


Here are some 
typical dealer 
reports... 


“our Binanbatch  in- 
vestment paid for it- 
self in approximately 
one year” “big 
increase in tie-in sales 
since handling Ready- 
Mix in our yard”... 
“we get additional bus- 
iness in our area be- 
cause we sell Ready- 
Mix.” Take advantage 
of the Binanbatch 
Ready-Mix profits . . . 
have our representa- 
tive prove to you a 
minimum investment 
puts you in the Ready- 
Mix business. 





Send coupon for 
complete details. Actual 
tion at 
Ohio 


WINSLOW SCALE CO. 
P. O. Box 1198, Terre Haute, Ind. 
Please send information on Bin for Ready-Mix 


otograph, Ready-Mix  Instaila- 
uston Lumber Company—at Carey, 








Name 

Address 

City Zone 
State 














¢- 


McCloud Label Co. 


Executive Office 
900 First National-Soo Line Bullding 
MINNEAPOLIS 2, MINNESOTA 
Selling the Products of 
The McCloud River Lumber Co. 
McCloud, Calif. 


_— 


Quality ¥ — ? & 


WESTERN 
SOFTWOODS 


PONDEROSA PINE 
SUGAR (G vine White PINE 


DOUGLAS FIR, WHITE FIR 
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ENEW4 LITERATURE 


Show House Blue Plans. Blue plans 
of the various homes being featured 
in the Show House advertisements in 
Saturday Evening Post and Living for 
Young Homemakers are now available 
to lumber dealers for customer distri- 
bution. Plans are available for each 
of the 15 houses spotlighted in the ads, 
ineluding the plans for the Lu-Re-Co 
house. Front of the blue plan con- 
tains the floor plans and elevations 
and back of the sheet is a reproduc- 
tion of the advertisement that fea- 
tured the house. Show House, Dept. 
AL, 555 Fifth Ave., New York 17, 
N. Y. 


For more data circle Neo. 33 on coupon, p. 142 


Steeleraft Tapered Rigid Frame 
Building is a catalog of erection photos 
of a new line of steel buildings. Basic 
feature of the line is a new structural 
steel system with tapered rigid frames. 
It is intended to supplement Steel- 
craft’s line of steel Solidus which 
include both truss type and structural 
rigid frames. The line is said to pre- 
sent a lower cost series of buildings 
with many advantages and exclusive 
features that increase the quality of 
the building while decreasing the cost 
of both material and erection. The 
Steelcraft Mfg. Co., Dept. AL, 9017 
Blue Ash Road, Rossmoyne, Ohio 

For more data circle No. 34 on coupon, p. 142 


7 BESSLER 


DISAPPEARING STAIRWAY MODELS 
to meet EVERY need! 


AS LOW AS 


Donley Devices, published monthly, 
is available for designers, builders and 
building material dealers. The folder 
carries data on the firm, its products 
and stories of various applications. 
The Donley Brothers Co., Dept. AL, 
13928 Miles Ave., Cleveland 5, Ohio. 


For more data circle No. 35 on coupon, p. 142 


How to Care for Your Floors is an 
illustrated booklet giving long-range 
and day-to-day maintenance programs 
in detail for all types of floors. There 
is also a section on suggested treat- 
ments for some of the most common 
floor failures such as loose tiles, yel- 
lowing, lack of water resistance, 
blooming and tackiness. 8S. C. John- 
son & Son, Inc., Dept. AL, Mainte- 
nance Wax, Racine, Wisconsin. 

For more data circle No. 36 on coupon, p. 132 

Full-color brochure shows beauty 
and versatility of Savannah Oak Pan- 
eling for interior walls in series of 
photographs and architect’s presenta- 
tions. Twelve-page booklet is for deal- 
er, salesmen, builders or do-it-yourself 
guide manual. Step-by-step photo- 
graphs show how to install the panel- 
ing in new home or over old walls, 
and pictures suggest ways in which 
it can beautify various rooms. Geor- 
gia-Pacific Plywood Co., Dept. AL, 
270 Park Ave., New York 17, N. Y. 


For more data circle No. 37 on coupon, p. 132 


Installation manual for Windsor 
plastic wall tile is keyed to interest 
do-it-yourselfers and folded so it can 
be used as an envelope stuffer. I[llus- 
trations show effects achieved by using 
Windsor tiles for kitchen, bath or TV 
room wall-covering. Basic steps are 
shown for installation instructions. 
Miraplas Tile Co., Dept. AL, 980 Par- 
sons Ave., Columbus 6, Ohio. 


For more data circle No. 38 on coupon, p. 132 


Winterizing windows—how and why 

are discussed in a new folder, Fenes- 
tra Inside Metal Storm Windows for 
Residence Casements (RE-11). Data 
is given on combatting condensation, 
reducing fuel bills, selecting proper 
types and sizes of storm windows. 
Choice of two styles of windows is 
included: (a) without sill ventilator 
and (b) with open-in sill ventilator. 
Detroit Steel Products Co., Dept. AL, 
3103 Griffin St., Detroit 11, Mich. 


For more data circle Ne. 49 on coupon, p. 132 


Redwood Beauti-Doors are illustrat- 
ed and described in attractive full- 
color folder. Raised, carved panel and 
other specially designed doors are also 
shown. The Wagner Glideover garage 
doors are called the “ultimate in dig- 
nified beauty and good taste to comple- 
ment beautiful homes.” Wagner Mfg. 
Co., Dept. AL, Cedar Falls, lowa. 


For more data circle No. 40 on coupon, p. 152 


Stock Elements for the Fabrication 
of Ornamental Metal Works is title 
of a new catalog. The 124-page book 
describes and illustrates over 2,500 
architectural items in stock. Book is 
subdivided and tab indexed as follows: 
Tubing, shapes, bars; Treillage; Rail- 





PART 


IT’S BEST...by TEST! 


We've actually tested and com- 
pared “Spartan” 
in a 
Laboratory!! It's a GREAT Door 
Closer! All the EXPENSIVE FEA- 
TURES are in—but the PRICE! 


PART FOR 
licensed Testing 


$5 3° 


Generous Trade 


e UNIVERSAL HAND 
e COMPACT DESIGN 








Discounts! 








Write for 
Free Catalog 
and Wall Chart 


BESSLER 
DISAPPEARING 
STAIRWAY CO. 


1900-8 E. Market St 
Akron, Ohio 


Attractwe 
Pru 2 at Yo 


FREE CATALOG Sacrifice ! 
AND 


WALL CHART Write today for com- 
plete details, includ- 
ing prices. 


Marvtecrwnd bor) 


S. PARKER HARDWARE MFG. CORP. 





BESSLER DISAPPEARING STAIRWAY CO. 
1900-8 £. Market St., Akron 5, Ohio 


Please send free Catalog, Wall Chart, Prices and Discounts 








MS vice ceeve ds sb eee coceeeeeeeebeoncece o* ; ‘ 23-2 udlow r Y 1 sY dal 


GIP. co coccrsccececccencvendecs peeecceceores Mall wdware Since 


e WAIk 











Wh) 
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ings; Saddles - Nosings; Moldings - 
Functional shapes; Ornaments-hard- 
ware; Metal working machinery. Copy 
free if requested on firm letterhead. 
Julius Blum and Co., Inc., Dept. AL, 
Carlstadt, N. J. 


For more data circle No. 41 on coupon, p. 132 


Revised 


edition of Miraplas Com- 
plete Line 


Catalog describes firm’s 
various lines, gives data on regular 
and king size wall tiles and trim 
pieces; Master mastic, Master cleaner 
and installation tools. Charts are pro- 
vided and package specifications are 
included. A special section is devoted 
to merchandising aids available. Mira- 
plas Tile Co., Dept. AL, 980 Parsons 
Ave., Columbus 6, Ohio. 


For more data circle No. 42 on coupon, p. 132 


Fall-Xmas catalog No. 102 describes 
52 portable electric tools and kits with 
over 400 accessories for do-it-yourself- 
ers. Contains 150 pictures of tools 
and their uses with complete specifi- 
cations and prices for electric saws, 
sanders, drills, planes, routers, shap- 
ers, combination tools and grinders. 
Porter-Cable, Dept. AL, 58 Exchange 
St., Syracuse 8, N. Y. 


For more data circle No. 43 on coupon, p. 132 


How to Caulk is an illustrated leaflet 
of basic information. Tells correct 
angles to be used as well as proper 
beads, how to get maximum adhesion 
and proper way to prepare a surface 
for caulking. Lists many places around 
houses that need caulking for effective 
seal against dirt, drafts, insects and 
moisture. Leaflet was planned to help 
dealer inform customers on prover 
caulking practices. Seal Rite Caulk- 
ing Co., Inc., Dept. AL, 269 Green St., 
Brooklyn, N. Y. 

For more data circle No. 44 on coupon, p. 132 

Tool Catalog, #MC-802. sized and 
punched for permanent filing, incor- 
porates a complete line of hand ma- 
chine tools. Covers Price & Rutze- 
beck’s lines of Planetor boring and 
machine bits, wide range of O.C.E. 
carbide-tipped tools, Grins Rite Angle 
Head, Handy Angle Saw. and for the 
first time, illustrations and details of 
chrome-impregnated Tvuff-Tooth 
blades. Price & Rutzebeck. P.O. 
30, Dept. AL, Hayward, Calif. 


For more data circle No 


saw 
Box 


15 on coupon, p. 132 


The Charm of Rosettes is a recent 
edition of a catalog featuring new 
designs of rosettes, demountable dec- 
orations for applying to panels of 
garage doors. Attractive and colorful 
designs are planned to provide a low 
cost method of adding individual style 
and beauty to overhead doors. Frantz 
Mfg. Co., Dept. AL, Sterling, Ill 


Ne 


For more data circle 16 on coupon, p. 182 
Wallace #11 Universal Saw is said 
to have greater power, increased ¢ca- 
pacity and new structural features in- 
cluding one-piece solid cast iron table 
and frame. A descriptive bulletin de- 
scribes expandable rip extensions with 
solid ground surfaces and cabinet type 
base providing unrestricted motor ven- 
tilation and freedom from fire hazard. 
J. D. Wallace & Co., Inc., Dept. AL, 
1530 N. Detroit St., Warsaw, Ind. 


For more data circle No. 47 on coupon, p. 132 


Foamite Airfoam is the title of a 
36-page booklet giving detailed infor- 
mation on equipment for combatting 
SUILDING 


Propucts MERCHANDISER 











various types of flammable liquid fires 
Liberally illustrated, the booklet con- 
tains engineering data on fixed fire 
protection systems, portable equip- 
ment and semi-portable equipment 
American LaFrance Corp., Dept. AL, 
Elmira, N. Y. 


For more data circle No. 48 on coupon, p. 152 


Handbook of panel designs for 
building forms used in concrete wall 
construction includes modular panel 
designs, fabrication details, diagrams 
and all necessary data. Methods shown 
are those said to have been proven 
best and most economical in extensive 
research by Richmond. A number of 
the systems are developed regionally. 
The firm says in many areas lumber- 
men are building forms to these speci- 
fications and offering them ready- 


ALUMINUM 
THRESHOLDS 


COMPLIMENT 
ANY ENTRANCE 


NEW 
BUILDING 


A gleaming symbol of quality at door 
openings—a “natural” to win buyer ac- 
ceptance —both builder and home owner. 
Wells Thresholds offer a lifetime seal 
against wear and weather. 


or 
REMODELING 


Replace unsightly, worn 

and drafty wood thresholds. Installation 
is simple for either exterior or interior 
doorways. No upkeep needed. Highly 
resistant to rust and corrosion. Available 
in standard lengths, six foot lengths, and 
lineals. 7 models. 


Send complete data fast! 


} I'm a bulider 1 I'm a building supply wholesaler 


CL) I'm @ building supply deoler 
Company 
Nome 
Address 
City 


Title 


State 


made, for sale or rent. Methods given 
are based on using stock lumber made 
into inexpensive forms which can be 
used many times. Richmond Screw 
Anchor Co., Inc., Dept. AL, 816 Lib- 
erty Ave., Brooklyn 8, N. Y. 


For more data circle No. 49 on coupon, p. 182 


Baker FS 15-20-25, bulletin No. 
1327D, describes a line of battery- 
powered trucks said to be designed 
to combine speed and maneuverability 
with ease of operation and mainte- 
nance. The illustrated two-color book- 
let gives tables of dimensions, capaci- 
ties, weights, speeds; details of design 
and construction and pictures many of 
the special attachments available for 
the FS trucks. The Baker-Raulang 
Co., Dept. AL, Cleveland 2, Ohio. 

For more data circle No, 50 on coupon, p. 132 


Wells Aluminum Thresholds are becoming 
a standard specification with today’s top 
builders! Their beauty and durability are 
important assets in the sale of new homes 
_in the growing remodeling and do-it- 
yourself markets. Wells gives you the only 
self-merchandising threshold line—pack- 
aged, displayed, supported by literature 
and priced to sell. Get the facts today! 


Send coupon to Dept. 4! 


WELLS 


ALUMINUM PRODUCTS CO 


(For more date on advertised products fill in coupon on page 132) 





Classified Advertising 


Terms — Cash With Order 
Minimum Charge $5.00 
Rates. 
| Time —20c per word for each insertion. 
Minimum charge of $1.00 per line. 
3 Times — no per word for each Gonscantive 
insertion. Minimum charge of 75¢ 
per line. 


Add $1.50 per insertion for blind ads bearing 
box nu 





HELP WANTED 


MILLWORK ——— 
Wholesale Wareh i Small cus- 
epon Minneapolis. Finn. age Address 


UNUSUAL OPPORTUNITY FOR 
pecial millwork estimator in 
Colorado. Must be experienced in listing and 
millwork from plans. Familiar with 
B.A. State age, education, experience | and 
salary ge Address Box G-51 A 

















SALES REPRESENTATIVES 
WANTED 


ve for advertising Sg on Magen 
. Call on retail | r and 
I —y 5 in New York, st 








Knowle of retail - Lay. 
calling ry retail lumber and building materia! 
executives. Salary. commisions, bonus. Ad- 
dress Box F-21, Ameri Lumb Inc. 











No epency commission or cash di 

allowed. 

he 4 fl ye pny Fh be in Pub- 

8 office y® prec te of 

— Advertisements are set in uniform 6 

style. No cuts or special borders 

7 
Replies forwarded without odious charge. 

Count 1 ive wens tea pa ane ws hen less are 

egoctio A rl rate is charged. 
hen answering box numbers or mailing ‘Sor 

for ads a them to: 


AMERICAN LUMBERMAN, INC. 
139 WN, rape St., Chicago 2, Ill. 





HELP WANTED 





An old established mgnutontures of standard 

and architectural mill work serving Ohio 

Pennsylvania, and West Virginia wants a 

sare hly competent superintendent, Te 
rienced in pepoets, 


jer) expe tals, 
Mindione. Ex- 

= working conditions to eh > oom 

State *, experience, salary, Address 

Box G- Renaclane Lumberman, = 








DETAILER AND BILLER 
—_ Special gt Serres Conpery wishes to 
Stelle ond bill into All Nene Ten cencmate 


men need ly. Add 
poe K rman Ine. reas Box G-50 American 





Wholesale Lumber Firm with offices in Dayton. 
Ohio, desires to employ young man under 35 
with good knowledge of The lumber business. 
Excellent a oy for man with ambition. 
Good salary. Very little traveling. 





Sales representative wanted to sel] to retail 
lumber yards throughout the country. To 
quality imported hardware such as butts, shelf 
brackets, etc. These are volume items and 
pay @ generous commission. List lines carried 

years in business. Address Box G-45 
American Lumberman, Inc. 





ly in own hand writin: 
f+ «ol and ae | St Beene 4 
Send ¥ picture. 


Address Box G-53 Ameri Lumb Inc. 








WANTED 
Architectural draftsman. Must be experienced. 
eo dan rticulars, oshery requirements and 
test sample dra Sseasuasoes Em- 
ployment. Tilton Homes, heile. Illinois. 





MILLWORK ESTIMATOR. +r DRAFTSMAN 
Permanent position if qualified. 
Edward Hines Lumber eda 

2431 South Wolcott 
Chicago 8, Ill. 
See Mr. Blank or Mr. Kent 





WANTED: Managers. Several openings avail- 
able for men with right qualifications to man- 
age —_ yards in Upper Midwest. We are 
king for nales.merchandising:m ag men 
sation commensurate with heposition Be ge vali 
Seameae Voese dvencement,— ” poaene tes ude op- 
portunities for advancemen 8 - : 
and insurance and retirement ee a 
. = e, cue established em, seep - 
clu: complete vor: ‘our © - 
ence, qualifications sonal data with 
your application. Addnose ion H-24 Se 
Lumberman, Inc. 








Active Metal Moulding Salesman 
Full time or side line. To call on lincleum-— 
hardware a furniture stores — oman shops — 
4 " an wh 7 j 
distributors. R ti M facturer of 
complete quality ‘line of gluminum and stain- 
less steel g e territories 
open, National Al , 1194 Alum 
Creek Drive, Columbus 9, one 


MANUFACTURERS’ REPRESENTATIVES — call- 
ing on window unit manufacturers, millwork 
ee oy and rae we a yards wanted by 

tu: led sash bal- 
ances. Product of “highest auality, competi- 
tively woriced. Open territories are Illinois, 
Ohio. New York City and environs. Address 
Box H-33 American Lumberman, Inc. 























SALES REPRESENTATION 
AVAILABLE 





LINES WANTED — Manufacturers’ representa- 
tives calling on sink top, kitchen cabinet. 
bathroom vanities, dinette trades and retail 
lumber yards in New York, New Jersey and 
Connecticut aah aed lines, including 
plastic | s. Warehousing 
facilities aa Address Box G-58 Amer- 
ican Lumberman, Inc. 








and 
vem for po Bo 


uildings. Permanent 
ing conditions ~— oe 
complete resume, 


and ional 
of datail helpful. confiden 
Reply +t pil “a MF A I 


SALESMAN. ESTIMATOR — Experi d man 
yanieg by Standard Lumber” Company. a 

e ree . od 
je A for advancement for —y Hd 


~—y-— hospit, 
case available. “ality will "3 
all 


Write Aang 
confidentia — 











WANTED: Yard Foreman, also Counterman— 
generous pay to conscientious workers—South- 
eastern Michiaan. Address Box G-52 American 
Lumberman, Inc. 


WANTED: YARD FOREMAN FOR HARDWOOD 
LUMBER YARD handling 100,000 to 150.000 
feet of lumber per day. Must be thoroughly 
experienced in handling inspectors and labor. 
Good pay, paid vacations, excellent opportu. 
nity for right man. Address Box H-20 American 
Lumberman, Inc. 





MILLWORK ESTIMATOR 


pr me May ea : timat 

estimat rom plans and yr 

who is familiar with building cations ond 

This job onose 4 future possibilities for 
is sober and industrious 

and would tike to locate in Atlanta. Georgia. 

with a large, financially stable, well estab. 

lished local concern. In reply give full —. 

mation about self, experience. sala 

and when available. Address Box Hey) 

can Lumberman. Inc 





Lumber Salesman 
Wanted: An i d lumb 
@ young man who has some 
ability as a eueeman one inowledge and 
salary or o basis, by wholesale lum- 
open. Mention 


, -- &. lumboomen, Inc. aes 


130 








WANTED: Three Men — Counter Man, ‘a 
man, Yard Foreman. No age restriction if 

gees th. Generous ° = 
higan. Address Box H-22 American Lum- 
berman, Inc. 





SITUATIONS WANTED 


MILLWORK SURVEY & DETAILING 
A firm of mill men offers 
and detailing service. Years of experience. 
Results guaranteed. Your | a oe invited. 
Address Box F-49 American Lumberman, Inc. 








Experienced lumberman will be available in 
thirty . retail or wholesale. Can invest if 
desired. Prefer Indiana, Ohio or Michigan. Age 
a Address Box G-55 Ameri Lumb 

ne. 








M4 year old man oe in Inventory Con- 
an 


MANUFACTURERS REPRESENTATIVE with 
os experience and established following 

lumber yards, mill houses, etc. Chi- 
pny ea. Desire good door line. Well rated 
manufacturer only. Address Box H-35 Amer- 
ican Lumberman, Inc. 





LUMBER & DIMENSION WANTED 


Producers wanted who can supply 10,000 to 
15,000 Hardwood Bed Slats per month. Moi«- 
ture content lumber must not exceed 15%, 
kiln-dried poclesved, Slats 21/,"" width, 13/16" 
thickness, 55°" and 40° lengths, edocs, beveled. 
An excellent fill-in and esp lly 

ous for mills having abundance narrow lumber 
available. Address Box H-26 American Lum- 
berman, Inc. 


BUSINESSES FOR SALE 














trol, Warehousing 

connection with ment future and can 

submit best of r —_ Address Box H-32 
Cc. 








LUMBERMAN. Well qualified to manage 
wholesale or retail eperaqene, Presently em- 
ployed, will consider rtunity. Will- 
ing to relocate. Age We! seasoned in all 
branches of the trade. 
ence. Address Box H- 
man, Inc. 


* Twen' ears experi- 
Pig Fh 





SALES REPRESENTATIVES 
WANTED 





WANTED REPRESENTATVES 
Calling on Heating Contractors Only! 
air gas and oil oueuste furnace sa 
easy by simplicity of design. excellent trouble- 
free pt Be mm me less expensive operation. 
Representatives calling on dealer trade (not 
jobbers) and contractors should consider our 
5. am: (1) U Commission | Allow- 


Warm 
made 


For Sale A Lease long established retail lum- 
ber yard in Rocky Mountain oi] and uranium 
area. Ample sheds, yard _—— trackage end 
parking. Fullv ponaP ona 

mately $110.990. Fixtures i. equipment ap- 
proximately $20,000. Will sell or retell $30.000 
accounts receivable $200,000 will handle. oo 
drens Box E-43. American | Lumberman, | 


FOR SALE 
Old established retail Lumber and Building 
material yard and planing l. located in 
Central New York on the N.Y. R.R. and Barge 
Canal, in a community of 33,000. Present op- 
erators wish to retire. Write Box F-23, hao 
can Lumberman. Inc. for complete information. 





FOR SALE Profitable lumber and building ~ te 
ply business including complete hardware 
center of the most productive farming area 
esters Illinois. Complete stock. Business 
aS arge farm pickup trade ». Business is clear. 


Aw 1 opportunity 
energetic man. Address = F-24, American 
Lumberman, Inc. 








Higher Discount Plan, (3) A 
ae aod Sales Co 


covered. 
American Lumberman, — 


October 3, 





Lumber ont puliding Material Yard. Southern 
Michigan. Rich in agriculture, resorts and 
industry. Age demands retirement. 

Terms. ee Box G-34 American Lumber- 
man, " 


1955, AMERICAN LUMBERMAN AND 








BUSINESSES FOR SALE 


MISCELLANEOUS FOR SALE 





For Sale: Lumber yard located in town of four 
thousand, in southern Indiana. Good chance 
for a hustler. Reason for selling, health. Write 
Box H-27 American Lumberman, Inc. 





RETAIL LUMBER 
and 
BUILDING SUPPLIES 


Business for sale. Located in Central 
New York. Complete facilities and 
equip t y for manufacture 
and distribution of lumber, millwork 
and building supplies. Established 
over forty a ormal sales volume 
$600,000. ntire personnel to remain 
upon sale except owners who have 
other interests. Principals only. Send 
reply to Box 1560, Grand Central Sta- 
tion, New York 17, N. Y. 





LUMBER YARD 
FOR SALE, since 30 years established in New 
York City, Manhattan. Owner retires. Address 
Box H-28 American Lumberman, Inc. 


FOR SALE 
Yard in eastern Nebraska town, located in 
rich farming « ity. paratively small 
investment will handle. Owner wishes to re- 
oe. Address Box H-29 American Lumberman, 
nc. 





SOUTHERN CALIFORNIA LUMBER YARDS 
FOR SALE 


Advise amount you wish to invest; also see 
our ad in previous issues. 

Twohy Lumber Co., Licensed lumber yard 
brokers for over 40 years. 714 W. Olympic 
Bivd., Los Angeles 15. 


FOR SALE 

Retail lumber yard. paint and hardware, lo- 
cated on busy street in Dallas, Texas, in 
booming section of city. Sales in 1954 excess 
of $100,000.00. Good drop-in trade. Have 
19,000 storage under one roof, 2300 feet air- 
conditioned office and store space. All mason- 
ry buildings. Want to lease buildings and 
sell stock. Will take aboui $25,000.00 to 
handle. Address Box H-30 American Lumber- 
man, Inc. 


FOR SALE—One of the very finest Retail Lum- 
ber and Coal yards, located in the fastest 
owes city in Michigan. Approximately 
100,000.00 to $125,000.00. Because of present 
and immediate development, this yard will be 
sold quick. We will furnish all details to re- 
sponsible rties. Owner retiring. Address 
Box H-31 American Lumberman, Inc. 





WANTED — RAILS 





RAILS, New and Relaying 
Bought and Sold 


1000 Good Serviceable 
Kiln Trucks, in stock 


$6.00 each. 
M. K. FRANK 
480 Lexington Ave., New York 17, N. Y. 
STEEL RAILS 
164, 2H. 25H. WH. ISH, 40H and heavier. 
MIDWEST STEEL CORPORATION 
518 Dryden St., Charleston, West Virginia 


CARPENTERS APRONS 
Write for prices and information. 


THE MINNESOTA SPECIALTY Co. 
Minneapolis, Minn. 





DOUBLE YOUR INCOME from your news- 
paper advertising by using our low cost 
““Timber-r-r"’ cartoons. For proofs write 
to DAVID LILLY ADVERTISING, Box 167, Long 
Beach 1, California. 





LUMBER & DIMENSION 
FOR SALE 





Kiln Dried Douglas Fir Industrial Clears 
Standard sizes through 16/4 
Also 
Extension Ladder Rails 


Mouldings Cut Door Stock 
Millwork Blanks Step-Ladder Stock 


Inquiries answered promptly: 


Al Clements Lumber Co. 
P. O. Box 908 
Eugene, Oregon 


Phone 6-2531 TWX EG-049-U 





USED MACHINERY FOR SALE 





We are changing to a 72" carrier and lift truck 
ckage and offer for sale | two year old Ross 
traddie Carrier Series 70 mode! 6663-60" 
capacity. Price $2975.00 f.o.b. our plant. This 
machine is like new and a bargain at the 
above price. 


HUSS LUMBER COMPANY 
1350 West Fullerton 
Chicago 14, Ill. 


l1—Left Hand Filer and Stowell No. | Carriage 
in good operating condition complete with air 
board dogs, dual movement cylinders, No. 3 
rope driven trout setworks, 5 solid trucks with 
forged steel wheels and wooden frame. Off- 
set could be furnished. Operating every day. 
Can be i ted by appoint t. 


DIERKS FORESTS, INC. 
MOUNTAIN PINE. ARKANSAS 





FOR SALE 


We will be receiving new equipment from Ross 
and can offer for sale and amediate delivery 
two Model 10H Ross lift trucks at $4,175 each. 
Hydraulic side shift carriage 66°'. Operator's 
uard. 72° forks can be cut down to any 
aed width. Lift height 28’. Ross will cut 
down towers if a lower height is required for 
clearance, on the 28° pistons. Also available: 
One Model SW Ross lift truck car unloader, 
lift height 9 free lift, fork length 42", stand- 
ard, with 60° extension. eavy counter- 
weights. Two lights for closed loading. Price 
$2,075 {.0.b. Chicago. 


HUSS LUMBER COMPANY 


1350 W. Fullerton 
Chicago 14, Ill. 





SALES AIDS 
(begins on page 120) 





| STANLEY | 
9- electric tools 





Window Decal 


Lumber dealers can get without cost 
three-color window decals which give 
customers and passersby a reminder 
that here are headquarters for wy coe 6 
Electric Tools. The red, blue and blac 
decals are sent out with window trim 
orders upon dealer’s request, and are 
also listed on advertising order blanks 
with other dealer aids. The 6” 
x 12%” decal can be ordered from: 
Advertising Dept., Stanley Electric 
Tools, Dept. AL, 12 Elm St., New 
Britain, Conn. 


For more data circle No. 53 on coupon, p. 182 


Handy Horse Display 


The manufacturers of Handy Horse 
“500” (folding metal saw horse), an- 
nounce a new fall promotion including 
a 6-Pak deal and deolag. The display 
is designed so that it requires no more 
space than it does to display one 
Handy Horse “500.” It can be mounted 
either on top of the horse or between 
the channel and legs. Federal Hard- 
ware Products, Dept. AL, 3456 Wash- 
ington Ave., North, Minneapolis 12, 
Minn. 


For more data circle No. 54 on coupon, p. 182 
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(For more data on advertised products {ill in coupon on page 132) 














CUSTOMERS WANT 
(begins on page 82) 





previous year. 

Louis Best of Best Lumber & 
Fuel Co., reports his, firm had the 
best Christmas season on record. 

“Our volume was up about 11% 
over last year,” Best said. “Top 
moving items were higher-priced 
power tools, though we did have a 
sharp increase in sales of ping 
pong and electric train tables.” 

Sales manager Donald E. Allen, 
of John Schroeder Lumber & 
Supply Co. emphasized Christmas 
decoration patterns traced on ply- 
wood and hardboard. This saved 
the customer the time of tracing 
and also assured him of the exact 
size material required, Many pur- 
chasers of these patterns bought 
hand and power tools, paints, 
brushes and hardware to finish the 
job. 


Demonstrations Sell Tools 

Starting early in November, 
Pacific Plywood Builders Mart, Los 
Angeles, Calif., sets up a power 
tool demonstration center in the 
middle of its showroom. One too! 
unit, complete with accessories, is 
wrapped as a gift. Another unit is 
used to demonstrate the operation 


of the tool. This concentrated pro- 
motion led to the sale of 60 large 
power tools in six weeks. 

Badger Lumber Co., Kansas 
City, Mo., used perforated hard- 
board displays to push hand and 
power tools as impulse items. Lo- 
cated in the center traffic aisle of 
the showroom the display stimu- 
lated sales of planing kits, saws, 
sanders, door hanging kits for car- 
penters and other equipment. 

sright Christmas lights and tin- 
sel gave an added holiday appeal. 

“Power tools were our fastest 
moving items,” says Gus Brookerd, 
“The six-inch saw and the quarter- 
inch drill kit were frequent selec- 
tions of gift-shopping wives. We 
encouraged layaways at 10% down 
and also stressed a time payment 
plan.” 

More Promotion Required 

One midwest dealer decided to 
try merchandising some slow-mov- 
ing items as Christmas gifts last 
year. To make it attractive for 
woman shoppers he installed a 
gift wrapping service and the first 
item purchased and gift wrapped 
was a double-edged axe. 

Building materials dealers are 
learning to sell women shoppers 
on the idea that it’s just as easy 
to buy the handyman something he 
can use in his shop as it is to buy 
neckties. Few handymen have too 
many hand tools. 


“What's New” Items 


Advertised Products 





NEW PRODUCTS 


(begins on page 116) 








Router Kit 


A router kit offering double-feature 
advantages in trimming veneers, deco- 
rative laminates and other hard plas- 
tic surfacings is announced by Stanley 
Tools. The new trimmer’s outstanding 
features are (1) a single bit for 
either flush or bevel trim, which is 
said to allow the operator to save as 
much as an hour a day in set-up time; 
and (2) the bit’s small diameter, 
which insures fracture-free trimming. 
The H-91 kit is designed for any of 
the three Stanley routers—the quar- 
ter hp model, the half hp or the three- 
quarter hp router. Stanley Tools Div., 

he Stanley Works, Dept. AL, 111 
Elm St., New Britain, Conn. 


For more data circle No. 52 on coupon, p. 132 
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Dexter Lock 
Dexter 


Division, 


In 
Industries, Inc 


3, Im 
Fixture 


129 
a4 
87 
a8 
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Douglas Fir Plywood Assn 


Dur-O-wal, Products. Ine Asean 


Asan 

National Cash Register 
Co The 

National Mfg. Co 


Fenestra Building Products Nationa! Plastic Products Co 
(Detroit Steel Products Co.) 73 The, Nevamar Div 


Fastener Corp 


Filon Plasties Corp 
Fletcher 
Flintkote Co 


Terry Co., The 
The 
The 


Oster Mfg. Co., 
Ozark Oak 


Co,, The 
Co,, The 


John Yale & Towne Mfg 


Yale & Towne Mfg 


(JA) 
Formica Co Flooring Co., The (JB) 





GILLIES BROS. & CO. Ltd. 
BRAESIDE, ONTARIO, CANADA 


WHITE PINE stos 


STROBUS) 
Also some Norway and Spruce 
AIR-SEASONED WATER-CURED 


Rough or Dressed - 


ANTHONY TRUCK CO., Paducah, Ky. 
Send price and literature to: 


FOR BAGGED GOODS. SHINGLES 
LATH, CASE GOODS 


TILT TRUCK up onto nose plate wheels for 
running under or out beneath the pallets. 
A light pull will tilt u 

into perfect-balance rolling position. 


SATISFACTION GUARANTEED! 
isfied after 10 dey trial, 
for your money beck. 


Mfrs. of 
Genuine 


Wf not sor. 
return truck(s) 





Capacity 28 million feet annually 
Sawmills — Braeside and Temagami, Ontario 


City 
Established 1842 Member N.A.W.L. 














Address 
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BUILDING PropucTs MERCHANDISER 








Here it comes again, foothall season 
when you can walk down the street with a blond on one arm and 
a blanket on the other and no cop gives you a funny look 


the one time of the year 


* “ . 


“Why is Brown pacing up and down in front of his house? 
He's worried about his wife.” 
‘Why, what's she got? 
‘The car “ 
a > + 


hen there’s the town where the girls are so homely that once 
they held a beauty contest and nobody won 


+ * * 


1 man boarded a streetcar without any pants. Police who ar 
rested him asked why he was riding around on a streetcar this 
bright Tuesday morning without any trousers 

Tuesday,” the bewildered man mused. “Timm 
was Monday.” 


I thought it 
» + 4 


Our subsidiary, Pacific Pine Products, at Medford, Oregon, 
could accept a few orders for 5/4 White Fir flush door parts 
’ stiles, 2 rails, and 2 lock blocks per set. The price is $196.00 
per M delivered $1.30 rate on the Wendt scale 

You'll be surprised at our range of items in lumber and building 
materials. Try us. You'll be glad we told you about us. The 
VAUK Lumber Co., of course 


. 4 


Simple Celia says you can't fool all the people but who wants 
to’ One man at a time is enough 


* 


There've been lots of pro and con about the United Nations 
hut the hillbilly came up with the unique argument when asked 
his opinion of the United Nations organisation 

“I'm agin it Just ag'in it.” he said. “After singin’ ‘My 
Country 'Tis of Thee’ all these years I'll be danged if I’m goin’ 
to bust my brains tryin’ to learn ‘My Countries 'Tis of Those’!” 


+ + ta 


Hawaiian Belle: “That artist wanted to paint my bust. Tell 
me, are the colors hard to get off ?” 


* . . 


Do You Know What Dep't 
Do you know what necessity is Something you can do with 
out m order to make a down-payment on a luxury 

Do you know what a university is? A place without which 
football teams would play in pastures 

Do you know what sagacity is: Stocking MAU K Lumber Co 
products, of course 

ee 


MAUK Seattle Lumber Co. 


Seattle 5, Washington 


The C. A. MAUK Lumber Co. 


Toledo, Ohio 


134 (For more data on advertised products fill in coupon on page 132) 








COST-OF-DOING BUSINESS 
(begins on page 64) 





of gross profits in 1954 as compared to 1953 in all 
states, other than the Northwestern States. However, 
all states and/or regions other than the Rocky Moun- 
tain States overcame the lower gross margins by 
economies in operating expenses. 


Accounts Receivable 


Accounts receivable at the end of 1954 were larger 
than those at the close of 1953 in every state and/or 
region that gave such information. The following 
will give an idea of the amount of increase in receiv- 
ables: 


Yo OF 
Increase In 
Receivables 
Over Prior 
Year 
State or Region 
Tennessee 15.19 
Florida 15.3% 
Michigan 7.2%, 


The Rocky Mountain States reflect a slight slowup 
in collections of receivables. They had 36.6 days busi- 
ness in receivables on Nov. 30, 1953 as compared to 
37.4 days on Nov. 30, 1954. 


Michigan also reports a slowup in collections by 
the fact that 7.24 weeks sales were in accounts receiv- 
able on Dec. 31, 1953 as compared to 7.57 weeks on 
Dec. 31, 1954. 


Except for companies in Group B (small dealers), 
the State of Virginia indicates a substantial slowing 
up in receivables. 


In may be concluded that the increased accounts 
receivables on Dec. 31, 1954 were not only due to 
increased volume, but in addition to slower collections. 

Inventories 

The increase in sales volume in 1954 resulted in 
higher inventories at the end of the year as compared 
to the start of the year. The following states reported 
increased inventories: 


%, OF 
Increase In 
Inventories 
States 
Florida 5.3° 
Michigan 44%, 
Rocky Mountain States 2.5' 


Despite increased inventories, the inventory turn- 
over was more rapid in all states other than Kentucky, 
as indicated by the following tabulation: 


Inventory Turnover 


1954 1953 
Florida 4.57 4.37 
Kentucky 3.65 3.80 
Michigan 3.84 3.23 
Rocky Mountain 2.80 2.70 
Tennessee 4.35 4.28 


Average Sales Per Employe 


A good indication of efficiency in any lumber yards 
operations is the average sales per employe. The state 
of Michigan and the Rocky Mountain States which 
supplied this information showed declines in the 
average sales volume per employe. 


Michigan dealers produced $30,154 sales per employe 
in 1953 as compared to $28,915 in 1954. The Rocky 
Mountain States produced $21,616 sales per employe 
in 1953 as compared to $31,553 in 1954. 


October 3, 1955, AMERICAN LUMBERMAN 
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Pris 


The hanger with ‘built-in’ musele 
provides @ gliding ride for heavy doors 


Here is a hanger that has served the trade for generations. 
The “Big 4” was one of the earliest members to the National 
Line which now comprises over 300 individual hardware 


products on its 54th Anniversary. 


The hanger has a large protecting hood, 
heavily embossed for extra strength. 
Hanger wheels operate on steel roller- 
bearings and carry the weight of even 
the heaviest of sliding doors without 
signs of strain or wear. 

The special Braced Rail is designed to 
serve the “Big 4” with an even perfect 


tread to speed action. 


\ 
MANUFACTURING COMPANY 
TERLING, ILLINOIS 





Nationally 
Advertised 
ot 


26¢ 


Lin, Ft. 
(36 wide) 


DEALER TIE-1MS 


Window Posters, Ad 
Mots and Counter 
Cords are available 
Free to help tie you in 
with Woarp's National 
Ads. Write W arp Bros. 
Chicago, 5! 








4 
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DISPLAY 


WARP'S FLOOR 
DISPENSER 
at end of aisle 
> 
For dealers 
whe prefer a 
countertype, 
ask for Warp's 
No. M-400 
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Year ‘Round Seller. 
e 


ree 0 

es in 
east, 
in- 


gon a 


HOLD IM HEAT=-KEEP OUT COLD 
Cheaper Than Glass=—Lasts For Years 
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MAKES LOW-COST 


PROTECTS WALLS 
STORM WINDOWS 


BEHIND STOVES, SINKS 





FOR CHAIR COVERS, 
GARMENT BAGS, ETC. 














FOR STORM DOORS & 
PORCH ENCLOSURES 





Warp Bros. have the finest facilities for making their own plastics. They do their own 
weaving and complete processing too 


. in their own modern plants. ““Warp’s”’ stands 
for the BEST in Window Materials... they’re made to 
last, not just to sell. 


Don’t be fooled by inferior window materials that 
“look the same.”’ Only the Genuine has the name 
“Warp’s’’ Branded along the Edge. It’s there for your 
protection—“IF IT’S WARP’S IT’S GOT TO BE GOOD"”"” 


mastic WB 
Pepe b ea | 


Carried by Reliable Hardware Jobber: 


"WORLD'S LARGEST PRODUCERS OF TOP QUALITY 
WARP BROS. | pastic WINDOW MATERIALS--ESTABLISHED 1924” CHICAGO 51, HLL. 





